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Vaughan Tools are 

playing an important part 

in construction and 
production throughout the 
country because skilled crafts- 
men recognize skillfully built 
tools when they use them. 
These same craftsmen will tell 


you Vaughan's ‘‘built-in’ 





balance makes a big difference. 
They'll tell you it always 
pays to buy a good tool. 
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LIQUID 


for Oil or 
Kerosene Units 





* Guarantees more heat 
per gallon of fuel 


Cleans out soot, sludge, gum 


Yq pt. cans 


clogged fuel lines CHINN NEY 
D ) 


)WDER > WEEE g FREE 


for Coal and Wood Units . TRADE MARK REG 


Reduces cleaning and repairs 


| POUND 


Helps check oily odors 
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Helps clean out soot Yow ae with 2 cases of 
e Guarantees more heat Reo» a] 

from coal and wood 1 waste a 





® Cuts cleaning and repairs | 


® Helps prevent chimney fires | 
® Each application in : 
| V or 2 Free with One Case — 
individually-packed | | Powder or Liquid Assortment 


T 
ve MODER SMALL ASSORTED STOCd 
cence, =a 0 CLEAN | AT FULL CASE DISCOUNT 


atten, ” CU Te ee 
mines NEW POWDER ASSORTMENT— +794 
13 8-1 | tb. $.59 size $7.67 
ag 774s 4 130 size 5.56 
FREE 2PROCESS33 Pt. .69size 1.38 
1461 
Veer Gat. ek so S $7.94 


NEW LIQUID ASSORTMENT — #1199 
PUP 41, Pt $1.39 size $12.51 
3L-@ Qt. 249 size 747 
FREE 2 PROCESS33 Pt. 69size 1.38 
21.36 
Pini, Sots - ~~ . Your Cost....... ... $199 
| Your Prom, ___... $9.37 


G.N. Coughian Co., West Orange, New Jersey Manwiocterer of Cops Sponge Copper Cleaner, De-Moist, and Eaty-Aid Oven Cleaner 
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| OPEN STOCK 


For Best Discounts Order in Case Lots! 
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now you can make a major department of 
outdoor products with these new... 
= GRILLS 
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12 MODELS” 
TO CHOOSE 
FROM 










®TM-Duacen Hines Inetitute, Inc. 


e An Accepted “Selling” Name e Beautiful, New and Different Designs 
* Many “Stand-Out” Selling Features e Wide Choice in Design and Popular Price Range 


LITTLE BROWN LITTLE BROWN 
CHESTS 





MANY 
SIZES AND 
MODELS TO 
CHOOSE FROM 



















® Little Brown Jug with a New “Sculptured” Design. 
® Truly Premium Products of America’s Foremost Maker of Jugs and Chests. 

® Jugs and Chests with Double Thick Insulation that Holds Hot or Cold Longer 
® Both Have New Sparkling Beauty — New Features Galore ® Brand New Streamlined Two-Tone Color Styling 





HEMP AND COMPANY INCORPORATED 
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NEW DELUXE ; 
UNIVERSAL ALL PURPOSE 
FOOD AND MEAT CHOPPER 


lt has no clamp 
Turn for turn—cuts twice the food. Has 
three cutters. One for grinding ham- 
burger—two for cooked meats and 
vegetables. Retail $8.95. New “Leader” 
model, $6.95. 








You're set 
for the Biggest 
Christmas 


Ever! 
with UNIVERSAL Vacuum Goods 


and Household Specialties 





CASH IN NOW with 
Universal’s great line of 
vacuum goods and 
household specialties. 
They’re designed and 
priced for mass consumer 
sales. For all the facts 

on this line—fill in 

the handy coupon today! 





UNIVERSAL 
SCOTSMAN OUTING SET 


Red and black plaid case. Quart-size 
food jar, quart vacuum bore with four 
nested cups and metal sandwich box. 
Retail $14.95. Other sets from $7.95. 
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NEW UNIVERSAL 
MAG-NIF-EYE SCALE 


In contrasting decorator colors. Will 
not chip, rust, fade or wear. Built to last 
a lifetime. Accurate reading at a glance 
with new MAG-NIF-EYE DIAL. $7.95. 








UNIVERSAL 
MOTOR LUNCHEON SET 


Complete service for 4 in compact carry- 
ing case. Knives, forks, spoons, cups, 
plates, salt and pepper shakers, quart 
vacuum bore and quart food jar, plus 
sandwich box. Retail $34.95. 








© Walt Disney Productions 


NEW WALT DISNEY 
DAVY CROCKETT LUNCH KIT! 


The kids love em! Colorful action scene 
lithographed in full color on front and 
back. Complete with Universal % pint 
bortle. Retails for $2.98. 











LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


---- Oooo ——— 


Lenders, Frery 4 Clark 
New Britain, Conn. 


Please rush me the focts on your complete line of Vocuum Goods 
and Household Specialties 


Your Nome 


Sap ene ese ase eeaeroans 


Store Nome 
Address 


City 
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KHIR ACCO’s Chain Sales-Maker 


products 
“NEWLY IMPROVED 
TO MAKE YOUR SELLING JOB 
EASIER THAN EVER: 


e The popular ACCO CHAIN SALES-MAKER—the con- 
venient display stand that has given a big boost to chain 
sales in hardware stores everywhere—has now been im- 
proved by the addition of a handy, quick-action Chain 
Cutter. This makes it easy to snip off just the amount of 
chain your customer wants. It saves time and steps on 
every sale. 

This sturdy, attractive ACCO CHAIN SALES-MAKER 
permits you to display a wide assortment of chains in 
very little floor space. It puts your chain stock out where 
your customers can see it—feel it—buy it! Get your 
Sales-Maker and watch your chain sales rise. Shipped 
complete with your choice of chain assortments; chain 
comes on reels, as shown at left. 


ASSORTMENT NO. 38 (7 REELS) | 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ASSORTMENT NO. 42 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
125 Ft. 2/0 Straight Link Elwel Coil Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
3 200 Ft. 1/0 Brass Safety Chain, Bright Finish 
eS Pabst Ye tA : 220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


ASSORTMENT NO. 43 (7 REELS) 


ry pee . WV $ 175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
TH My; yy SS | i 200 Ft. 3 Tenso Chain, Bright Zinc Plated 
ASSES : : 75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
i Nesta 7 150 Ft. 2/0 Passing Link Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


Order from your Distributor 
American Chain Division 
AMERICAN CHAIN & CABLE for 


tYork, Pa., *Atianta, Boston, *Chicago, *Denver, Detroit, Better 
\ *Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, Value 
J *Portiand, Ore., “San Francisco, Bridgeport, Conn. 

*WAREHOUSE STOCKS #FACTORY 


DEALERS: 


of the type shown above, order a Chain Cutter 

from your Distributor. Clamps on easily 

—no holes to drill. react" 
(NOTE: Do not use Chain Cutter to cut case-hardened chain) 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


You have troubles? 


“You think you have troubles? Well, just listen to mine.” 


How often have we heard that remark? And how true it usually is. No one 
ever has a monopoly on troubles, even though at times we may feel we have 
more than our share. 


These pages are normally concerned with the headaches of the retail trade. 
Because we have not touched on the problems of the wholesale trade by no 
means suggests they do not have difficulties, too. They do have problems; 
many of them. 


While a dealer has plenty to do keeping track of his own affairs, I do think 
it is very important that a dealer understand the problems faced by his whole- 
sale suppliers, because the fate of the hardware retailer and the hardware 
wholesaler are closely interwoven. 


Many people have studied the retail hardware trade in an effort to better 
understand where it gets its unusual business stability. These studies have 
usually led to the conclusion that a major share of this dealer strength comes 
from the strong, integrated wholesale supply organization that stands behind it. 


The health of the wholesale trade is still vital to the success of the retail 
trade. That is the reason why dealers have so much at stake in the problems 
of wholesalers and how they are solved. 


The annual Atlantic City convention of the wholesale hardware trade and 
hardware manufacturers, held late in October, spotlighted some of the diffi- 
culties currently faced by distributors. Most of the discussions that took place 
at this convention were reported in Oct. 27 issue, beginning on page 87. These 
discussions are well worth your careful reading. 


The HARDWARE AGE staff has reported many meetings of this type over the 

years. In looking back at this most recent meeting, we were all impressed by 

: the forthright fashion in which the distributors’ problems were brought into 
focus for examination and discussion. 


Sometimes there is an understandable inclination to conceal the little sores 
: that plague every trade. But you cannot cure an illness until you know exactly 
what causes it. Nor can you cure a trade problem until you bring it out into 
the light where the collective experience and knowledge of all interested 
parties can be brought to bear on it. This was done at this year’s Atlantic City 
convention; it is bound to result in much good. 





The annual President’s Address of the wholesalers’ association, delivered 
this year by Charles Hildreth, is a masterpiece of bluntness and common sense. 
Mr. Hildreth combined his early legal training with an intimate knowledge of 
the hardware trade, then threw in a pinch of New England economy of words, 
in his discussion of distributors’ problems. Mr. Hildreth’s comments, which 
are on page 91 of the Oct. 27 issue, deserve your attention. 


The problems of the wholesaler are not much different from those of the 
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informal editorial comments 


retailer. A great many changes have taken place in our way of living and in 
our way of doing business. Adjustments must be made to compensate for 
these changes. These adjustments are never easy, much less welcome. But 
they are inevitable. A retailer's success in business depends upon his ability 
to adjust himself to these changes. The same applies to the wholesaler. 


The egg or the chicken. . . 


A good example of a headache shared by both retailer and wholesaler is the 
tendency to put too much emphasis on buying and too little on selling. Sales 
are the life blood of any commercial organization. Certainly that is true for 
a wholesale firm. 


Yet, in any discussion of business operations with a wholesaler, you fre- 
quently find all the emphasis being put on the buying end. I would hazard the 
guess that there are more wholesale executives with duties on the buying end, 
than have duties on the selling side. 


There is no place here for a discussion of which is the more important... 
the buyer or the salesman. Such a question falls in the same senseless category 
of whether the egg or the chicken came first. Both buying and selling are 
important functions. In a successful organization, they are kept in balance 
without undue emphasis on one or the other. That is the desired procedure. 
But it does seem that in many houses, the buying side has received more than 
its share of attention. The result has been an under-developed selling staff. 


It is a simple truth that the shrewdest buying force in the world is helpless 
until the saiesmen move the merchandise. Yet, in too many houses, the sales- 
man is the low man on the totem pole. The development of aggressive, well 
trained salesmen presents a prime opportunity for wholesalers to improve vol- 
ume without adding to overhead. 


Duplication of lines is another example of a problem shared by both retailer 
and wholesaler. The extent of this overlapping in most wholesale houses is 
substantial and represents a luxury that few can afford. 


Retailers are slowly learning that too many lines without sufficient variety 
is not good business. Reducing the number of duplicating lines is not an easy 
task, but it is one that deserves consideration. 


Modernization is another headache shared by both wholesaler and retailer. 
The use of new handling and processing techniques in the warehouse, com- 
bined with the adoption of new types of office equipment, as parts of a broad 
modernization of methods and facilities, offer many opportunities for econ- 
omies in warehouse operations and for improved service. 


These subjects were explored in considerable detail at the Atlantic City 
meeting. This sharing of experience on such a large scale cannot help but be 
beneficial. 


The solution to the problems faced by wholesalers cannot be found in any 
one fact, or in any one action. Rather, it is the total of many, many little 
things. Each little step toward overcoming an individual problem may not 
seem important in itself, but in the aggregate they will overcome any difficulty. 


A meeting that presents so much useful and valuable information as the 
recent Atlantic City meeting, just doesn’t happen. It must be planned. Those 
responsible for planning this year’s meeting deserve much credit. The unsung 
heroes of these meetings, the secretaries of the associations, deserve the trade’s 
congratulations for an outstanding job. 
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Lockwood's new ‘S’ Series . . . superb 
quality ... attractive, modern design 

. all functions . . . wrought brass, 
bronze or aluminum . . . unconditionally 


gvoronteed .. . installs quickly and easily 
(Lockwood SPEEDRIL insures accuracy). 





No matter how you look at it... 


Here’s the Finest of All Standard Duty Locksets 
Hole 4@' {ele} »k- 
a Be ae) a 


THREAD RING RETAINS INSIDE ROSE 
WRENCH ([(S FURNISHED FOR TIGHTENING 





STUD ON UNDERPLATE OF 
OUTSIDE ROSE PREVENTS 
TURNING AFTER INSTALLATION 


5 or 6 PIN TUMBLER 
SOLID BRASS CYLINDER 





LATCH BOLT HAS 
FULL ‘°° THROW 





SCREWED-ON ROSES PERMIT 
EQUAL KNOB PROJECTION 
BOTH SIDES OF DOOR 








LOCKWOOD HARDWARE MANUFACTURING CO., 


FITCHBURG, MASS. 
HARDWARE AGE. 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Look For Boom Well Into 1956. 
Record Christmas Is In Sight 


The flow of income to consumers is continuing at 
record levels and will support a steadily rising con- 
sumer demand through the end of this year, govern- 
ment officials calculate. Christmas business should 
set new records in most areas. 

Commerce department business analysts says that 
consumers will continue expanding their purchases 
through the holiday season, bringing total retail sales 
this year close to $184 billion, about 10 percent over 
last year. 

Slightly rising prices are being easily absorbed by 
consumers, the government says, as some 65 million 
persons are now working longer hours for bigger 
wages. 

Manufacturers, especially in the durable goods 
lines, say orders are running about 33 percent above 
a year ago, and sales are up about 16 percent. 

And news of the boom is filtering into more and 
more communities. Latest reports are that only a 
half-dozen communities are now classified as “dis- 
tressed,”” compared with three times that many only 
a few months ago. 


OUTLOOK—Government economists § are 

hedging on the outlook for 1956, but they 

u hint that the boom will continue at least 

through the spring and early summer months, 

and will be helped by government action if 
necessary. 


Recent Mortgage Credit Curbs 
Hurting Market, May Be Junked 


Federal housing officials are showing some signs 
of worry over the effects of recent restrictions placed 
on home mortgage credit. Housing starts have slipped 
in two of the three months since they were imposed. 

Now, the government says officially that it will 
unquestionably junk the credit curbs on housing if 
the drop-off continues. 

If it is decided to ease the terms the mortgage 
time will be extended, back to 25 and 30 years, be- 
fore the down payment requirements are reduced to 
their old levels. A government spokesman says. Down 


10 


payment requirements were raised by 2 percent in 
the tightening action. 

Housing starts dipped in July and recovered in 
August as home buyers, fearing further controls, 
rushed to buy, and then fell off 8 percent in September. 

Home builders are arguing that the restrictions 
will prove disastrous to the housing boom if 
continued very long. They want the government to 
restore the old terms before the normal spring housing 
push. 


OUTLOOK—Government spokesmen won't 
say at what point they may act to ease the 
+ home buying terms. But there is a good chance 
that they will take some easing action before 
next spring. 


Congress Will Be Asked To End 
Tax Advantages for Chain Stores 


Legislation to eliminate a double federal tax subsidy 
which allegedly helps chain stores wipe out local 
independent competition is being proposed in Con- 
gress. 

Rep. Wright Patman, chairman of the house small 
business committee, says existing tax laws offer 
chains a “double bounty for the scalps of independent 
merchants.” The Texas Democrat says the bounty 
works this way: 

If a national chain sells below cost in one of its 
units and loses $100,000 in a year, it can match the 
loss against profits in another store. The present tax 
is 52 percent, so the actual loss is only $48,000. And 
if the chain absorbs the local competitor, which also 
lost $100,000 in the fight, it can deduct that firm’s 
losses too. 

The independent merchant who loses money and 
goes out of business in such a competitive war can 
get none of its losses back, Rep. Patman points out. 


OUTLOOK—Rep. Patman says he will ask 
the tax-writing house ways and means com- 
mittee to agree on amendments to the taz 

Py laws to wipe out the “double bounty.” Such 
a bill will not get through the law-makers 
without a stiff fight from chain organizations. 


(Continued on page 136) 
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IN Master's quality control no detail of design, material, 
or construction is overlooked. Tolerances up to a half-thousandth of 
-I an inch are rigidly maintained. Only the finest phosphor-bronze 
springs, nickel-silver pin tumblers, hard wrought steels and brass 
are used. Specially designed machines and tools — in the hands of 


Master craftsmen — assure the quality 


Make sales faster with 


WER SEU s 


standards that make every Master Padlock 





a Masterpiece ot protection. » 


Master Jock Company, Milwaukee 45. Wis. 


Worlds Largest Padlock Manufacturers 
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Power Shop Panel 


Designed for excessive loads on 
a power line without blowing fuses, 
the portable Safety Power Panel 
facilitates the use of appliances, 
motors, drills and auxiliary light- 
ing through a multiple outlet cir- 














cuit breaker. Power panel is use- 
ful for home workshops, electrical 
appliances shops, stores and fac- 
tories. There are three models, 
with two or three circuit outlets, 
together with safety control toggle 
switches for operating high am- 
perage motors with maximum 
safety. Circuits are protected by 
a 6 amp. fuse for small power tools, 
and a 10 amp. time delay fuse for 
maximum %4 hp. AC motor opera- 
tion. Component parts are Under- 
writers’ Laboratories approved. 
Goodwill Mfg. Co. 


For more data circle No. 1 on postcard, p. 149 


Vacuum Pitcher Set 


For home and office use, the Uni- 
versal vacuum pitcher set is now 
available in a walnut finish, in ad- 
dition to mahogany and chrome. 
Set is designed as companion piece 
to the Universal! Coffeematic. 





Pitcher has 24-oz. capacity and a 
wide mouth opening for ice cubes, 
as well as dripless pouring lip. 
Filler is replaceable. Pitcher alone 
retails for $14.95, and complete 
four-piece set is $17.95. Landers, 
Frary and Clark. 


Fer more data circle No. 2 on postcard, p. 149 


Sabre and Jig Saw 


With a cast aluminum housing 
for the motor, this portable sabre 
saw with 110-120 volt AC recipro- 
cal action has a forward guide knob 
and a finger-molded grip for easy 
handling. Three different blades 








are available for cutting inch-thick 
wood, plastic, composition board, 
hard rubber, aluminum and other 
non-ferrous metals. Saw comes 
with 8 ft. cord, three blades and 
blade-wrench in a display-storage 
case. Saw retails for $19.95. Wel- 
ler Electric Corp. 

For more data circle No. 3 on postcard, p. 149 


Ball Pein Hammer 


Shock absorbent and indestructi- 
ble in regular use, a ball pein ham- 
mer has been added to the Rocket 
tool line. Tubular steel shaft is 
chrome-plated, and won’t bend or 
break. Head is permanently locked 
to shaft and won't loosen; handle 
needs no replacement. Hand grip 
is neoprene-fiber cushion which is 
bonded permanently to shaft; grip 
is non-slip, even when wet or when 





resists 


gloves, and 
Three models are 
2-lb head 
True Temper Corp. 


user wears 
grease and oil. 
available: 1, 1% and 
weights. 


For more data circle No. 4 on postcard, p. 149 


Rose Spray Flower Bomb 


Lindane, a fast-action killer, is 
featured in the Antrol rose spray 
flower bomb for combatting in- 
sects in gardens. Bomb has hand- 
powered unit which releases a 
sprayed mist by push-button pres- 
sure. Spray is used to kill aphids, 
mites, Japanese beetles, thrips and 
leafhoppers. Antrol may be used 
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on roses, dahlias, chrysanthemums, 
asters, carnations, geraniums, gla- 
dioli, camellias, delphiniums and 
other flowers and garden plants. 
Bomb of 12 oz. retails for $1.49. 
Boyle-Midway, Inc. 


For more data circle No. 5 on postcard, p. 149 


Vented Gas Heater 
Requiring no floor space and just 
7 in. deep, this 25,000 Btu vented 
gas heater may be hung on a wall 
and vented directly into wall or 
vented from the top into chimney 
outlet, thus eliminating need for 
cutting into wall. Baffling keeps 
back and sides of heater cool to the 
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FOR THE HARDWARE DEALER | 


touch and eliminates danger of 
scorching walls, draperies or fur- 
niture. Heater, which has Minne- 
apolis-Honeywell Addatrol, features 
double-porcelained combustion 
chamber, deep port cast iron burn- 
er, and Air Stream construction 
for increased warm air circulation. 
Retails at $109.95. Quaker Mfg. 
C’o., Heating Div. of Florence Stove 
Co. 


For more data circle No. 6 on postcard, p. 149 


Hose Nozzle 


Added to the 1956 line of sprink- 
lers, fittings and accessories is a 
chrome-plated hose nozzle which 
will not tarnish or rust. Nozzle 
adjusts quickly to various sprays 





le 


| 





from fine mist to leak-proof shut 
off. Nozzle is also drip-proof. Mel- 
nor Metal Products (Co.. Ine. 


Fer more data circle No. 7 on postcard, p. 149 


Tractor, Power Tiller 


Added to the Planet Jr. line of 
farm and garden power equipment, 
the Super Tuffy Rider riding trac- 
tor (illustrated) and 
garden 


Pianetiller 
both of 


(Continued on page 146) 


power T iller are 











Want more information on these 
products? Then use free post 
card on page 149. 


‘In hardware merchandise... 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
2 s oe 2 


Garden Shears Display 


Wide latitude in the selection of 
stock is given the dealer with the 














No. 100 Garden Shear Dept., which 
metal 
display-dispenser holding one each 


eonsists of a free. 3-color 
of 11 tools for pruning and trim- 


ming. Entire unit includes mer- 


chandising material, and recom- 
mended assortment is based on a 
require- 
may 


Smith & 


survey of aAVeTAaAYVe dealer 
ments; selection Variation 
easily he made. Ne erriti j 


Non. 


For more data circle Ne. § on postcard, p. 149 


Brush Merchandiser 

To help customers to determine 
what type of paint brush to use, 
the Dial-A- Brush 
helps find correct answers to such 


merchandiser 


(Continued on page 168) 
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» Third Quarter Boom Hints Record Year 


> New Homes Forecast: $600 Billion, 10 Yrs 


>» 1955 Toy Market To Hit $1,250 Million 


Many Third Quarter Reports Indicate Record 
Year in the Making If Current Trends Hold 


Sales and financial reports for 
the third quarter of 1955 are being 
issued by companies supplying the 
hardware industry, and these re- 
ports indicate that a record year is 
in the making if the current trends 
hold for the final three months of 
the year. 

Following are the sales figures 
from a number of these companies: 

Alan Wood Steel Co., Consho- 
hocken, Pa., reports largest third 
quarter in its history. Year to 
date sales reach over $41 million 
against $27 million in nine months 
last year. 

Sherwin-Williams Co., Cleveland, 
Ohio, sales increased 4 percent for 
an all-time twelve-month high, 
ended Aug. 31. 

Arvin Industries, Inc., Colum- 
bus, Ind., recorded its third best 
month on space heater sales. The 
September high was topped only 
by July 1948, and Sept. 1950. 

The Vacuum Cleaner Manufac- 
turer’s Assn, Cleveland, Ohio, re- 
ports that aggregate sales for the 
nine months ended Sept. 30 were 
second only to the record year of 


14 


1950. The September gain topped 
the like 1954 month by 29.4 percent. 
Landers, Frary & Clark, Dazey 
division, showed bigger September 
sales than any month since March, 
1954. New colors, 
products were credited. 


styles, and 


Siegler Corp., Centralia, LIL, 
sales for the three-month quarter 
ended Sept. 30 were the largest in 
company history. A gain of 6% 
percent over the same period last 


year was registered with total 
sales of over $3 million. 
General Electric Co., Schenec- 


tady, N. Y., sales for the first nine 
months of 1955 were $2.246 billion, 
an increase of four percent over the 
same period in 1954. 

This figure for the first three 
quarters is second only to the rec- 
ord nine-month peak in 1953. Com- 
mercial products broke all records, 
but defense products declined. 

Crosman Arms Co., Inc., Fair- 
port, N. Y., reports an increase of 
40 percent for 8 months in 1955 
as compared to the like period last 
year. 
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Toy Estimate for 1955 
Predicts $1,250 Million 


An estimated $1,250 million will 
be spent in 1955 for toys. This and 
other predictions have been an- 
nounced by the Toy Manufacturers 
of the U.S.A., Inc., and other lead- 
ing manufacturers. 

About 6 percent, or $75 million, 
will be spent on toys costing $1.00 
or less. More than one-third of the 
total will be spent on playthings 
costing $10.00 or more. In this 
class, nearly 12 million riding toys, 
such as bicycles, will be sold. 

Doll prices will probably be high- 
er than last year, with increases 
probable in early November. Near- 
ly 23 million dolls, or one for every 
girl under 14 years of age, will be 
sold. 


Subcommittee Warns Of 
Credit Curbs’ Reaction 


Recent Government tightening 
of housing credit terms could help 
to cause an economic slump for 
the nation, warns the chairman 
of the House of Representatives’ 
subcommittee on housing. 

“The Administration has failed 
to consider the chain reaction 
(Continued on page 196) 














A NEW MERCHANDISING IDEA 
TO BOOST YOUR.TOOL SALES 


Sicccenesenillll 









Tilt 


FESSIONAL 


On UCH 
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Eciat TOO” 


ia 
ae No. 9937 


Combination Box and 
Open End Wrenches 


Small, economical sets of highly useful tools 
in colorful plastic wall-holders encourage 
your customers to build a master set of PROTO 
Professional Quality tools. Stock now for 

big sales. Send for 68-page catalog of 

entire line to 

PLOMB TOOL COMPANY 

2227E Santa Fe Ave., Los Angeles 54, Calif. 


No. 9930A Merchandising Package includes 
two each of these five ADDA-UNITS, plus a 
colorful merchandising panel and display sign. 


Give your work 


the PROtess:onc! 























Eastern Factory and Warehouse—Jamestown, N. Y. 
Canadian Factory—London, Ont. 
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Including an all new, 










Low-Cost, 
Single-Purpose 
Rotary Tiller 








. equipped with 2% h.p. 
Briggs and Stratton engine, 
recoil starter and lo-tone muf- 
filer. Low in cost, it’s an ideal 
tiller for preparing seed beds, 
cultivating and mulching jobs 
around the home and farm, 
in gardens, flower beds, and 
tree plantings. Standard width 
adjustable from 2014” to 834”. 
Extra sets of tines are avail- 
able for a maximum width 
of 29”. 











BIG SIMPLICITY MODEL-VA TRACTOR SIMPLICITY MODEL-LB TRACTOR 


. .. equipped with 5 h.p. Briggs and Stratton engine and ... equipped with 2% h.p. Briggs and Stratton engine 

10” plow. This powerful tractor is built for handling tough and new 12” rotary tiller attachment. Tractor has two 

jobs on farms, large gardens and suburban lots. 100% forward speeds plus gear reverse. A streamlined hood 

free-wheeling. All gear transmissions. 3 forward speeds protects engine from water and debris. 100% free- 

and reverse. wheeling. Low cost, light weight 12” tiller easily 
$2 attachable to tractor. 


AMERICA'S NO. 1 LINE OF GARDEN TRACTORS AND ATTACHMENTS 


SIMPLICITY MANUFACTURING CO. 


For more life in your 1956 sales! Gim 


SIMPLICITY LINE 






and a Nationwide Contest 





There are new profit opportunities with the new 
Simplicity Single-purpose Rotary Tiller, new 
garden tractors, wide selection of attachments, and 
lawn edger and trimmer. There's a model to meet 
any need, and a price to fit any pocketbook. That's 
what todays expanding tractor and tiller market 
wants—and you've got it in Simplicity. Simplicity 
tractors and attachments are a cinch to sell too, 
because they're designed with the customer in 
mind — a streamlined appearance, simple to run, 







Gives You a Bigger Market — Easier to Sell 


matchless performance on the job, and years of 
trouble free service. 

Todays tractor and tiller market is big — has 
grown tremendously and is still growing. It’s 
the millions of new and established suburban 
homes — millions of small and large farms. With 
Simplicity’s new, low-cost rotary tiller, and three 
great garden tractors; plus its nationwide contest 
and powerful advertising to back you up — you're 
bound to move more Simplicity products in 1956 










easy to handle. They make friends for life with than ever before. 





Ever Before} 
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“ Ss. There’ noth nder to help ’ 

just pick up ing for Consumer. You sel] all xy 

Sign their « Ahng entry blank ee '€rTS tO write or by aca 
pon “me and mai} Sen. ‘ity dealer I~ # 

ew Financing Plan PON today 
roduce the 
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. ash 
Simplicity line Investment 


and ex} “ary Plan of inary. NOW and pay }. 
SIMPLICITY MODEL-FB TRACTOR Be ready for mounts on indies ing includes post-datics 















4 . . e exp; > Sales de m orde rs Stock . 
equipped with 2% h.p. Briggs and Stratton Panding market 4nd created by the UP early 
engine, and 24” rotary lawn mower attachment. Selec- iia » and nation-wide ‘anes “ew line, 
tive gear transmission, 6 forward speeds plus reverse. Paving th ertising in Your Local we 
Streamlined protective hood 100° free-wheeling. ity dealers way for a bigger sy a Newspaper 
Rotary Mower easily adjustable for height of cut with- at the om is a Strong adverti« etter year for Simp}i 
out tools. Mulching attachment available. backed py ae -. — built arene Proeram It's ps 
. ver mMerchandisin re big contest 
é x ot. and 





Write fod, 
ay for | 
Ore details on the big Simplici 
_—— / 
DOZENS OF ATTACHMENTS 9------- wii “Y 1956 program 









Rotary Mower, Rotary Tillers, Riding Sulky SIMPLICITY MANUFAC ee 
and many other attachments are available for g Dept. Ha. 1, Port w TURING co ~"*SSeene., 
the 1956 Simplicity line of Garden Tractors. We are interee ashington, Wisconsin 
Also available is the unique, electric Please send eeue infer, 









‘aler 
lawn edger and trimmer. © informatio Program for 1956 


Tearout and mail today { 
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Anything Less is an 
Old-Fashioned Truek! 


if you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow! 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, you’re 
bound to be farther ahead at trade-in time. Now 
look at the way Chevrolet fills the bill. Even 
so-called new trucks are old fashioned without all 
these T'ask-Force advantages! 

Shortest stroke V8's* of any leading truck—the most 
modern truck engines money can buy! Their com- 


pact, short-stroke design means longer life because 
of less friction and wear. Chevrolet’s extra-rugged 


and dependable high-compression Sixes are ultra 
economical to keep humming. They squeeze more 
power out of a tankful of gas! 


The latest in cab comfort and safety—new High-Level 
ventilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 

Most modern chassis features—new suspension, more 
rigid frames, tubeless tires standard on !5-ton models! 
Work Styling—Here’s light- and medium-duty styling 
that’s matched to the job: modern styling that calls 
attention to your business! Your Chevrolet dealer 
has complete details. See him soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 





NEW CHEVROLET 
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’ lask-Force TRUCKS 





HARDWARE AGE, NOVEMBER 10, 1955 











Nc! CAMPBELL CHAIN Exclusive / 


ae ) 
SURE MAR; 











Marked every 5 feet... quick, exact measurement 


Color-Coded ... instant identification of chain grade 























Green “Measure-Mark’’ for 
Campbell Proof Coil Chain 


wa * eee cee ee eee ee “ee Se 
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Red “‘Measure-Mark'’ 
for Campbell BBB Chain 


Blue ‘‘Measure-Mark’'’ for 
Campbell High Test Steel Chain 


. i cD wy * a 


eer SE - 


Roe Bates 


Orange “Measure-Mark"’ for 
Cam-Alloy Steel Chain 





Now —for the first tiume— you can enjoy the ease, speed and Get all the details on this 
profit of this revolutionary new method of selling chain. completely new time-and- 
Just count the colored five-foot markings! Think of the labor-saving method of 
time and trouble you'll save ... think of the assured handling chain— available 
accuracy. Your customer will be sure, too, that he’s getting only from Campbell Write 


just the right length of chain—and the identifying color- today, or ask your Camp- 
mark will assure him of the right grade. bell representative. 


ues CAMPBELL CHAIN Gomsang 


YORK, PA.—WEST BURLINGTON, IOWA—PORTLAND, OREGON—SACRAMENTO, CALIF. 


Makers of the famous lug-Reinforced Tire Chains 














Theree Gold 
in thece 
Diamonds 4 










The G-3 
All-Weather 






ITIIWAMNIY 


There’s no better-known symbol 
of bike tire quality than the diamond tread ' ' > 
of the G-3 All-Weather. That famous pattern has GOODZYEAR - 
meant safe, sure grip and TIRES ~ 
road-holding dependability to generations of cyclists. = 
Look fer this sign; 
Sure, there’s gold in these diamonds — golden profits for the there's o ate a 
dealer who features this everlastingly popular tire. Goater neer you. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio. 


Akron, Ohio 





















G-.3. All-Weather-—T.M.'s The Goodyear Tire & Rubber Com~any, 


GOOD/YEAR 


ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


N PLAYHOUSE—every other Sunday—NBC TV Network 





MORE PEOPLE RIDE 


We think you'll he “THE GREATEST STORY EVER TOLD — every Sundoy — ABC Rodio Network THE GOODYEAR TELEV/S/O 
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“KNow-Wuy” ENGINEER- 
ING keeps Lawn-Boy way 
ahead of the rest of the 


= power-mower field. The 
“O others may go through 
. a> the motions, but they just 
a i © can't build power mowers 
> m4 to come near Lawn-Boy. 
~~} So selling Lawn-Boy is 
f j fun, especially after you've 

/ tried it on the grass! 

UL \ Yan 


Oy 
» ARNE 
ESS4 


how 


KNOW-WHY" 


design 
keeps 


LAWN-BOY 


out front—for good 


Take a walk behind the new Lawn-Boy. Only twenty nie ee ee — 








feet or so over any turf, rough or smooth. You'll =, LAWN-BOY, best of power mowers, | 
know then how far out front Lawn-Boy remains in ) 
the power-mower field. | backed by biggest of promotions | 

: 


Others have copied, by now, many of the skin- 
deep features of Lawn-Boy. But the “know-why” 
engineering that invented Level Cut, Staggered 
Wheels, Turf Rider, Safety Wall Housing, the Lawn- 
Boy Engine—this Lawn-Boy know-why 1s still work- 
ing from the inside out to produce a superior cutting 
mower, and only incidentally a beautiful mower. 
Lawn- Bo} engineers strive to keep making an even 
better grass-culting power mower—and the eye-catch- 
ing “skin-deep” features just follow naturally. 

No wonder, then, that Lawn-Boy still cuts best, 
looks best—-sells best! 

Be sure you have enough Lawn-Boys for ‘56, so 
that you can share in the terrific profit picture 
planned for you. Call the Lawn-Boy jobber-salesman 
and place your order early! ARES, 3 


Biggest year yet in Lawn-Boy advertising 
and sales will feature Lawn-Boy twice a week 
on Steve Allen’s famous NBC-TV show 
“TONIGHT.” Big full-color ads in The 
Saturday Evening Post, Better Homes & 
Gardens, and the top outdoor magazines will 
help send traffic into your store for Lawn- 
Boy. And there’s a flock of good merchan- 
dising material to help you sell Lawn-Boy 
for ‘56. Get your Lawn-Boys, get your sales 
s aids, and tie in to the national promotion! 





















LAWN-BOY, Lamar, Missouri. Division of Outboard, Marine & Mfg. Co., 
Makers of Johnson and Fwsnrwde Outboard Motors « In Canada: LAWN-BOY. Peterborough, Ontario 
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Designed to top 


last year’s terrific sales! 





Removes Snow, Ice and Slush from Cars, Windows, etc. 


BRAND NEW! 
COMPLETELY REDESIGNED! 
NOW 3-WAYS BETTER 
FOR BIGGER PROFITS! 


New ice scraper is big news! 





New, larger squeegee is locked in tight, 
won't come out during heavy use! 


Bigger brush part! 








>% EMPIRE HELPS YOU SELL! 


Traffic-stopping display shipper 


Eye-catching 
~~ 
window streamer 




















RETAIL 








All your brushes from one dependable source 


EMPIRE BRUSHES, INC. 


Port Chester, New York 
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HERE’S YOUR BEST SELLING POINT... 









Irs A FACT. USS American Fence is so 
good that customers who buy it once always 
buy it. And they tell their friends what a 
handsome fence it makes, how rugged and 
long-lasting it is, and how it can be kept in 
tip-top condition with the very minimum of 
time and labor. Small wonder it’s the 
country s fastest seller 


Ss @eeee8e@eee@e@éeeceecePeecqee@ee@e#eeee@ee?eeee#é sé You can handle the complete line of USS 


American Products and extend the sales 
potential of every department of your busi 
ness. Youll attract customers who buy in 
big amounts. You'll widen your trading 
area. And you won't have to do it without 
help. American Fence is backed by strong, 
consistent advertising that will keep your 
prospects informed, will keep your sales 
climbing 


‘yy; Are you handling all of these 
lt fast-moving “AMERICAN” Products? 


— 


—_ 






Be sure you are well stocked with USS 
American Fence Products. Display them 
prominently, and keep your customers re- 
minded that the time is always right to put 
up American Fence 


rw 
intial 
\ 
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USS American Galvanized — 

Barbed Wire USS American Tie Wire 
for Automatic Balers 


SEE THE UNITED STATES STEEL HOUK. It's a full-hour TV 
program presented every other week by United Stetes 
Steel. Consult your local newspaper for time and station. 





AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION. FAIRFIELD. ALA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 















; USS American Hex-Cel 
USS Americen “U” ond : 
Studded “T” Posts ny Cn 


f| 


) USS AMERICAN FENCE AND POSTS © 


BN tYS8 © S$ TAPS eo Pe ee 
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Here’s the Big-Selling line that'll boost your sales of Watering Equipment... 
Look it over carefully now . . . then put your order in the “want-book”’, today. 

















TRIPLE TUBE FLEXIBLE SPRINKLER* 


Sells 4to 1 over any other 


SPRINKLES BETTER * 5 more coverage than any other flexible 
sprinkler. Even distribution, no puddles, no dry spots. 


MADE BETTER « All virgin vinyl for longer life and better wear. 
Scientifically designed spray openings guide water to perfect 
pattern. Superior Couplings assure maximum water flow 
without leaking. Flush-out coupling for easy cleaning and 
connection of extra lengths. 


PACKED ON REEL * Convenient — rolls up and rolls out the 
sprinkler with the greatest of ease. Stores sprinkler properly, 
for extra years of use. 


No. 1000 — 50 ft. covers 1000 sa. ft. $5.98 With Reel 
(20 ff. x 50 ft. rectangle) 


No. 600 — 25 ft. covers 625 sa. #. $3.98 With Reel 
(25 ft. x 25 ft. rectangle) 
Above prices Fair Traded at retai!t 


SThe Triple Tube Sprinkler is patented under U. S$. Potent $2,621,075 
ond. other patents covering muitipie tube flexible sprinklers. 











FLEXIBLE SPRAY-SOAKER 


Every home needs hundreds of feet 


Not a sprinkler. Not a seeper. Does things neither 
of these can do. 

Hundreds of fine sprays, from scientifically designed open- 
ings, spray upward only, from end to end in narrow pattern. 
Nothing equals it for effective watering of Trees, Shrubs, 
Narrow Strips of Lawn, Foundation Plantings, Garden Rows. 


Sprays aerated water for best soaking results without 
wasting water 


CAN BE LEFT IN PLACE ALL YEAR ROUND. Will not rot, 
rust or mildew. Made of tough virgin vinyl plastic with solid 
brass, nickel-plated, reattachable couplings with flush-out cap. 


RECOMMEND THIS NEW SPRAY-SOAKER. It’s vastly su- 
perior to the old feshioned seeper 
No. 500-50 ft. $3.29 


No. 800 — 100 ft. $5.98 
Above prices Fair Traded at retail? 
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Now SUPPLEX Pays YOU to Advertise. Every carton of the five Supplex products illus- 
trated on these pages will contain this Advertising Dollar... worth $1.00 in payment of 
your newspaper advertising of Supplex products. It's the hottest promotion of the year— 
your chance to tell your neighbors—at Supplex’ expense—about Supplex watering equipme 
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SENSATIONAL 230°/, SALES INCREASE IN SUPPLEX GARDEN HOSE 
IN ONE YEAR... BECAUSE IT'S THE BEST ON THE MARKET. 





















TIRE CORD REINFORCED—Wil!l not split, burst or break even if left in hot sun for days 
under full water pressure ...REATTACHABLE COUPLINGS—Eliminate “leaky coupling” 
returns—can be tightened or removed and replaced at home. Solid brass, nickel-plated 
.. FULL GUARANTEE—Details on every colorful hose disc . . . ALL VINYL PLASTIC—So light, 











so flexible, it’s a pleasure to use . . . so smooth inside it delivers 50% more water than 
rubber hose of same bore . . . COMPLETE LINE OF OUTSTANDING VALUES — 












REINFORCED 


* TiRt-core 














No. SPE-556 “SPECIAL” No. STD-546 “STANDARD” No. 5856 5/ “LARGE BORE” 
50 ft. $6.49 50 ft. $8.95 50 ft. $12.98 25%.$7.50 


WITH REEL 
25 ft. $3.9 75 ft. $9.50 (4 «4 " 
whew ’ 25 ft.$5.15 75 ft. $13.25 with ree No. 3456 3/4” “LARGE BORE 
Above prices Fair Traded at retail? 
Above prices Fair Traded at retail? 50 ft $1 5.98 25 $9 30 
> . . 
3-PLY WITH VISIBLE TIRE CORD REINFORCE- 4-PLY—TIRE CORD REINFORCED. Double outer Above prices Fair Traded ot retoil’ 
MENT. Sells itself because your customers can jacket. Brilliant green, opaque, virgin vinyl : 
see the reinforcement through heavy trans- outer sheath provides extra protection vias CORD REINFORCED. Big volume wearer 
parent virgin vinyl outer protective jacket. against sun, oxidation and abrasion peep > me: nomes or aerate ore eo 
It sparkles... it’s got sales-appeal. Five year STORAGE REEL—FREE OF EXTRA COST—o reo! odie ee oOn ore y wnhemarans prostic 
—_—_—_——— hose. 3/,"' delivers 120% more water than 
guarantee. help to easier handling — longer wear. Ten 





plastic hose. Extra rugged construction with 
tough virgin vinyl outer protective jacket. 

Weighs 2/4 less than rubber hose delivering 
Supplex Virgin, transparent vinyl. same volume of water. Ten year guarantee. 


“ECONOMY” ( Reattachable couplings. ) 50 ft. $3.98 t 
Garden Hose Five year guarantee. 
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Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 
COLUMBIAN 
COLPACK DISPLAY RACK 















Combines neat, handy Colpack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Colpack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 


Columbian Displays Make Money 
. « » Ask Your Jobber to Prove It! 





MANILA ROPE 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from *«" 
through %4". Rope stays properly 
coiled at all times. Each foot is in 


prime condition as it leaves the box! 


Octagonal shape of the carton adapts 
it to your storage and display space. 
Place it anywhere — on floor, on coun- 





Save Space...Save Time...SELL MORE ROPE / 





ter, under counter, or in basement — 










and it serves as storage bin, display 


unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpack Cartons from 
your jobber. Price per pound same as 


ordinary coil. 



































TAKES LESS ROOM 


~ 


Compact cortons sove room Aiwoays cle 
make room for complete neatly coiled 
stock, preventing iost soies lust Oils obros 
Store or display onywhere lashings to cut 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N.Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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the way to spell mower quality in two 
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4 sources 
of profit- 
all winter 
long —when 
you sell 


HALITE 


FOR SNOW AND ICE REMOVAL 


Every customer you have needs 
Sterling Halite® when there’s ice and 
snow on the ground: for driveway, 
walks, steps and a bag in the car 
for emergency. Just say, “And how 
about a bag of Halite?’”’ when ice 
and snow are problems—and you'll 
make a sale every time! 


Halite melts snow and ice faster 
(48°, faster!) because the multi-size 
crystals cut through faster. They 
quickly break the “seal” between 
ice and pavement. 


Halite comes in 10-lb. bags (6 to a 
bale). Also 25- and 100-lb. bags. And 
your profit per bag is Aigher than 
most other items you carry! Order from 
your wholesaler or warehouse today. 


Melts MORE /ce 
FASTER! 


Follow simple instructions on bag for best resu 


a STERLING SALT product... 


made by International Salt Company, Inc., Scranton, Pa. 
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Kepidagion TWIN? Boosts Your Profits 




























// TWO \ 
FOR EXTRA | 
"POWER" ls | 


Ly \ / 


Vs, GV 
BA 


-».-but your customers gain even more! 





Up to 45% more profit for you every time you sell a Rapidayton 
TWIN Champion instead of a single-impeller water system— 
and “selling up” is easy. Customers won't want to settle for 
less when they see the big benefits they can get only with a 
powerful TWIN: 


Pumps full capacity at 40 Ibs. pressure! Single-impeller pumps 
can't do that. They lose 30% to 80% of pumping capacity at 
40 lbs. The TWIN, with two impellers, beats most city water 
pressures ! 


Pumps from 0 to 140 feet! Only package system you can offer 
that will! TWIN systems are convertible, too, for shallow or deep 
well use. 





Designed for modern living! Ordinary water systems aren't! But 


the Rapidayton TWIN can loaf along and deliver the extra Full line! 2 and % H.P. package systems com- 
gallons and extra pressure needed for all the water requirements plete with vertical or horizontal tanks——or TWIN 
“4 of modern homes end farms pumps only with 2, %, 1 and 1'/ H.P. Ready 


, , . and easy .. . to install right from the carton! 
You've never seen a better system profit-wise. Your customers 7 s 


never saw more pump for their money. Rush the coupon and 
get all the facts. 
*trademark / 


/ THE DAYTON PUMP & MFG. COMPANY 


















/ Dayton 1, Ohio HA | 

e : . rf Please send full facts on Rapidayton TWIN 7 

-_ Champions right away! . 

| NAME 

Modern Water Appliances for Modern Living \ ‘\ STREET 7 
; 

THE DAYTON PUMP & MFG. COMPANY ! \. CITY ZONE STATE 
. — : 


Dayton 1, Ohio 
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new decorator styling for 


famous BUCH home barrows 


exciting new colors... new features 
for the best-selling BUCH “Whiz” Barrow! 








Feature for feature... 
BUCH gives you more! 


1. NEW TUBULAR UNDERCARRIAGE. The 
new “Whiz” really eats up shocks and bumps! 
And a wide plate brace gives the legs extra 
strength! 


2. SCRATCH-RESISTANT “AUTO-FINISH"! 
Developed for Buch by DuPont, after consum- 
er-preference surveys! Bermuda Green and 
Buff! Colors stay bright, finish stays smooth! 


3. NEW “LIP”—%" rolled edge around tray, 

for extra strength and a more ruggedly attrac- 
fj tive appearance! 

— 4. SEAMLESS TRAY. No seams to corrode or 

spread apart! Tray is sturdy pressed steel. 


5. CHOICE OF WHEELS AND BEARINGS! Get 
the new “Whiz” with a 10 x 2.75 semi-pneu- 
matic tire on a welded, ball-bearing wheel (in 
fully-packed single carton), or order it witha 
10 x 2.75 tire on a welded, plain-bearing 


NATIONALLY ADVERTISED wheel (in fully-packed single cartons, or semi- 


pack—trays nested, parts in individual cartons). 


a J ¢ fe Lawn Care Equipment 


IN THE SATURDAY EVENING POST 





ower 


| AMERICA’S COMPLETE LINE OF ROLLING LAWN CARE EQUIPMENT 
—« 
7 
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New Spreaders New Barrows Lown Rollers Aerotors Power Edger New Lawn Carts 
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Buch Manufacturing Co., Elizabethtown, Pa. | 
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“make your ‘store 
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HODELL CHAIN : cindetiiel 
for every farm use 


Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 


bilities for you when you stock the full line of 





Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell Hodell Pailettes are strong, all-steel, re-usable con- 
tainers. Each holds 100 ibs. of Proof Coil or BBB 


ee | | chain in the four most popular sizes: “~s, “%, “As, or 
Pailettes to sell Proof Coil and BBB Coil chain, to % inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 


animal and farm chains in your store, and Hodell 


make steady profits from sales for the farm. or High Test chains, also available in these and 


: : lorger sizes. 
Ask your distributor about the full line of Hodell ° 


Chains or write today for your Hodell Chain catalog. 


| HODELL CHAIN COMPANY « Cleveland 3, Ohio 


' etiam 


Division of The National Screw & Mfg. Co. 


~~ 


Chester Hoists 





axeecenee’ _ Fasteners b /. Hodel! Chains 
& 
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Here's the A y 
oscillating sprinkler } 
that outsells 
all others 


by far... Ta : 
: 


a 
ei 


Swingin Sprays create buyers 
for everything Melnor makes... 
and Melnor makes everything. 





A FULL OSCILLATING SPRINKLER LINE | A COMPLETE GARDEN ACCESSORY LINE | BRAND NEW GARDEN ACCESSORY ITEMS 


All Swingin’ Spray models with life- la Every wanted garden item...hose nozzies, | See the amazing new Aqua-Gun hose nozzie with 
time lubricated “Perma-Sealed’* ] connectors, sprinklers, convenience items like exclusive “green trigger’ —a powerhouse at only 
motor unit.... Starting at 8.95 Meinor’s famous Stop ‘n Flo shut-off valve. 1.50 retail plus new mender kits... .chrome nozzle. 


MELNOR METAL PRODUCTS CO., INC. + 10-40 45th Avenue « Long Island City 1, N. Y. 
32 
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Coated palms outwear as many as 10 
pairs of canvas gloves and give much 
better grip. 






Sturdy fabric backs give ventilation; 
comfortable and cool on the hands. 





“GRAB-IT” 


Natural rubber coated. 
Gives surest non-slip grip: 


Outstanding general purpose work gloves. 
Rough-grained rubber coating ovtwears 
leather paims and has safest grip of any 
work glove, wet or dry. 

No. 62, palm-coated safety cuff (il!us.) 


No. 60. palm-coated knitwrist 
No. 660, fully-cocted knitwrist 


Informative hang-up tags make 
Edmont gloves self-displaying 
and self-selling. 





ere’s 334% profit 


in modern work gloves by Edmont 


Millions of Edmont coated work gloves, used in 
industry, have made workmen familiar with their 


comfort, safety and long, money-saving wear. 


Farmers and home handymen have also become 





steady customers for these palm-coated general 


“MONKEY-GRIP” “THUMBS-UP” work glo e sty les, as well as for the fully-« oated 
Plastic coated. Tailored to Coated with NEOX (reinforced stvles used for liquid-proof protection, 
actually fit the hand: neoprene): 
Features include wing thumb, curved Much tougher then ordinary neo- They retail around $1.00 and pay you 33-1/3% 
pre-flexed fingers, better grip and prene to resis? cuts, snags, abrasion, 2 : 
flexibility ond 50% longer wear. greases, caustics, acids. Also better prolit on every pair, 
Has outstanding resistance to abra- flexibility and grip. Your best selling 
sion and won't chip, crack or peel. = liquid-proof work glove. Send for our dealer catalog and prices. Order 
No. 30. palm-cocted knitwrist (illus. No. 908. fully-coated knitwrist (illus.) . ' ; ; 
No. 303, fully-cocted knitwrist No. 912, fully-cocted 12 inch gountiet kdmont Pioves from your jobber, His prompt 


service enables you to carry a smaller stock and 


JOB-FITTED keep it turning — at 33-1/3% profit. 


+ Kdmont 
ot WORK GLOVES Edmont Manufacturing Company 


World's largest selling coated fabric work gloves 1214 Walnut Street, Coshocton, Ohio 





HARDWARE AGE, NOVEMBER 10, 1955 






ACTION-TOYS qu 
NURSERY ACCESSORIES 
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convertible 


oy $ model be- 
| when cross 


TRAIN-A BIKES. 8 


‘ mode 


5-Al? Convertible Train-A-Bike 


T-20 TV-School Set HH-5 Geronimo Hobby Horse 


comes @ girt 
ber i removed. 


“new look” in ve 


. AMERICA'S 
LOCIPEDES 


FUR 
e FINE JUVENILE 4 — 
NITURE FOR MORE 


S 
. GROWN-UP DOLL CARRIAGE? 


& STROLLERS 





KE EVERY- 

NED TO MA 
: OeoT +4 APPY—MORE fresgtc 
' o YOU—MORE VALUE - 
- g DAD — LIFE-TIM 
eens FOR YOUNGSTERS 


5-60 Golden Lancer 





573-2 Hummingbird Doll Stroller 


C , 


SELL 





e SIEBERT SELLS —SO 
SIEBERT 





565-4 Whippoorwill Doll Stroller 545-1 Thunderbird Doll Carriage 588-1 Roya! Falcon Doll Stroller 
For Baby's Christmas — feature New Siebert Padded Goods Line of Mattress, Playard 


Pads, High Chair Pads and etc. Giving Babies the comfort and safety they deserve. 
5-50 Stratojet WRITE DEPT. HA 11-10 O.W. 


PERMANENT SHOWROOMS 
Space 1537, American Furniture Mart, Chicago 
Space 305, New York Furniture Exchange, N. Y. 
Spece 908, Western Merchandise Mart, Sen Francisco 
5th Floor, Southern Furniture Exposition Bidg.. High Point, N. C. 






GARDNER, MASS. 1955 
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OW! 


A BIGGER, BETTER 
ECONOMY BURNER 


PRTOP 


44444404 


MODEL HW-1200 


® This attractive, but rugged new model is made 
specifically for the buyer who wants a dependable, 
serviceable rubbish burner at a low—low price. The 
new model HW-1200 has the same famous Ziprtop and 
“Volcano” bottom as the heavier duty models. Rust- 
resisting galvanized finish, vertical wires spaced 2 inches 
apart and electro-welded to five heavy supporting rings 
at each point of contact. 26 inches high, 19 inches in 
diameter. Weight approx. 65 pounds per dozen, nested. 


ZIPRTOPS... Sell oa Sight! 












































Model HW-303 


An even better burner, the HW-303 is 
built to last for many years. Heavy rust- 
resisting galvanized wire in close 1 inch 
spacing, permanently electro-welded to 
supporting rings. Extra strong construc- 
tion makes the HW-303 the perfect 
home model and well suited for use by 
factories, stores, parks, etc. 28 inches 
high, 19 inches diameter at top. Weight 
90 pounds per dozen, nested. 


MORE 
PROVEN 
PROFIT MAKERS 


Model HW-1336 

The best of the burners! This extra 
heavy duty model combines the added 
strength of close-spaced vertical wires 
welded to more than a dozen heavy-duty 
rings. Provides a closer mesh for safer 
burning . . . longer life span. Ideal for 
municipalities, parks, institutions as well 
as home use. Also 28 inches high, 20 
inches in diameter. Weight 113 pounds 
per dozen, nested. 


Manutacturers of the 


Nationaliy Famous Hi-Lo Line 


Economy 


Grills 
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i 
Safe Shipment Assured! 

This rugged steel wire sleeve protects 


your burners in shipment. Makes a fine 
store display basket, too! 


UNION STEEL 
PRODUCTS CO. 


ALBION 
MICHIGAN 


ee 


, 
’ 


OS, 
Mor 


clothes Laundry 


Dryers Baskets 








Better place a big order with your Reo distributor selling the best-selling reel-type mowers ever made— 














now—because the deal he’s offering you is the most with a size for every prospect and optional riding attach- 
profitable ever! ments to increase your profits. 

With Reo for °56 you'll be selling a complete new And just to make a good thing better, Reo offers a 
rotary line that ranges from price and value leaders to special Early Bird Bonus Discount for placing your 
big-profit power-propelled models. Every model fea- order before December |. It’s your chance to make more 
tures Reo’s exclusive Suction-Lift Blade and Triple money on Reo than ever before. For extra profits, order 
Duty Door for better mowing and mulching! You'll be Reo, order now! 

as —— Se re 
| | . 
x a ) ; 
| ~ ) >" REO Power-Propelled } REO 





for even cut. 


POWER-TRIM 18" or 21° 
ROYALE 
Reo Swuction-Lift Blade is | 
enclosed like a ducted fan. 
Strong suction pulls grass up | = 





a 


Reo Triple Duty Door® gets rid of grass clippings 3 ways : 
Wide Open for longest grass Top Open for regularly Closed for leaf-mulching and , 





























and weeds. No clogging. Cut- mowed lawns. Clippings for fine-muiching of grass. 

tings ore shot out, away from spread so you con hardly see Tiny particles sift down and REO RIDER ATTACHMENT 

mower. No heavy clumps! them. Nothing to rake! into the lawn. No sweeping! for Royales : 
core. 1966 * parent FPERDING 


Ihe greatest name in 
POWER MOWERS 


PRODUCTS OF MOTOR WHEEL CORPORATION « LANSING 3, MICHIGAN 


More than a million people mow with Reo, 
your best-selling profit line 
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Free Sprinkler 





to dealers who order the “Waterbob” Impulse Sprinkler Package 





Also free 


with this extra-profit package 
... 50 valuable ‘‘Watering Guide” 
booklets for hand-outs or mailings! 


This Extra-Profit Package gives deal- 
ers a stock of one of the leading 
Green Spot sellers ... the “Waterbob” 
Impulse Sprinkler... plus the free bonus 
of a popular Two-Arm Sprinkler! Pre- 
sold by heavy national advertising and 
promotion, these sprinklers are fast- 
movers, prime money-makers! With 50 
free “Watering Guide” booklets also 
available with your order, this Extra- 
Profit Package is made-to-order for 
dealers of every size! 
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Waterbury, Connecticut 
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Ask your wholesaler 


Wholesaler will fill dealer’s order for 
Green Spot Extra-Profit Package No. 
H-340-3. 

Dealer receives 3 “‘Waterbob” Impulse 
Sprinklers with bonus post card included 
in package. 

Dealer fills out bonus post card, mails 
to Scovill Manufacturing Co., and re- 
ceives by return mail (prepaid) one free 
Two-Arm Sprinkler. 

Dealer may also request, free, 50 
“Watering Guide” booklets, when mail- 
ing in bonus post card. 

Act now! Send the coupon below to 
your wholesaler! 


TO: 
; 
FROM: 

Ship to: _ 
Address: 
City & State 


Person Ordering: 





Order from your wholesaler...use this coupon now! 


The Green Spot 
No. H-340-3 
extra-profit package: 
3 H-340 “Waterbob” Sprinklers 
WG. ko coc kcemes $27.00 


1 H-377 Two-Arm Sprinkler.. 2.00 
50 “Watering Guide” Booklets, 

Cae BOG ceocccocvesceess 2.50 

Total Value. . .$31.50 

Dealer Cost... 17.10 


Dealer Profit. .$14.40 


iia a i ar 





YOUR REPUBLIC DISTRIBUTOR 
TS READY 10 SUPPLY YOU 


WITH THIS PROFITABLE LINE 
fe 


REPUBLIC 
CHAIN 
PRODUCTS © 


1 A COMPLETE LINE— Republic's Round Chain Division makes every style 
and size of welded and weldiess chain, including farm and animal chain 
assemblies of all types. One-source buying eliminates shopping around to 


meet your customers’ requirements. One order, one shipment, one invoice 
covers everything. 




















ee ee | nema 








€ There are no lost sales when you handle 

Republic's wide range of high-quality fasten- 
ers. To meet the varied requirements of all 
your customers, Republic makes and stocks 
more than 20,000 regulor types and sizes of 
headed and threaded products. These in- 
clude machine bolts, cap screws, hot and cold 
punched nuts, sheet metal screws. 


,* 


> 
~orpreneé 


Heres a new profit opportunity —Republic 
Semi-Rigid and Flexible Plastic Pipe. Both ore 
lightweight, easy to install. Plastic pipe is 
idea! for farm irrigation, jet pumps, livestock 
watering, lown sprinkling. Flexible plastic 
pipe is ovailable coiled, in diometers 2“ 
aa + thru 3°°—in up to 400-foot lengths. 
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2 DEPENDABLE DELIVERY— Your orders receive prompt attention from 
strc.egically located plants and warehouses in Boston, Mass.; Bridgeport, 
Conn.; New York City; Philadelphia, Pa.; Cleveland, O.; Chicago, lil.; Kansas 
City, Mo.; Birmingham, Ala.; Seattle, Wash.; Portland, Ore.; Los Angeles 
and San Francisco, Calif. 














American 
Machines! 











jhe OUL amo GAS 
RNY 
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WEEK are AUTOMOTIVE 


JUSTRIES 
Ce LAs 1 ti ye 
World Kem 


ENGINEERING 









NEWS RECORD 





& NATIONALLY ADVERTISED— These leading industrial, business manage- 
ment and consumer publications carry millions of sales messages each month 
to your customers and potential customers. They're pre-selling for you in 
every market you service. 


CALL YOUR REPUBLIC DISTRIBUTOR 


If you don't know him, write 
us for his name and address. 


REPUBLIC 


STEEL 
Worltts Wier Range 


% Studlard, Stieks ant, Steck. Quod 
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3 PACKAGING—Republic Chain Products are packaged for ease of sell- 
ing, handling, storing, shipping. This is chain packaging as it should be 
tough, sturdy containers, easy-to-read labels for quick, positive identification, 





5S RESEARCH — Republic never lets up on the continuous task of improving 
This goes for the steels and the steel products Republic makes, including 
chain. Reseorch is always at work, from selection of raw materials to inspec 
tion of the finished chain. Republic is the only chain manufacturer who can 
control quality from “ore to store.” 
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, REPUBLIC STEEL CORPORATION 

. 3154 East 45th Street 

; Cleveland 27, Ohio 

Please send more information on: 

; [ ] Chain [ } Fasteners [] Plastic Pipe 
i 

. N Titl 

. Name ——s, | ae 
: 

' Company — —_ 
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; Addre ss 
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; ¢ re ae Jone. State 
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Merry Christmas 








the smartest way to 
Christmas Profits 
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#1944 “Thermos” ice Bucket. Wood . #154 “Thermos” Water Jug Set. For ° #5054 ‘Thermos’’ Food Jar. New ‘wid- 
stave design. Charcoal-brown, char ° home or office. Burgundy, green, gray - est-mouth’’ jar for solid foods. Pressure- 
coal-gray, rice-white. 2-qt. size. Keeps ° mahogany, coral. Quort size. Wide . seal stopper. 10 oz. size. Handy cup 
ice for hours. Retail $15.00 ° opening for ice cubes. Retail $15.00 ° doubles as smal! dish. Retail $1.89 


a = & — ~«§ YF Ff = = * © S&S Ce Bee CA KC FT FRR RE RE Pe hUChUvV CURT Pe eR eee? oO eRerlUDLlU OR Re eReeese FRR TC CR Rea eRe ee RR eR eR eReeREeRBRHeReAReREeReReHEEBEeeEe-wBeEeBaHEenBnnHkzkwHEksz 


#334 Piaid Outing Kit. Two 
aluminum cose at. size bot 
tles, sandwich box idea! 
gift. Retail $13.95 






#2464 “Thermos” Rib- 
bed Aluminum Bottle 
Qvuort size. Retai! $3.75 
#2284 Pint ; $2.09 
#2084 10 oz. ... $2.09 





#477 Roy Rogers-Dale Evans Schoo! 
lunch Kit. Ful! color action scenes. 19 
oz. lithographed bottle. Retail $2.89 


All ‘‘Thermos’” brand vacuum bottles 


in colorful holiday cartons. 
feature... display THERMOS vacuum ware 


The American Thermos Bottle Company, Norwich, Connecticut + Thermos Bottle Co., Ltd., Toronto - Thermos (1925) Limited, London 
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’s BIGGER than ever... 
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It's snowballing into one of the biggest Christmos promotions in f she didnt get o Rid-Jid Knee Room last Christmas, you can 
housewares history. And when it hits watch thot scles impact! The bet your bottom dollar she ll make sure she gets one this year. We 
new Rid-Jid Christmas promotion will perk up weary gift shoppers predict more Rid-Jid Knee Rooms (and Air Flow Pad and Cover 
from here to Timbuctoo . and sell ironing tables toc Sets) under the mistletoe this year thon ever before! 














yy. 'O MAKE YOuR wire 
UNOER THE MISTLETOS 





oo 


aa . 
—_ « 
: "8 #008 @Oomemeag tame 
enweet 
ROMING TABLE oF 


STORE Name 


Toe sae 











There's more action and buy oppec! than ever in Rid-Jid'’s new and 
colorful national ads that bear the “Approved by Mrs. Sonta Claus 
seal. And to tie up the big promotion gift seals od mats 
posters! Write cir mail for your complete kit 


I RidJid nix Flow Pad and 


for related sales 


It's a wonderful gift idea . . . “the matched combination for 
matchless ironing’. Rid-Jid Knee Room and its quality-matched 
Air Flow Pad and Cover Set go hand in hand this Christmas for 
super gift-giving ... and a second Rid-Jid product finds its place 
under the mistletoe! 


The J. R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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You'll SELL MORE 
PROFIT MORE 


byiste-muls 
FASTEST-SELLING STOVE MAT! 


Good Housekeeping 
” o> * 





45 soveansed 
@ Sturdy, modern floor 
displayer. Takes little 
space—makes many 
“impulse sales. 


@ Mat Illustrated 
Sss-1 
Stainless Stee! Queen 





There’s nothing like 
volume to make profits 
grow ... and Aristo-mats give you real 
volume. Powerful national advertising 
and attention-getting publicity make 
Aristo-mat one of today’s top sellers. 
Offering ideal protection for stove 
tops, table tops, and grease-catching 
wall surfaces, they're a natural for 
your kitchen Conscious  vustomer. 
Practical is the word for 
Aristo-mats. And profitable is the 


word for dealers carrying them. 


These unmatched features mean 
EXTRA SALES, EXTRA PROFITS for 


you! @ Sell Aristo-mats and you sell the finest! 


@ Patented, safety ring, 
Kant-Kut-Korners. Perfect 
also for hanging mats 

os woll protectors. 





@ Asbestos-cushion 
backing to withstand 
vp to 350° heot. 


: Veisto-mal Pemipinl 
Raasoaes 4 A division of PHOENIX TABLE MAT CO ( 


construction for double strength. 1718 E. 75th Street . Chicago 49, Ill. 


Prevents warping. 





Aristo-mat's Triple Features will make plenty of sales for you! 
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there is a SANTA!.. SWING ‘AWAY 


buy G6 can openers 

















get this regular 
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regular sso7w 





ylil’e, 
DeLuxe Can Opener, N k are 4 
white enamel ° 4, a ae — \ N 
Retail 
$2.98 
2 _ 
*607R-W 





Magnetic Can 
Openers, | red, 
1 white enamel 





Retail 
$3.96 each 





2 -— 
s1409RM-WM 
Automatic Can 


Openers with Magnets. 
1 red, 1 white enamel 


Retail 














DeLuxe Can Openers, 
Cadmium finish. 
Retail 

$2.49 each 













Total retail value 
of merchandise... $25.88 
Your cost... $13.74 
























Your profit - OVER 46%... $12.14 











Order the *-55 Christmas Deal 
inthe attractive 


counter merchandiser now! 


FIRST IN SALES 


BECAUSE IT'S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. @ 4100 Geck Ave., @ St. Louis 16, Missouri 
HARDWARE AGE, 
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ILLINOIS 


HARDWARE DEALER KNOWS: 


“lf it’s in an aerosol 





Display a complete line for multiple sales 


Colorful aerosols can be a profit-mak- 
ing display in your store. Show a va- 
riety and you'll find customers who 
came in for only one will be going 
home with several easy-to-use aero- 
sols. They'll buy when they see the 


variety of timesavers now available 
in aerosol dispensers. 

Aerosols lend themselves naturally 
to effective displays. The colorful 
labels quickly tell the product story. 
Ideal for display, the cans won't 


break if a customer knocks over one 
or two. 

If your space is at a premium, 
you won't find a more effective profit 
maker than the display of a complete 
aerosol line. 





You sell more if you know your aerosol facts 


Help your customers get the most 
from the extra convenience of aero- 
sols. The best way to do this is to 
read the label on every aerosol prod- 
uct you sell. Know the facts—do a 
better selling job and build customer 
confidence, too. 


Given a choice between an aerosol 
and a conventional package of the 
same product, most customers choose 
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the push-button aerosol. Show them 
how easy it is to use and to store, 
how there is no waste or mess from 
spilling and no loss from evaporation. 


One of the reasons aerosols are so 
effective is that most of them get 
their*‘push”’ from Du Pont‘‘Freon’’*. 
Nearly 25 years’ experience manufac- 
turing “‘Freon’’ compounds assures 
the utmost in quality and perform- 


ance for aerosols.‘*‘Freon’’ propellents 
are nonflammable, nonexplosive and 
virtually nontoxic and are the most 
widely used of all aerosol propellents. 
Success of aerosols owes much to this 
wide use of ‘““Freon’”’ propellents. 


So feature modern, aerosol-pack- 
aged products in your store. Display 
them prominently . .. and watch 
your sales go up. 
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package, it’s sure to sell” 


Report from Mr. Frank J. Zmuda, Manager, Highland Hardware Store, LaGrange, I/linois 








“——_—" 


REG. U. 8. PAT. OFP. 
SAFE PROPELLENTS 


*“ Freon” is Du Pont’s registered trade-mark 


for its fluorinated hydrocarbon propellents. 


et¢ vat 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 





Le Bs 


7 


‘ UR store’s in a suburban neigh- 

borhood,’’says Mr. Zmuda, ‘‘and 
we have a lot of do-it-yourself cus- 
tomers. We've found that even the 
most ambitious of them like to do it 
the easy aerosol way. Every product 
I’ve ever seen in an aerosol packag« 
is more effective and easier to use 
than a similar product in an ordinary 
package. Our customers know this. 
and that means fast turnover on 
every aerosol item we carry.” 

LaGrange is a prosperous suburb 
of Chicago where the residents take 
a lot of pride in caring for their homes. 
Saturday mornings the Highland 
Hardware Store is crowded with 
home owners asking for materials 
and advice on the best way to do 
some job around the house. 

“It’s a real pleasure to have a cus- 
tomer ask for something and be able 
to show him the easy push-button 
aerosol way of doing it,”’ continues 
Mr. Zmuda.*“There’s never a com- 
plaint. I’ve found that once a cus- 
tomer’s tried an aerosol dispenser, he 
comes back to find out what else has 
been put up in an aerosol. 


“T handle the Spee-Dee line, and 
they’ ve got more than twenty differ- 
ent aerosol products,” explains Mr. 
Zmuda.*“The way my customers are 
going for aerosols, it won't pay me to 
stock many of the old-fashioned 
packages much longer!’’ 


MAIL COUPON TODAY FOR FREE PAMPHLET 


You'll find a fascinating history of aerosols in the Du Pont pamphlet “How the Aeroso! 
Package Was Invented.”’ Get the facts about the development of the original “bug 
bomb” and how push-button packaging is revolutionizing modern merchandising. 
Send this coupon to: 


E. 1. du Pont de Nemours & Co. (Inc.) 
Room 2420-13 Nemours Building, Wilmington 98, Delaware 

Please send me your free pamphlet with information that can help me sell more 
aerosol products— ‘How the Aerosol Package Was Invented.” 


Name 





Store 





Address 








S 
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like having 
4 extra salesmen! 








DOOR CHIME DEMONSTRATOR 


Makes ’em see, hear, buy! Put it in busy traffic spots! 
Striking shape, colors stop customers. Display 
features 3 best sellers. Just plug in. D-308 Chime 
Display includes C-15, C-21, C-23 working 

models ...$18.06. FREE! Model C-16. 


DELUXE PUSH BUTTON DISPLAY 

Push it — for profit! Features 2 deluxe push buttons. 
Plus 2 of each as back-up stock. 6 in all, value 
$11.70. Your cost: $7.02. D-161 Push Button Display, 
including 643, 644. FREE! 3-color, heavy duty 

plastic coated display itself! 


creedom om 
Fear of — C 


a 


BELL, BUZZER, PUSH BUTTON 
TRANSFORMER DISPLAY 


Eye opener, sales closer! Complete assortment! 
10 popular priced items in one 10”x 15” display. 
Plus 2 of each Item as back-up stock. Retail value: 
$23.70. Your cost: $14.22. FREE! 3-color 

display itself! D-10-A Hardware Dealer's Assortment. 


HOME FIRE ALARM DEMONSTRATOR 

Strike a match, start a sale! Customer holds match 
under detector, hears loud alarm. 4-color display 

on masonite. 14”x 17”. D-61 Home Fire Alarm Display 
with working model. ..$22.95. Your cost: $13.77. 
FREE! 6-page folders for bill enclosures, direct mail etc. 





Order them teday frem your electrical supplier. 


WARDS COMPANY, Inc. 


Norwalk, Conn. In Canada: Owen Sound, Ontario 
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ARIZONA 


Malico Hordwore Distrib 
Phoenix 


CALIFORNIA 


Rose Pabco Distributors 
Bokersfield 

Chorles McMurray Co 
Fresno 

Colifernia Hardwore Co 
Los Angeles 

The R.J.M. Co 

Los Angeles 

Southwest Hardwore Co 
Los Angeles 

Union Hdwe. & Metal Co 
Los Angeles 

Wholesale Building 
Supply Incorporated 
Ockiand 

Boker & Hamilton Co 
Son Froncisco 

Chorles McMurray, Inc 
Son Froncisco 

Central Volley Hardware 
Stockton 


CONNECTICUT 
Genera! Merchandise 

& Hordwore Co 

Br: dgeport 

Sechtmon Hdwe. Co., Inc 
Horttord 


DEALERS ONLY! For your free sample roll, contact your jobber above or write ( 





JUST 
PRESS 
iT ON: 


srors onarts - 


srors owe? 
pusamt- ca 





sawes weet 


wes 
a at earnted 


if} $8, ee te oe 5 


COLORADO 


Hossco Inc. Mardwore 
& Stee! Supply Co 
Denver 


GEORGIA 
Beck & Gregg Hdwe. Co 


Atianto 


ILLINOIS 


Anzco Wholesale 
Hordware Compony 
Chicego 

Paint Specialties 
Soles Company, inc 
Chicago 

Hibbord, Spencer, 
Bortiett & Co 


Evanston 


INDIANA 


Von Comp Hordwore 
& iron Co 
narianapolis 


IOWA 

Bad W Soles Co 
Cedor Rapids 
Bd W Soles Co 


Des Moines 


Ba W Soles Co 
Ottumwa 


IT ON: ence 


~~ 
pO STKIF 


MOST RUIRP..». ADHESIVE HO 
Goes on in SECONDS 
—lasts for years 


sust 
PRESS | 


ER! 


KENTUCKY 


Belknap Hordwore 

& Manufacturing Co 
Lowisville 

Peasiee - Gaulbert, inc 
Lovisy e 


LOUISIANA 
Woodward Wight 
& Co. itd 


New Orleans 


MAINE 


Bover Hdwe. Co.. Inc 
Lewiston 


MARYLAND 
Anderson & ireland Co 
Baltimore 

William H. Cele & Sens 
Boltimore 

Phillips Hdwe. Co., Inc 
Combridge 

Frederick Trading Co 
Frederick 

Schinde!l, Rohrer 

& Coe.. Inc 

Hogerston 

Del-Mar-Vo Hdwe. Corp 
Sa! sdury 


MASSACHUSETTS 
Decotur & Hopkins Co 


Boston 


To help yor * 
eye-catching Day-Glo ws 
edged with Kieer- Stik @ . 
sede in each beovtify 


S. Simons Hordwore Co 
Boston 

Chelsea Industria! 
Supply Co 

Chelsea 

J. Russell & Co... Inc 
Holyoke 

Bigelow & Dowse Co 
Needham Heights 


Ross Brothers Co 
Worchester 


MINNESOTA 
Marshal! Wells Co 

Dy uth 

Forwe!! Ormun Kirk & Co 
St. Pow 


MISSOURI 

Richords & Conover 
Hordweore Co 

Konsoas City 

J. KH. Glever Ce 

St. Lowis 

Shaple:gh Hordwore Co 
St. Lowis 

Witte Hordwore Corp 


< 
2? Lou's 


MONTANA 


Marshal! Wells Co 
ngs 


Multi-colore 


LIP-STREP vox: 


hovse 


NEVADA 


Commercial Hardware 
Reno 


NEW YORK 

Atlantic Hordwore 

& Supply Corporation 

New York City 

Wein Hordwore Co., Inc 

New York « ty 

A. H. Marshal! Ce.. inc 

Piattsburg 

MP. Myers & Co. Inc 

Piottsburg 

OHIO 

Kruse Hordwoare Co 
anna? 

W. Bingham Co 

Cleveland 

Geo. Worthington Co 

Cleveland 

Tracy-Wells Co 

Co vum@Dus 

OREGON 


Lerenz Co 

Kiamorth Falls 
Weoodbury Hordwore Co 
Portiand 
PENNYSLVANIA 


Borr's Wholescle Hdwe 
Leetsdole 


sell, these five 
Streamers 


oy \ A: 


d Displey Corton 


we Se 


heating bi 


at least ash os iP 
lH with 


int! 


pP-STRIP 





Tg the ed 


» ZIP-STRIP 


ntire hovse 


ZiP- STRIP yor 1% of the. 


Tavberg Company 
Pittsburgh 

Edw. K. Tryen Co 
Philadelphia 


J. A. Williems Co 
4 rrsDOurgn 


RHODE ISLAND 


Baliow Johnson 
A Nichols Ce 
Providence 


SO. DAKOTA 

Jackson Hordwore Co 
Aberdeen 

Lumbermon's Supply Ceo 


Sious Fails 


TEXAS 


Wolter Tips Co 

Avstin 

Valley Hardwore Suppiy 
ror ngoen 

Alame Paint 

& Wolipoper Coe., Inc 
Son Anton 5 


Wortts Hdwe. & Supply Co 
Son Antonio 
VERMONT 
Hogeor Hdwe. & Paint Co 


Bur ngton 


ae Hordwore Co 


ngton 


2 ol eo 


time 


o 


This is a partial list of the jobbers servicing the hardware 
dealers in the 48 States and Canada with “Zip Strip.” 


W.C. Lenden & Ce 
Rut ord 

VIRGINIA 

Watters & Martin, inc 
Norto ¥ 
WASHINGTON 


Agnew Hardwore Co 
Everett 

Northern Commercia! Ce 
Seottie 


Northwest Bu:iders 
Hordweore, inc 


Seattie 


Marshall Wells Co 
Spokane 


Hunt & Mottet Co 
Tacoma 
WEST VIRGINIA 


Greer & Leing 
Wheeling 


WISCONSIN 
Boeck Co 
Woavkeshoa 


WASHINGTON, D.C 


Fetterman Hdwe. Ce., Inc 
Fries Beall & Sharp Ceo 


VANCOUVER, B.C. 


Melennon McFeely 
& Prier, Lid 


'CHARLES AYRES COMPANY 


San Fronciece 7, Calif 








SYLVANIA HEAT LAMPS 


are HOR: in this 


~NEW COUNTER-DISPLAY 


SVIVANIA HEAT AMPS: package 


Scores af 


aad houcehold eee ° 


Here's the hottest heat lamp deal you've ever seen— 
Sylvania’s new, compact, nine-lamp assortment—ready to 
display—ready to bring you a suggested list of $15.45. 


With the Sylvania assortment, you use only 214 feet of 
counter space, to display six standard Sylvania Heat Lamps 
and three red-bowl, hard-glass lamps. 


Get your nine-lamp Sylvania Heat Lamp assortment and 
watch it move! With proper associated displays—watch it 
move other merchandise too—from nail polish and sham- 
poo to glue and paint. It’s displayed to move fast—it’s 
priced to give you a good return. 


Place your order with your Sylvania supplier today. 


SYLVANIA ELectric Propucts Inc., 1740 Broadway, New 
York 19, N. Y. (in Canada; University Tower Building, St. 
Catherine Street, Montreal, P. QO.) 




















For double sales a 
* display Sylvania Heat Lamps 
with 


SHAMPOO ENAMELS 

NAIL POLISH GLUES 
LINIMENTS COLD REMEDIES 
PAINTS HOBBY KITS 


27-inch width leaves 
plenty of counter space for 
associated displays. 


.-- fastest growing name in sight 
LIGHTING * RADIO * ELECTRONICS ° TELEVISION . ATOMIC ENERGY 
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“J&L WARE MOVES FAST, TOO 
... with higher profits for you” 


Your customers know J&L Galvanized Ware—They’ll tion. If you need additional information or help, write 
keep your stocks moving fast. direct to J&L. 

Galvanized ware moves better and profits are more 
satisfactory when you stock a line with an accepted name 


* 
like J&L. Your customers have confidence in the J&L q Sones ¢ Laughlin 


name and its reputation for quality and sturdy service. STEEL CORPORATION 
J&L galvanized ware is priced for the big volume 

market. It yields a healthier profit to the hardware 
dealer. Ask your hardware jobber for complete informa- CSS Leningten Ave, Now Vers 57, Now Vorm 
WARE Galvanized Ware Plants: Teledo, Obie, and Atlanta, Georgia 
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Dramatically 


i a Ss 








*All figures ore from the June 30,1955 A.B.C. ™ V 
Publishers statement. Domestic figures ore based on a 
Febrvory, 1955. All others are 6 months overages. 
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NEWSSTAND CIRCULATION 


“" 602, €9 


(44.2% of its total circulation) 


And delivers 95,501 more newsstand circulation 
than any other publication in the field. 





















602 49) 506.990 486478406 «0459288 
rporvias rorwiat wi eee mis 


—_ 
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THE PROFITABLE 
POINT OF 
NO RETURNS 


Famous Carvel Hall offers guaran- 
teed quality and direct factory 
service to give you premium profit 
protection. 





Any retailer has a right to expect a quality cutlery 


SELL THE LINE THAT'S PROFITABLE 


line to be adequately promoted, styled to sell and F : 
' No wonder cost-conscious. profit-minded retailers 


priced to move quickly. But unless the manufacturer ; 
: a count their profits made when they sell matchless 
stands firmly behind his product, these same ele- 


| : | Carvel Hall Cutlery. You will, too. Write today for 
ments can backfire on him painfully. Increased sell- , , 


complete details, name of nearest distributor, new 
ing costs, handling costs and damaged goodwill can 


akers 1 e line. 
change profits to losses overnight. profitmakers in th 


THE CARVEL HALL GUARANTEE CHAS. D. BRIDDELL, INC., CRISFIELD, MD. 
If Carvel Hall goes the limit in any one direction, 
profit protection is it. No other guarantee is more 
complete, more genuine, more clearly stated. Carvel 
Hall Fine Cutlery and Homemaker Cutlery are sold 
with 100% quality and lifetime service guaranteed. 
Other items in the line carry guarantees or warran- 
tees equal to or better than standard for the industry. 
All returns are handled from consumer to factory. 





CURRENT and CHOICE 


SET Ne. 9050-—5-pc. Homemoker® Set in ~~ Set No. 5746 
black-copper with Knife-Plok* $19.95 re- 
toil. Also in Ivory. 


SET No. 7700—New Knife Sharpener, UL 
Approved, fully gvaranteed in smart 


— 
black-copper, $14.95. - °y, —_ 
SET No. 5746—<4-pc. Constellation Set in = “ 
black-copper with Tray-Pok, $9.95. Also = SY” 
in Ivory. a 
- 


a 


SET Noe. 6053—Maot. Carver, Slicer, Fork 


with Vogve handles, Jewel-Box Chest, 
$26.00. ; 
SET No. 5166—4 Steck Knives with Classic * 
handles, new Colonial Chest, $33.50 retail. 


* Patent Applied For 
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SALES IMPACT 


COUNTER DISPLAY Order your 


FURNISHED stock now— 
FREE see your 
distributor 


READ THIS... 


\ * 
eens! TJ PAPLITE ssannc 


New weatherstrip for DO-IT-YOURSELF market 


BRINGS YOU NEW PROFITS 





...66% 






DRAFTITE ...a new weatherstrip door 
seal that initially has received wide ac- 
ceptance by both dealers and customers 
alike. 

DRAFTITE ... seals doors against pene- 


trating drafts or dust. Pays for itself in 


reduced fuel bills. 


YOUR MARKUP 66% 


DRAPFTITE .. . nationally advertised to 
sell for $2.49 ...acomplete package... 
17 feet of weatherstrip to seal the largest 
stock door. Your cost is $1.50 per package. 


‘ * TRADEMARK 


University of Minnesota tested DrafTite in a sealed 


chamber where wind velocity was 45.5 mph. Crack 


Proof that DrarFtite reduced perimeter around door was %% of an inch. Yet 


DrafTite reduced leakage past the door by nearly 


70%! This scientific proof is a big selling point! 
draft by nearly 70%! 
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Mice Stendlard Feoducta Ce, 


BUILDING PRODUCTS DIVISION + LEXINGTON, KY. 








PUSH and this Promotion pushes 
With YOU... Tor pro T') 


Better Homes & Gardens A 


Tandy plans 
















TE 


This Christmas, folks will be giving 


HANDY PLANS as presents ...and you 

gain profits... if you push HANDY 

PLANS as a gift item! A national OU On anc and 
promotion is pushing with you. It . 


reaches your community. HANDY 


4 
PLANS ads in the magazines are seen | 
by families who are your best prospects. OU ¢ 0 & ma ria C 0 
- : < L f . 








They want HANDY PLANS. They'll 
be giving HANDY PLANS. They're 
now buying HANDY PLANS. 

All you have to do to make profits is let them see YOU sell 
Better Homes & Gardens HANDY PLANS. Customers wait on them- : : . 
selves when you set up the FREE display stand. Then they ask we ee ge emhoragromgees 
you for the materials and tools they need. Yes, each plan lists Sandy Plans Susiness for exty $00. as 
supplies . . . everything from plywood to nails, screws, hinges, pattern pane (em ss eutetending 
finishing materials. cesigns), retailing at 50¢ and $1. 























HANDY PLANS are keys that unlock a flood of purchases and 2 copies of “Handyman’s Book.” 
profits for you! Retailers everywhere report a “run on the 5 copies of “Handyman’s ideas.” 
HANDY PLANS rack’’. Get your share of these plans-and-products "SOT SLE a $75.90 
profits! Rush coupon today ...or phone , I i icnecsonseonasniies $49.33 
your hardware wholesaler. | re 
YOUR PROFIT .............5.. $26.57 


PLUS FREE DISPLAY RACK 


. your choice of handsome floor model 
or handy counter rack 
counter rack is floor rack, 
29" wide, 13" 5' 7" tall, takes 
high, 7" deep only 16" x 16" 








HERES YOUR FREE 
SAMPLE HANDY PLAN. 
SEND FOR IT TODAY ! 




















ies. maa | 
Des Moines 3, lowa | 
Please put me in touch with nearest Handy Plan wholesaler. Also, | 
— pa details on new BH&G Handy Plans, (and my free sample | 
NAME | 
STREET | 
o- vee i RUSH YOUR ORDER TODAY 
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Genuine 


TNE BIND... LirZoyou the Lest 
rictmaé Merchanilee ever... 


King Sige FLORENTINE BRASS 


TRAY TABLES and HOSTESS CARTS 








elmer olliny 


PROFIT with the new trend in 









informal living... 


spurred on by television and 
“family rooms” 

catered to by the luxurious 
convenience of the original 


King-Size trays... 


the beauty of Florentine Brass... 





the sturdy solid construction 


of Cal-Dak products... 


(4/. Dok tray tables 
af on Gig .. ate 

TAA lyic 1mae ) 
Git for every home! wm <0 wa 


Tray Table $5.00 





omen sis, 


ltem 248 King-Size 5-Pc. 
Tray Table Set $22.50 
Faw Trade Retail Price 





" i | Item > 884 Available in Cal-Dak’s 
fi 2) Hostess Cort $12.50 exclusive “Golden Fruit” 
te ewe Fair Trade Retoil Price tray pattern, #430. 


Fal _ _ Size: ae%s* s 16” 
+ EASY-TO-STORE 


Three factories to serve you better 








¢co-1s READING, PA. * LA PORTE, IND. + COLTON, CALIF 
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Rubbermaid makes it easy as 1-2-3 
to do extra gift business this Christmas 


A big, full-color Rubbermaid ad in Woman’s Home 
Companion! A big, full-color ad in Better Homes and 
Gardens! And another colorful beauty in McCall's! All 
running in December, your greatest gift season! That’s 
how Rubbermaid is promoting more gift business for 
you than ever before! 

Dealers across the country report that Rubbermaid is 
becoming a bigger and bigger gift item every year. 
Rubbermaid is in tune with the trend with powerful 
national advertising. Z/is year—make your sales sing! 


56 


Get your share of the big Rubbermaid gift market. 
How? By tie-ing in your store with Rubbermaid’s national 
advertising. Feature Rubbermaid in your windows, 
catalogs and newspaper ads. Make your store Rubbermaid 
Gift Headquarters and enjoy healthy added profits. 


om 
® 
Reg. U.S. Patent Office 


THE WOOSTER RUBBER COMPANY, Wooster, OHxIo 


HARDWARE AGE, NOVEMBER 10, 1955 












Puts you in the 


PROFIT PICTURE 


with 


(yl-(ly MET-L-TOP 
IRONING TABLES 


...the nationally advertised ironing table 
that is nationally known for comfort, hand- 
some appearance, rugged construction... 
and the big profits it is making for dealers 
everywhere! 


(lly MET-L-TOP 


PADS AND COVERS 


... fit MET-L-TOP and all other standard- 
size ironing tables. Sanforized covers... 
“made right to fit tight.”” Cotton knit or 
Goodyear Airfoam rubber pads. 












F” Guaranteed by = 
Good Housekeeping 
“d e 


wr 4s Aoveerisid —_ 


| 


MODEL C-690... 
Retails for $13.95. 
Also three other 
Met-L-Top Models 
$8.95 to $11.95. 


GALVANIZED WARE 


The Cream City items shown below are just 
a few of over 75 different products in the 
famous Cream City line of sell-on-sight items 
for the home, farm and garage. 





GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave., Milwaukee 1, Wis. 
EXPORT AGENT: 25 Beaver St., New York 4, N.Y. 






Over 75 different 
items... hot dipped 
and galvanized 


sheet. 






MODEL 375... 
Retails for $2.98. : 
Other Models at | 
$1.49 and $2.29, 


3 Great Lines of Housewares 
from One Dependable Source 
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Rubbermaid makes it easy as 1-2-3 
to do extra gift business this Christmas 


A big, full-color Rubbermaid ad in Woman’s Home 
Companion! A big, full-color ad in Better Homes and 
Gardens! And another colorful beauty in McCall's! All 
running in December, your greatest gift season! That’s 
how Rubbermaid is promoting more gift business for 
you than ever before! 

Dealers across the country report that Rubbermaid is 
becoming a bigger and bigger gift item every year. 
Rubbermaid is in tune with the trend with powerful 
national advertising. J/is year—make your sales sing! 
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Get your share of the big Rubbermaid gift market. 
How? By tie-ing in your store with Rubbermaid’s national 
advertising. Feature Rubbermaid in your windows, 


catalogs and newspaper ads. Make your store Rubbermaid 
Gift Headquarters and enjoy healthy added profits. 


& 
® 
Reg. U.S. Patent Office 


THE WOOSTER RUBBER COMPANY, Wooster, OxI0 
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Puts you in the 


PROFIT PICTURE 


wi 


Z/ MET-L-TOP 
IRONING TABLES 


... the nationally advertised ironing table 
that is nationally known for comfort, hand- 
some appearance, rugged construction... 
and the big profits it is making for dealers 
everywhere! 


Cneel™-(ty WET-L-TOP 


PADS AND COVERS 


... fit MET-L-TOP and all other standard- 
size ironing tables. Sanforized covers... 











—- baw “made right to fit tight.”” Cotton knit or 
1 ee . . . 
oe a ee Goodyear Airfoam rubber pads. 
* Guaranteed by ~ oe 
Good Housekeeping : 
© 0s soearase OES Ps 
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MODEL C-690... 
Retails for $13.95. 
Also three other 
Met-L-Top Models 
$8.95 to $11.95. 


GALVANIZED WARE 


The Cream City items shown below are just 
a few of over 75 different products in the 
famous Cream City line of sell-on-sight items 
for the home, farm and garage. 


GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave., Milwaukee 1, Wis. 
EXPORT AGENT: 25 Beaver St., New York 4, N.Y. 






Over 75 different 
items... hot dipped 
and galvanized 


sheet. 


MODEL 375... 
Retails for $2.98. 
Other Models at 
$1.49 and $2.29, 


3 Great Lines of Housewares MR Geo" | 
from One Dependable Source . ca” "= 


a 
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A new, 
Tel eol -F-lilals| 
gift for modern 


"DO IT YOURSELF" 


‘eelialei-t* meal -ta. 
Tale Mm. £Aeleal —) 2 ee 


Nationally advertised 
in Nov. & Dec. 


Better Homes and Gardens 
Popular Mechanics 
Mechanix illustrated 
Science and Mechanics 
Home Craftsman 





... and introducing Fairchild’s 


GUARANTEED 
SALES PLAN! 


Yes, FAIRCHILD actually guarantees 
you can sell this FAIRCHILD 1253FK 
FINISHING KIT if you follow this 
simple sales plan: 





4. Completely familiarize your 
salesmen with these tools. 





Suggested 
Retail Price 








2. Prominently display them in 


your store. 





SB, Sell through your tool rental 
department on a “try it and buy 
it” plan. 





If you are not satisfied with the sale 
or performance of this product, we 
will accept the return of unsold mer- 
chandise at our expense! 


With this assurance of sales . . . at no 
risk to you. . . what are you waiting 
for? This kit is available at once .. . 
better order today! Ask for FAIR- 
CHILD FINISHING KIT No. 
1253FK! 














AIRCHILD 


FINISHING 
KIT 






Portable 
Power Tool 


37-PIECE KIT features famous nationally-advertised FAIR- 
CHILD DUALINE SANDER with both ORBITAL (fast 
cutting) and STRAIGHT (smoothing) motions, plus every- 
thing needed to finish or refinish wood or metal to profes- 
sional perfection: Zip-Strip varnish remover; coarse, 
medium and fine grades of aluminum oxide sandpaper; 
coarse, medium and fine garnet paper; light and dark 
Beacon wax, plus felt pad, waxing pad and lambswool 
polishing pad to fit sander. Packed in attractive sturdy car- 
ton . . . makes an attention-compelling display in window 
or store, and is a great repeat business builder for removers, 
stains, waxes, sandpaper, etc. 


ELECTRICAL PRODUCTS 
DIVISION 


AIRCHILD 


CAMERA & INSTRUMENT CORP. 





Burlington - Vermont 


Ask your wholesaler about the full line of 
Fairchild Portable Power Tools. 
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RIDE WITH THE 


. 


HIT OF THE NATIONAL HARDWARE SHOW 


REI 





























eer wu WEN) POWER SAW 


You should have seen ‘em gather ‘round. This 7th item of 
the fast selling WEN line of popular priced 

power tools promises to be the most popular 

of all. And no wonder —for it can do the 

work of 7 saws (jig, rip, crosscut, band, hack, 

coping, scroll and keyhole) cutting 

wood, plastics, metals, composition, hard 

rubber, leather, stone, etc. more swiftly, 

smoothly and safely than tools costing to 

$58.00 or more. Powered by 115 Volt 


Who new abl-d: dilly P85 [28 


All agreed that combining proven WEN con- 

struction features with lotest engineering advances BA 
in this new Gun o most efficient soldering tool at a sensationally 
low price. It’s ideal for ALL soldering requirements 50 to 200 
Watts, delivering intense heat for HEAVY DUTY WORK yet 
having o speciol tip design that odapts it to LIGHT DUTY as well. 





a 


WEN) inc 


Cuich-Aet SOLDERING GUNS ELECTRIC SANDERS POLISHERS 


AC/DC 1.8 amp. motor, it delivers 2650 — %” strokes per 
minute under load. Cuts a 2x4 in 14 seconds. Motor fan 
directs an air stream that keeps guideline free of sawdust. 
3 blades — coarse, medium and fine — come 
with it. First all-purpose sabre type saw to retail 
under $30.00, it is a quality job throughout 


achieving its economy Kor? 
ow ‘ saws, 


through ingenious 
Fully guaranteed. $99. 95 
Investigate! 


simplified design. 
List 


— SOLDERING GUN 


it’s light (2% Ibs.), beautifully balanced, beavti- 
fully ine with handle and cose in shatter proof lustrous black 
plastic. Tips ore extra long, rigid, silverploted, readily inter- 
changeable. Working hot in 5 
seconds on 110-120 V AC 60 
cycle. Fully guaranteed. 


WEN PRODUCTS, INC. 


5808 NORTHWEST HIGHWAY 
CHICAGO 31, ILL. 


Export sales, Scheel international, inc, Chicege 


12.95 . y xrt 16.95 «it "19.95 
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STANLEY 























The Biggest Christmas Yet 


For Giving Tools 


ms Popular, big-ticket 

tool sets for 

Christmas gift 
leaders 


Tool Chest No. 971. A finely 
grained pine chest of 24 fine 
Stanley Tools and the H41 4” 
Electric Drill with accessories. 


The big gift at $120.40 retail. 














19 ‘Yankee’ and Stanley Tools 
Every One With A Sales Sock! 


One of these is packed with 
every Christmas Tool. Here 
are some of them: 


“Yankee"’ Push Drill 
No. 45 — Just right 
for easy boring of 
lead holes. 8 drill 
points come in 
Chisel Set No. X64 — 4 of the magazine handle. 











finest chisels made. Keen $5.50 retail. 
a cutters in handsome, plas- 
Tool Chest No. H895. A good buy. 28 tic, wrap-around case. 
matched Stanley Handyman tools in a $11.50 retail. 


handy metal cabinet. Perfect for home- 


owner or boy carpenter. Retails com- 
plete at $60.50. , 


: . een “Yankee” Spiral Screw Driver 7 
If free haven t seen Stanley s Christmas No. X433H — New, longer Screw-Mate Set No. 1525A — 
Package sy ith all the details _ the big- spiral ratchet screw driver 5 most popular sizes in at- 
gest Christmas Tool promotion ever, for easier driving and tractive, tell-and-show-how 
call your distributor, or write Stanley drawing. $3.98 retail. pack. $3.69 retail. 


Tools, 38 & Elm Street, New Britain, 
Conn. Ask for Tool Christmas Package. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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WM erchanthser STANLEY 





National Advertising ; 
Customers! 


Sells Your 


This ad in the December BETTER 
HOMES & GARDENS will reach 
more than 14,000,000 readers. 
Many of them are your customers 
—or want to be. Other Stanley 





a awe wy en oes in 
opular Science, Popular Mechan- 
ics, Mechanix Illustrated and the 


IRHA “Family Gift Center” Pro- 
motion Issue—the November 
26th Saturday Evening Post. Be 
— to sell Stanley Electric Tools 
or : 


A Real 1-2-3 Combination 


With Family Gift Appeal! 
1. 


The H15 Router — A nifty little % hp 
router — does 90% of home wood- 
working jobs—versatile, powerful, 
easy to use. $39.95 retail. 


The H106 Plane Adapter Kit — Makes 
power plane using same motor that 
powers H15 Router. Saves $30 on 
total cost of router and plane 
bought separately. $30.50 retail. 


The H127 Shaper Adapter Kit — Makes 
bench shaper using H15 Router 
motor. $42.95 retail 





See your distributor, or write Stanley 


Electric Tools, 


Myrtle St., New 


Britain, Conn. Ask for your supply of 
new Electric Tool folder E15. Preprints 
of Christmas consumer ads available 
now. Get yours. Be ready. 


HARDWARE « TOOLS 





AP, 
~— 
to get 





Age 














their hands on 









— ee ee oe 


TOOLS + BLECTMIC TOOLS - 





, MH fl T oot 


© 
wi 
o 


iay stock 


the bench 


The Stenley Works © Mew Britain, Conn. 


Pacae 


; ’ » & 
ce Tren en 








New Catalog 
akes Hardware 
To Customers 


"FAP Ouaerees 





Here s a real salesmaker! This brand 
new 32-page rotogravure catalog of 
Stanley Hardware for the home does 
a real job for hardware retailers. It 
provides one well arranged, color- 
fully presented source of buying 
information for your customers. 
Here are many of the hardware 
items you stock for home owners, 
do-it-yourselfers, and other handy- 
men out where they can see them, 
and priced so they can order them. 


Available Now 


Catalog No. 559 is now available in 
whatever quantity you need. Send 
for a free sample copy and see if 
you dont agree that this 32-page 
catalog displays hardware you don't 
always have room to 
answers many of the questions your 
customers ask every day. 


show. and 


Free Imprinting 


There is a nominal charge for cata- 
logs to help cover printing costs, 
but imprinting according to your 
instructions is free. Charges are as 
follows: $3.00 for 100. $4.50 for 
250. $6.00 for 500. and $10.00 per 
1,000. When you order, specify 
Catalog No. 559, print plainly the 
name and address you want to be 
imprinted, and enclose payment tor 
the number of catalogs you wish. 
Write Stanley Advertising Dept., 
38 1. Elm St., New Britain, Conn. 


e ELECTRIC TOOLS «+ STEEL STRAPPING «+ STEEL 
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SI-CLONE 


RY LA) 


whet 


SIMONDS € 
Si-cLO™ 
saws 








Now you can be “Circular Saw Headquarte 
















Attracts, Reminds, Sells 
Provides Strong Simonds Si-Clone Identification 
Displays q Wide Assortment of Packaged Saws 
Simplifies Stocking and Re-Ordering 
Compact, Fits Any Counter 
Sturdy, All-Metal Construction 
Free with any one of 8 good deals 





7 









rs’’ in your town. Simonds 


complete, popular-priced Si-Clone Line includes saws for every purpose ... to fit any 
machine. And Simonds Si-Clone SEE-SAW DISPLAY helps you sell ’em like never 
before. Here’s a counter top shopping center that makes buying easier for your customers, 
makes selling easier and more profitable for you! 





oO N Ly Top Margin In Saws — Simonds Si-Clone Sows ore priced 
and discounted to make the biggest dollar for you. 
g - Cc ae N t Faster Turnover — Simonds New SEE-SAW Display at- 
aes tracts more customers, encourages self-service, sells more saws. 
SAWS The wide variety of Si-Clone Saw types and sizes makes for 
multiple sales. Simonds makes 13 different types, up to 12” 
© - t t be diameter, with round or special-shape holes to fit all makes of 
power saw machines. 
you immediate Delivery From Stock — There's a nearby 
Simonds Distributor ready to serve you — backed by Factory 
Branch Warehouse stocks. 
REET Re 
2 
Ask Your Simonds Jobber u) MON DS 
Salesman to give you full ° 


details on the Si-Clone Line 
ond the SEE-SAW Display... 
or write the necrest Simonds 
Factory Branch. 


62 





SAW AND STEEL CO. 
armen ae 


‘FITCHBURG, MASS. 


Foctery Branches in Boston, Chicago, Son Froncisco ond Portiend, Oregon * Canodion Factory in Montreal, Que. 


Netional Advertising — Effective consumer advertising 
generates interest in Si- Clone Sows, creates sales opportunities. 
Merchandising That Selis Saws — SEE-SAW Display, de- 
scriptive Folders, Window Cards, Catalogs and Catalog 
inserts, Newspaper Mats, etc. move goods from your store. 
A Trade Mark Famous For Quality — You're selling 
Simonds Quality — fully guvoronteed — long known among 
woodworkers os the finest in saws. 
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UTI & [ 
mellmolatell mleliteleh aes) e\-tale] 
NEW Economy DRILLMASTER KIT 


$3595 Value 
Sells For Only 


C4: ke 


Another great Sunbeam SALES.- 
MAKER. Sensational value—high 
quality, precision-built Drillmaster 
























and a carefully chosen selection of 
practical, frequently used accessories 
—all included in a steel carrying case, 
Priced right a $345.95 value—sells 


for only $29.95. 


oe Sse ae Bem 





Through your distributor or 
return the coupon below. Get 
Sunbeam on display for MORE 
holiday electric tool sales. This 
brand new kit is your natural 
leader Cat. No. 71-B. 






A tremendous buy for use in the home by both men and women— 
drills, sands, grinds, buffs, sharpens, mixes paint, etc. Perfect choice MAIL THIS COUPON 
for the Christmas gift-shopper. Sunbeam Power drive of advertising 


TODAY 


—on IV, in magazines and local newspapers will dominate the 
electric tool field—the swing is to Sunbeam. 





unbeam Electric Tools will build your business 


DRILLMASTER : 


DRILL STAND 


SUNBEAM CORPORATION 
5600 Roosevelt Road, Chicago 50, Illinois 






Faster-drilling, more pow- Please ship at once at regvuior dealer cost the follow- 
erful and efficient port- Ne. 75. Vertical Drill 
able drill. Maximum sofe : Stond. Use with 70, 
power to drill cll types of metal, weed and 7OA of 7OB Drill- 
to drive additional attochments. master, $14.95. 

Ne. 70. With %~ Jocobs Geered Chuck, 

$25.95 
No. 70A. Same with Keyless Chuck, $21.95 


| 

y | ing in quantities indicated. 

No. 718 SUNBEAM ECONOMY DRILLMASTER KIT 
| No. 70 Drillmaster Ne. 70A Drillmester 

| No. 71 Deluxe Kit. Ne. 71A Deluxe Kit_ Ne. 74 Sander 
7 No. 75 Drill Stand _ Ne. 72 Saw _ Ne. 72-3 Sew 
| 





ELECTRIC SAW 


Sunbeam a a. ao =, Sunbeam wee ov ne gy Ble 


of, efficiency. W ith 2-con Through 
DELUXE DRILL KIT | ELECTRIC ductor cord, $56.25 OSTRIBUTOR) (Cary) 
No. 71.33 pieces with ~~ SANDER No 72-3. Same os 72 
No. 70 Drillmoster, P : No.74.Thesander excep! 3-conductor Deoler 
$39.95. a that sto 000d UP over cord with grounding 
No. 7IA. Same os “ 00 hours in con wire aod adoptor Address 
above with No. 70A tinvous use test, plug, $57.50 
Drilimaster, $36.95 $42.50 c ; 

Cc Sunbeam L ‘poratvor 1955 : y 


Ship 








SUNBEAM CORPORATION, 5600 Roosevelt Road. Chicago 50. ill. « Canada: W. Terento 18 
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ROCKETS SMASH SALES RECORDS! 


Right now the True Temper Rocket is America’s 
most popular hammer. Never before in the history 
of edge tools has a product caught on so fast. 

And with good reason! Its tubular steel shaft, 
safety-locked head, and shock-absorbing grip are 
unmatched qualities which gained for the Rocket 
spontaneous acclaim by America’s carpenters and 
craftsmen—the men who know tools best. 

But the surface has only been scratched. In the 


Rocket tools. They'll all be big sellers, too. 
Rocket tools have a terrific future, and we’re 
telling your customers about them through the 
pages of leading magazines: The Post, Popular 
Science, Popular Mechanics, and others. 

The profit opportunities for you in Rocket 
tools are simply wonderful. Be sure to maintain 
full stocks of all types and weights. See your 
True Temper wholesaler. True Temper Corpora- 


last few months we’ve announced many new tion, 1623 Euclid Avenue, Cleveland 15, Ohio. 


You Can Look fo Li for Leadership 


EM) F ® Finest quality in Hammers, hatchets, axes - Garden, lawn and 


farm tools - Shovels - Shears - Fishing tackle - Golf-club shofts 
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display and sell 


PRACTICAL DISSTON XMAS GIFTS! 


® Each Disston saw packed in 
free plastic Xmas stocking! 


@ Each practical tool a favorite 
with the home handyman! 


@ Each is in the most-popular 
gift price class! 





DISSTON 368 HACK SAW FRAME & BLADE 


The finest Disston hack 
saw frame, with bright 
chrome polish finish 
complete with Disston 
Durafiex blade. Stream- 
lined steel handle faced 
with strong black plastic 
secured with bright 
nickel screws. Grip ts 
large and comfortable. 

Each saw in eye- 
catching plastic Christ- 
mas stocking decorated 
in red and green. 








DISSTON 101 NEST OF SAWS 


Extra-strong plastic handle 
with three blades for prac- 
tically every cutting job— 
metal, wood, plastic, bone 
A wood-cutting blade, a fine 
tooth metal-cutting blade, 
a coarser-tooth metal and 
wood-cutting blade. Blades 
are quickly changed and 
securely locked in any of 
eight cutting positions. 

ach set mounted on card 
and fitted in eye-catching 
plastic Christmas stocking 
decorated in red and green 





DISSTON D-23 HAND SAW 


Here's the most popular of Disston 
hand saws, specially packaged for 
Christmas in an attractive plastic 
stocking. 


Gleaming Disston-stee!l blade is 
fulltaper-ground and full bevel-filed 
Comfortable, easy-grip cherry han 
die is full carved and secured with 
ive screws, ——, Keiats 1 Polis 
one of them Length | Cross-Cut| Rio 
a bright ——|} { —— 


2 | 8&9 $s) 
medallion. lio. Li 2| : 


Suggested Retail Price $8.95 


Suggested Retail Price $3.00 


Packed one in box, ten in corrugated 
container 


Packed two in corrugated container 
Ten saws (five boxes of two) in strong 
shipping case 


Suggested Retcil Price $2.95 
Packed 4 dozen in corrugated container 











FREE XMAS WINDOW DISPLAY MATERIAL 


Send me by return mail window streamer and descriptive flyer on 
Disston’s 3 Xmas stocking specials 


SANTA SAYS, “Disston Xmas 
Stocking Specials can help 
make your store family gift _- 

headquarters this fall! They're ADDRESS 

new! They're fast-moving! cITy ZONE STATE 


They're profit-makers!” wo 
HENRY DISSTON & SONS, INC. | 
1154 Tacony, Philadeiphia 36, Pa. = 
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a 
: | * J #1050 Assortment 
<q | Display Unit 
Tokes little Space .. . Com- 
pels Attention! Dealers re- 


7 J port they can't keep Oxwall's 
colorful promotion display 
refilled fast enough! Let this 

- SN = 


“extra solesman'’ work for 
you anywhere in your store— 
fits floor or counter. Holds 


4. i \ 16 pockoges (4 each of 4 
Gift Appeal different sets.) 
K . (< 
. \ 


Will Pull Up Your \WW) 
Xmas Volume! ey nacarponpee-arba 


“44” & Ke" cabinets, 4” mechanic, %," & 


Vy" 


Ye recesses retails at *1.00 


The built-in gift appeal of Oxwaill tools is capturing 
the “do-it-yourself" market. Look at the tool sets on 
this page and you'll see why: exclusive designs, 
multi-use tools, compact combinations, sturdy, 
durable construction ...Oxwall tools are loaded 
with gift interest. And they're packaged in new 


molded plastic cases in eye-catching colors. 
sé 7 
For low price, high profit, and top volume, My Buddy” 8-pc. Combination Tool 
— : Set. Drop forged tool steel 4” combination 
there are no competitive tools in the same league ' ; 
plier with ground & polished head. 3 metal 
as Oxwall. Stock Oxwall and turn your store tepe. Screw driver blades...%” & %,” 
into a profitable Christmas Gift Center! 


sn 


. | cabinet, 4" mechanic, \,” & 4” recess. 


retails at *2.29 
+ ss 


“Handy Helper’ 5-pc. Combination 
Tool Set. Drop forged tool steel 7” lines- 
7507 x mon plier with ground & polished head. 


" i er inet, 4” 
Complete “Desn-toumat" 7 Combine on haa 9 
tion Tool Set. Drop forged too! in sks : 


OD Se ee nae ane 


with ground & polished heed ond 
6” adjustable wrench. Screw driver 7 


) i es « @lie! 
Retail Value 3] retails at 2.98 a eli) 4 


‘ 20 A PLUS Feature in Every Set! cy 
2 ; METAL WALL RACK = 
Dealer Cost / packaged with every combination! 


National ads pave way for sales! Oxwall Tools advertised | 
in the pages of LIFE and SATURDAY EVENING POST! 


OXWALL TOOL CO., 928 Broadway, New York 10 


HARDWARE AGE, NOVEMBER 10, 1955 





ee"s* 

_ - ~ 
oneness *.* 
- 
oe*e"s",*,*,* 





















































































































































nretatetateteee. 


generous 


pr esents the ns | 
soundest power tool 
promotion 


ever offered! 


Darra-James now 
offers you an opportunity to sell 
more big ticket, big profit power 
tools than you ever thought possible! 
By offering brand-new matching 
Westinghouse motors for half price 
with every Darra-James tool 
purchased, you can give your 
customers values that beat any other deals in your market. 
Darra-James has everything you need to put this program over in 
your market — free ad mats and window streamers — power tool 
handbooks — envelope stuffers — free five-tool display stand — plus 
an exceptionally generous cooperative advertising allowance. 
Clip coupon for complete details of this terrific 
new high profit promotion. 


: ae . "e646 — . 
.... NatTionGc! Consumer 

















6 @ «'«"." © 4 4° «".* © 

ee e".*.".* © © o'e*.",* 
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® 6 6 «*.*.* © © o «*s".* * 
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: odvertising in 
- Popular Mechanics & 
Mechanix IHilustrated “n, 


'~, 





FREE! 


five-tool 
display stand 


TOOLKRAFT CORPORATION 
PLAINFIELD STREET, SPRINGFIELD, MASS. 


| | | Send details on half price Westinghouse motor promotion. 
; 








valued at $20. [ } Send details on five-tool display [ | Have distribytor call 
each display 
has a $10 i 
advertising , 
| ADDRESS __ iis sceeiniibiphietiiaiin 
allowance. ! 
| | city ZONE STATE ‘ 














HARDWARE AGE, NOVEMBER 10, 1955 


Push these Christmas Specials 
trom Black & Decker! 


BACKED BY THE GREATEST ADVERTISING PROGRAM IN POWER TOOL HISTORY! 


NEW! 21 piece FIXKIT” | new: Dri/f MW Saw kit 
Wiles $29.95 | mim oy $44.95 


| Te ae Your customers save 


Lh L/ ORO ee 3.45 


I South 


The perfect Christmas gift that offers fun for the whole 
family! Includes B&D 4” Drill, chuck and key, 7 drill bits, 
horizontal stand, backing pad, 3 sanding discs, polishing 
pad, paint mixer, grinding wheel, wire brush, arbor and 
attractive steel kit box. Special gift packaging attracts 
customers and starts sales. 


The ideal gift for the ’ she man who likes to build things 
and tokeep hishomein “J repair. Includes new B&D \” 
Utility Drill, geared chuck & key, B&D Saw Attachment 
with 5” blade, guard and rip fence, and 13 drill bits, in steel 
case. There’s a savings of $5.45 over the cost of items sepa- 


f rately, and the entire kit is gift packaged to help you sell! 
it all adds 1d 20 | rospects for 

pe s show 12 out of every 20 homes are P 

iat Decker—and we're reaching 17 ov 


2° BOO ml 2 


Steve Allen - 
Ariene Francis on “TONIGHT 


VTE 


a i 


e Garrowey ; 
por TODAY, on HOME 


| 

| 

| 
| 
| 
| 


Gift Center Promotion in j OsT 


' 
— ————— — —_ 
| 


Find your nearest B&D Wholesaler in the Yellow Pages 


Ask your wholesaler about new DATING PLAN Ble & Decker: 
ORDER STOCK NOW—PAY LATER! hack 
Also get details on B&D’s Window Contest— PORTABLE ELECTRIC TOOLS 
For full details. ite Bob Davis, Dealer Service Director, 
WIN $500! or fu etal wri ) avis a 


Tue Biack & Decker Mra. Co., ___ Towson 4, Md, 
Dept. H511, 
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bon. quick plier prebits. 


. No. 420 
\ 


For a longer profit per sale... SELL QUALITY 





SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a quality line when you 
handle Channellock pliers. Here’s a line with a fast- 
moving, nationally advertised profit-leader ... the 
popular Channellock 420. No other plier does so 
many jobs so well... no other plier sells so fast. So 
stock the Channellock line and put the profit-leader 
420 plier out front for your customers to see... 
try ...and buy. It’s easier to sell just one plier line. 
It’s profit-wise to sell the Channellock line. 


CHANNELLOCK 





CHAMPION DEARMENT TOOL COMPANY 


Sea OF ti wr ween 8S Yt FA wT A 
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In Lose-Proof Indestructible 


Steel Containers 


One of the first problems Southern Screw solved was 
loss to customers from prevailing methods of fastener 
shipment. Our proven method insures you full measure 


in packing, no loss in shipping, easy, safe storage after 
delivery. 


A Billion Screws at Your Service— 
From four warehouses. 


Wood Screws Stove Bolts « Machine Screws 
A & B Tapping Screws e Roll Thread Carriage Bolts 
Dowel Screws e Hanger Bolts 


Write for free color label chart, package stock quide, key label 
chert, bulk stock list. Box 1360-G 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 


WAREHOUSES: NEW YORK + CHICAGO + LOS ANGELES - 
SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
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iT’S HERE! iT’SsS NEW! IT’S A NATURAL! 


Introducing the “Pint-Size’.. 


ACTUAL SIZE 


410 PADLOCK 


11 Cee leretorcal poadllock. 
dont a hey. / 


A TREMENDOUS MARKET is indicated for this 
latest addition to the CORBIN SESAMEE LINE 
of keyless padlocks. Golfers, marksmen, hunters, 
SMALLESS —— at oe hobbyists, travelers . . . every group are prospects 
for this handy-size keyless lock that operates so 


easily yet provides positive protection. 


BE THE FIRST to feature it and cash in on its 
novel appeal. Take advantage of its power-packed 


promotion to spark new padlock sales. 


SPECIAL OFFER. Counter display for demonstra- 
tion purposes packed with initial order for six 
SESAMEE 410 Padlocks. 

Ask your distributor today for complete details, or write 7 ey 9 
Construction details of padlock are as follows: 
case width 1%4,.”; height 1”; case, forged brass; 
shackle le math % "; shackle diam., %,"; possible 
opening sonilibbintteii 1000; individually packed, 
6 to a counter display container. The SESAMEE 410 
embodies the strength, simplicity, and quality of 


workmanship for which CORBIN padlocks 


are famous. 
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all year round... 


more and more dealers 


Wrought Steel Butts 
Cat. 2R240 


Builder's Special 
Cat. #540 


gar ne erm mmr “A good line of hinges to handle”’.. . that’s 
the trade’s way of saying, “We like to sell 
Griffin products” ... “Griffin gives good 
service ... they back up their product... 
they never have and never will cut their 


STEEL BUTTS and : quality . . . our wholesaler-supplier likes 


everything about the firm’s policy ... and, 


SHELF HARDWARE fo °° “Utomet lke the product.’ 


Display them and you'll sell them—Griffin 
a ED ates Methane Hinges ... order by the carton... in any 
Healt sontine, “We like to : selections your customers want. 
handle the Griffin line.” ‘ —@ 

2 NEW VISIPAKS — Order by 

Buy in any selections you = the carton of individual VisiPak bs 
want—in any item in shelf & carded items. 
hardware...mending plates, © 
flat corners, corner braces, 
strap hinges and T hinges 


(light or heavy), safety : 8 
hasps, shelf brackets, or 
what have you. t 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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THE PERFECT BALANCE 


Dependable Bolts 
*Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS « NUTS © TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 


& 


‘. 
OE, 








vA Hodeli Chains 
‘* 


GY 
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MATCHING CONCAVE CABINET HARDWARE NO. 500 CONCAVE SERIES IN REGULAR 


AND BLACK ROSE® FINISHES J 


ENTRY 
HANDLE 
LOCKSET 


INSIDE 
VIEW 


WESLOCKS FOR SLIDING POCKET DOORS 


all eyes are on 


A -) eo) os .¢ 


Ihe style leader in 
residentia! Dullders hardware 





NO. 95 SCREEN DOOR LATCH 
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re won't have any trouble mov- 
ing popular USS StormSeal. The 
name is well established. For many 
years, U. S. Steel has kept farmers 
and roofers reminded of the advan- 
tages of this high quality roofing 
sheet through national and state ad- 
vertising in leading farm papers, 
read by some six million subscribers. 
Radio commercials have done their 
share in spreading the sales story, 
too. And thousands of satisfied 
StormSeal users have increased our 
advertising tremendously by word 
of mouth. 

Back up this vigorous advertising 
by having a good supply of USS 
StormSeal on hand. Your customers 
will find it the best product for re- 
roofing or new construction. And 
StormSeal will give their livestock, 


grain, and machinery year ‘round 
protection against fire and bad 
weather. StormSeal is available in 
both the standard galvanized coat- 
ing, and the extra-long life Seal of 
Quality coating. 

Don’t forget to point-out to your 
customers these five unique features, 
available only in USS StormSeal: 


Pressure Lip. Slight depression in lower end of 
sheet for pressure contact between overlap- 
ping sheets at end laps. Eliminates seepage of 
wind-driven rain and snow. 


Triple Cross Crimp. Three dams to stop rain 
from being blown under end laps, or drawn in 
by capillary action. 


Twin Drain. Double safety drains—double in- 
surance. They trap any moisture that might 
get into lap areas and drain it off. 


Flat Top Seams. Make nailing easy. 


Tension Curve. Slight arch to each sheet makes 
it fit snugly to roof decking. 


In addition to StormSeal, U.S. Steel 
makes top quality 14,” and 2)” 
corrugated and 5-V Crimp Sheets 
for roofing and siding, available in 
both standard galvanized and Seal 
of Quality coatings. 





USS Formed Roofing and Siding prod- 
ucts ore made from steel sheets, coated 
with a certified, uniform, protective 
zine coating, produced in accordance 
with American Society for Testing Ma- 
terials Specification ASTM A-361. 








UNITED STATES STEEL CORPORATION 


525 William Penn Place, Pittsburgh, Pennsylvania 


See “THE UNITED STATES STEEL HOUR’—Televised alter. 
nate weeks—Consult your newspaper for time and station. 


USS 


RM—al 


@ 2 SE 
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that moves fast because 
everybody wants, needs and 
buys “ALERT” Water Savers. 


TUUUAUVASAUSHOODOPASOAAAAT EAE OOOORSASTAEHAA OO EE EEEE THAAD eM 


"ALERT" WATER-MISER® 
BALL BEARING FAUCET WASHER 


Stops Leaky Faucets for Good! 
New, unique—the washer for 
all types of faucets. As easy to 
install as a regular washer. Ends 
washer replacement for good. 
Easy turning—Stainless Steel ball 
bearings eliminate the grinding 
that wears out ordinary washers. 
Individually packaged. Available 
in 4%", %” and “%” sizes. Fits 00 
to 42” large. Colorful display 
carton contains 2 doz. assorted 
sizes. Complete with Stainless 
Steel screw. 39¢ ea. list price. 


“ALERT” friction-free 
TANK BALL & GUIDE 


Stops Toilet Handle Jiggling, 
ends water waste 

New, better-than-ever way to stop 
running toilets. Round rubber 
ball, “kink-proof” chain and 
polystyrene cylinder assure 
perfect flush every time. 
Corrosion-proof Monel metal 
parts. Easily installed by anyone 
in 10 mins. Replacement balls 
now available. Over 5 million 
satisfied users. 3 year money back 
guarantee. Self-selling counter 
display box. $2.29 ea. list price. 


“ALER’:" Adjustable 


No more skinned knuckles! 
Top setting screw 
permits screw driver 
adjustment from the 

top. Made with 
adapter to fit 1” or 
lve” pipes. Centers 
firmly over valve 

seat. Made from 
corrosion resistant 
wrought brass. > 
Individually packaged 

in display box. 

49¢ ea. list price. 
Guaranteed. 


a 


POUATOGSSLHOUNUASYAOUAUAAAUUULUAAHHDULAASUUAGGOAAUE PENAL ORAS AEA 











GUIDE ARM 
Screws from the top 


HEMGOOGSAONOANONESUAOAOUOOUUOU UU UU UOUOUONNNAOADENAAAAAGUAAALHAAAAUUUUUAOUOAUOUEAOOOEDETEOEEAUEOOGOONOGOOS0040000UUOUOEOUAOL OURO DOAOPEOEOLS ASSESS 


aj 


HONNNNNNUAADONSNLNUOONNAANNUOEOANSHOOUERNUAUUUOGUEAUIOEOSHUUAUEASELUARRAA APTA AAT 


os 


So | 


= 
> TeLSP Ras oat NII» 
Ss a Se Saws 


2h 


ML 


“ALERT” FAUCET 


REPAIR KIT 


Amazing New Faucet Reseater... 
Stops Faucet Dripping 


Easy to use, foolproof—can'’t damage 
faucets. One tool fits all sizes. 
Guarantees true alignment, smooth 
finish on seat. Waterproof abrasive 
cloth prevents cutter marks. Any Home 
Owner can use it. On individual 
display cards. 89¢ ea. list price. 


HONNUUUEALAUONGAAOONLLDONAAOPONAAOONGLUONNNUUOAAUUOOEETLANEYUORGAANERAL PALA UATLATAPEU DOAN ESTATE PEPE 


‘ALERT’ Float-Rite 
TOILET FLOAT ADJUSTER 
Stops Toilet Hissing 


Easily adjusts tank float to 
prevent overflushing and 
overflowing. Saves up to 15,000 
gallons of water a year! Made of 
corrosion-resistant brass. Easily 
installed in all toilets. 3 year 
guarantee. Packaged individually 
in colorful display box. 49¢ ea. 
list price. 


HUTTE LETTUCE CAEL ECELEGPELEU CEA CAPA EAA ARA PALE LA CCAR EEE EAE ERET OTE ELELATAATUTULAT ETAL HT HLH 


NEW PROMOTIONS AVAILABLE—FREE! 


Powerful sales helps include 
displays, streamers, catalog pages, 
newspaper ad mats and envelope 
stuffers. Get in touch with your 
jobber or write us! 


~ 


bith 


lt.tunsccevagennngnanne syste eaeennnetieeetartinsevsnsaaevtnanann svete itananggnegsnetsetitintesnsefTTutvnsusnneeanenssneatvciesesnugtseti. it UVUUTUUDAESOOOUTT OAH COTTAGE SPARES REAP 


In Canada: Fox Agencies Litd., Port Credit, Ont. 


Order From Your Jobber Now, or Write Direct! 


ARDMORE PRODUCTS CO. 


CONSHOHOCKEN 2, PENNSYLVANIA 


* All prices slightly higher in 1! western states 


HARDWARE AGE, NOVEMBER 10, 1955 








( SPECIAL FEATURE OF CARD 


i¢ “A ae , : 


mitin 


Assortment of 3 each HANDY® (14 inch 
blade) in 6, 8 and 10 feet...and 2 MIGHTY 
HANDY (°*4 inch blade) 10 feet. These are 
the regular high-quality K&E Tapes. In com- 
pact carton weighing 4 lbs. 2 ozs. 


KEUFFEL & ESSER CO. 


HOBOKEN, N. J. 
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You sell for. . . $15.76 
Your cost ....$ 9.84 
Your mark-up ($ 5.92 607% 


For a limited time 


Individual “blister” cards 
for self-selling display on your 
perforated board or counter trays. 








Youll Serve Customers Faster 
Modern Tube Color System... 








300 Modern Decorator 
Hues in Three Famous 
Interior Finishes... 


FROM ONE LINE 
OF TUBE COLORS! x 


@ Pittsburgh’s new MAESTRO TUBE COLORS can be used 
in WALLHIDE Rubberized Satin Finish, WALLHIDE 
Alkyd-Type Fiat wall paints and in SATINHIDE Enamel 
for trimwork. This reduces tube inventory and lessens possi- 
bility of error in mixing. Only 50 tubes are required—in 4-oz., 
l-oz., and 4-oz. sizes. Nearly half of the colors are made 
by adding one tube color to base materials. These tube colors 
disperse rapidly to produce hues in the quantity your cus- 
tomers want—in a matter of minutes. 


PITTSBURGH 


PAINTS e« GLASS *#© CHEMICALS «© BRUSHES 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD. 
HARDWARE AGE, NOVEMBER 10, 1955 





and Better with Pittsburgh 


YY, 


Cost Less to Stock... 
Are Easier to Sell! 


“There's nothing else like it’! That's 
what paint dealers everywhere are saying 
about Pittsburgh’s new MAESTRO 
COLOR system. 


Here’s the simplest, most practical way 
of all to sell paint. It enables you to offer 
300 modern colors in three standard Pitts- 
burgh interior wall and trim paints—in- 
cluding rubberizedand Alkyd-type finishes 
—with only a very small investment. 








This wide range of smart, fashion-wise 
hues can be supplied quickly and easily 
in gallons or quarts from one set of uni- 
versal tube colors and only two tinting 
bases for each of the three finishes—white 
for pastel colors and neutral for deep tones. 


Pittsburgh’s new MAESTRO COLOR 

system requires an unusually small stock. 
‘In fact, you can operate with a minimum 

assortment of tubes and tinting bases re- 

quiring only 25 square feet of shelf space! 

Such a small inventory assures faster turn- 

over and greater profits from paint sales. 

Pittsburgh's widespread distribution sys- 

tem guarantees fast replacement of stock 
—when you need it and with no loss of -@ To make sales of MAESTRO COLORS more quickly and with 


less effort, Pittsburgh provides dealers with this attractive 
soles. And the famous pp gm label COLOR SELECTOR. It contains all 300 of these exciting hues. 
eS Cones . t quality, Besides assisting customers in finding the colors they want, this 
easy application and lasting beauty. display rack helps dealers serve more customers with a minimum 
if : , tli , of sales help. COLOR SELECTORS are furnished to dealers with 
you are interested in selling paints a full supply of take-home chips. Additional chips are supplied 
this modern, business-building way, send without cost as they may be needed. 
the coupon below—today! 


AINTS 


PLASTICS ~ FIBER GLASS 


Pittsburgh Plate Giass Compeny, 

Paint Division, Dept. HA-115. Pittsburgh, Pa. 

Gentlemen: I am interested in further details of your new MAESTRO 
COLOR SYSTEM. 


Name 





—— oe ee ee ee ee ee oe oy 


Address 








City 
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Why loce paint sales with a 
“Half-Hearted” Color System ? 

















Ht costs you no more 


322 COLOR 


) | and make every sale! 


Wr 










THE WORLD’S NO.1”~ PAINT COLOR SYSTEM 


They're coming to you for hundreds of new paint colors—to go with the new colors in appliances, 
furniture, fabrics, floor coverings, and exterior roofing and siding! Paint dealers have found to their 
sorrow they cannot meet this demand with “half-hearted” color systems that include only random 
selections of color. You need Colorizer’s complete range of 1,322 colors —consumer-tested, fast- 
moving colors from pastels to the deepest tones! Colorizer is the only color system using so few tubes 
to make so many colors. Each tube is used in making scores of colors. Bases and tubes turn over fost — 
keep investment way down — profits way up! Stock less paint, and sell more paint, with Colorizer—the 
first color system, with 10 years of amazint sales success. Proved around the globe! 


ne ee ee ee 


C , : MAIL THIS COUPON FOR FULL DETAILS 
COLORIZER ASSOCIATES 


345 North Western Ave., Chicago, lil. 
Please send full details on the Colorizer Profit Plan, 








are made by COLORIZER ASSOCIATES: 


Bennett's, Sok loke City, Utoh, ond los Angeles, Coll —Bive Ribbon Point Compony. 
Wheeling, W Vo — Wolter N. Boysen Co. Ocklond ond Los Angeles, Calif. — Brooklyn Paint 
ond Vornish Co. Brooklyn, N. Y.—Jomes Bute Co, Mowston, Texes—Greet Western Point 
Mig Corp's, Kensas City, Mo ~ jewel Point & Vornish Co. Chicago, i).—Kobler Mclister 
Paint Co., Denver, Colo. ~W. HM. Sweeney & Co. &. Paul, Minn ~Vene-Calvert Point Co., &. 
Lovis, Ma.—Werren Point end Color Co., Navhwille, Tenn.—Geo. 0D, Wetherill & Co, inc, 
Phiicdeiphia Po 

in Conode. The imperial Flo-gleze Points lid, Toronto, Onteria, 

in Englend jemson & Nicholson, Utd , London. 

















STATE 





— * ae 


wets es lhe 
. 
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MASTER PAINTERS 


“SINCE TRYING THEM, 
MY MEN HAVE 
INSISTED ON BRUSHES 


WITH ‘TYNEX’ 
NYLON BRISTLES,” 


says John W. Winterich, Jr. 
John W. Winterich and Associates 
Church Interiors 
Cleveland, Ohio 


2 8E to Wy ® . 
Here’s proof Du Pont */''/) 3 nylon bristles mean 


better performance — satisfied customers 


“At first we had a difficult time getting the men to ac- 
cept nylon-bristled brushes,” Mr. Winterich reports. “But 
when we explained how “Tynex’ nylon bristles are now WELL-MADE BRUSHES WITH “TYNEX” BRISTLES 
flagged and tipped, they gave them a trial. After two HAVE ALL THESE ADVANTAGES: 
months of using “I'ynex,’ our men won't use the ordinary . ilentieatine nen m 
brushes we have in stock. : , io secciatimnas 
“We find these brushes with “Tynex’ bristles take 3. Right for all finishes 4. Easy to clean 
rougher treatment and still deliver the high-quality finish- 5. Last 3 to 5 times longer 
ing job we demand. The men say they don’t have to dip 
as often, either.” 


Why not tell your customers about this experience of 1 T 
a leading contractor with ““Tynex’’? See if it won’t help 

















you to make more sales. 


“TYNEX” is the registered trade-mark for genuine Du Pont nylon bristles BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


“"TYNEX” bristles are the | 4 Wont 


i nara a Wie . + +PLUS free booklets and streamers 
most widely advertised bristles... "Wet 7 : 
backed by a continuing campaign HUAN Hoyy .-. available from your brush 


in these leading national magazines ene SEUSS WITS BET TLES OF 


TYHEX % 
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The human side of 
store management 


Store train ing programs . . . 


The key to extra profits 


A sure way to improve your profits is to set up a consistent program 


of training for all your store salespeople. Here's how it can be done 


Management of your store requires more than the skills involved in 
buying, pricing, displaying, advertising and promoting merchandise, and 
keeping the books. 

There is also a human side to store management. Good management 
on the human side makes your store outstanding in your community 
because you have an efficient, well trained staff. 

Obviously good human relations with your staff makes your job of 
management that much easier and improves your profits. Training of 
new employees doubles their selling ability. Regular staff meetings will 
increase the selling ability of older employees 10 percent. 


There is a profit angle in training programs 


The importance of the human side of store management is pointed up 
in the following articles in this issue of HARDWARE AGE. These articles 
will help you in two ways: first, by stirring your thinking to improve your 
relations with your staff; and second, to bring to your attention ways to 
improve the human side of management in your store. 

There is a cold, hard dollar and cents slant to the human side of store 
management. You can sharpen your pencil and figure the benefit in the 
sales and profit columns. 

You get your answers starting with these questions. 

Why should I take my time to train new employees? How much better 
is a trained employee than one who picks it up himself? 

What benefit is there in taking time to plan and hold regular sales 
meetings? Do these meetings really pay off in more sales? 

Let’s look first at the training of new employees. Training takes a 


HARDWARE AGE, NOVEMBER 10, 1955 





certain amount of your time, or that of your 
manager. You probably would not spend more 
than the equivalent of one hour per day talking 
with the new employee. The rest of the day he 
is on his own, looking over stock and displays, 
putting out stock and pricing it, and observing 
the general routine of the store. The hours he is 
on his own do not cost you any out-of-pocket time. 

The hour per day you give the new employee 
amounts to what? Put it at $20 per week. At 
the end of three months, then, you have invested 
about $240 in time for training. Now, what do 
you get for that $240? 

A new employee, without previous hardware 
selling experience, working in a high volume de- 
partment, and with training, will be selling 
around 100 percent more than thé same type of 
employee without any training, at the end of 
three months. 

Figure the sales volume you can reasonably 
expect from a new employee, without previous 
experience, for the departments in your store. 
You'll see that training pays off promptly when 
you figure at the end of three months their 
sales potential is doubled. 


Experienced employees can sell more 

Regular staff meetings also pay off in more 
sales. 

The cost of such meetings, if there are no 
dinner or hall rental expenses, is negligible. 
Your out-of-pocket expenses are for coffee and 
soft drinks or other refreshments, and the rental 
of a projector or other props needed to put on a 
demonstration. The rest of the cost is the time 
donated by you, your employees and supplier 
representative who attend your meetings. 

One meeting results in a boost in sales, at least 
temporarily, and there is a cumulative effect in a 
regular schedule of meetings. 


If you have not been holding regular staff 
meetings, look for a gain in sales volume of 
around 10 percent per employee after the first 
year after you begin to hold them regularly. 
There will be a further gain, around 5 percent, 
after the second year. 


Considering the cost, even if you have to rent 
a meeting room and serve dinner, what easier 
way is there to upgrade your salesmen by 10 
percent? 

The cost of neglecting the human side of store 
management may be found in a statistic vital 
to every kind of retail business. That statistic 
is the percentage of failures in any industry 
caused by poor management. 

The Store Managers’ Guide published in the 
July 21, 1955, issue of HARDWARE AGE, on page 
17, shows that four out of every five hardware 
dealers that go out of business do so because 
of “poor management.” 

Poor management includes lack of correct buy- 
ing and pricing, lack of many tangible things 


that it takes to run a business. Poor manage- 
ment also means failure to train new employees, 
to keep sales people posted on promotions, new 
lines, new selling points, and all the intangibles 
that get the right merchandise before your cus- 
tomers with the right sales methods. This sta- 
tistic is reason enough for dealers to check the 
human side of store management. 

The human side of store management has 
many positive aspects. Training new employees 
and holding regular staff meetings are but two 
of these. Then there are many small details 
that do not come into any particular special or 
regular category. 

For instance, what about your telephone 
service? Here is a point of contact between your 
store and sales people, and your customers, and 
it is an important one. Inept or discourteous 
telephone contacts can do as much to lose your 
store a customer as a surly or discourteous sales 
person. 

Good telephone service is part of your job of 
management. 

Have you instructed your people on the proper 
use of the telephone, to represent your store? 
Do they mention the name of your store, and 
their own name when need be, in answering the 
telephone? Do they speak clearly? 

If the person making the call is not clear on 
what department or merchandise is wanted, are 
your people instructed to be helpful in finding 
out exactly what is wanted, or is the call plugged 
through to any old department so the person first 
handling the call is rid of the call? 

Even if you have instructed your people on the 
correct way to handle telephone calls, have you 
recently checked your store? Call up some day 
from outside the store and ask for yourself. 
You may be surprised what you are told. If 
the operator would know your voice get a friend 
to call. 


A customer's viewpoint of your store 


Incidentally, have you shopped your own store 
lately? This is part of the human side of man- 
agement. Big stores can use a shopper service 
and get detailed reports on any clerks. A small 
store can use the same check-up technique by 
having a friend shop your store and report on 
the way she was greeted, how the clerk handled 
the sale and were related items suggested. 

A shopper check-up can be used in a sales 
meeting. Keep the identity of sales people out 
of it, but a report by a mystery shopper can do 
much to perk up your selling. 

A suggestion box is another idea for the 
human side of management. 

The training of new employees, holding regu- 
lar staff meetings, and establishing communica- 
tions among your staff are major aspects of the 
human side of store management taken up in the 
following articles. 
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Training new employees 


The Human Side of 


Store Management 
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How to get extra profits from . . . 


Good selling habits 


You can develop good selling habits in your employees if you follow 


these suggestions for systematically training new salespeople 


A dealer once remarked that the only differ- 
ence between his small business and that of the 
biggest store in his industry was some zeros out 
on the right. 

He was talking about sales volume and the fact 
that the difference between a $100 and a $1000 
sale is one 0. 

This dealer also meant that the same functions 
required to operate a big store are necessary in 
the management of the smallest of stores. 

The training of new employees is one of these 
functions on the human side of store man- 
agement. 

In a big store, a department is set up to ex- 
clusively handle the training of new employees. 
In a small store the owner or one of the partners 
takes on the duties of sales trainer whenever a 
new employee is added to the payroll, along with 
his other managerial duties. 

The point is that big store or little store, 
proper training of all new employees is vital to 
a smooth functioning, efficient operation. 

The training of new employees in smaller 
stores is handled by the owner, or store man- 
ager, on a personal basis. The ground covered— 
product knowledge, sales training, store policies 
—is the same as in the training programs of 
larger organizations minus the formal outlined 
day-by-day routine. 
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There is nothing difficult about training a new 
employee. It is simply taking time each day to 
go over one or two lines, telling the new employee 
what he needs to know about the product: how 
it is made, differences between the product and 
other products, how it is available as to sizes and 
colors and so on. Added to product knowledge 
is how to sell: to find the customer needs, then 
to match the store’s merchandise with that need, 
to suggest the best merchandise, and how to use 
good selling sentences in presenting the product 
and closing the sale. Store policies come in, also, 
to show the new employee how to handle charge 
and cash sales, how to handle goods ordered by 
customers, how to handle complaints, and so on. 
The main thing is to tell new employees these 
things, and then explain why they are important. 

The speed of new employee training can be 
geared to the time available daily by the man- 
ager or owner, plus the speed with which the new 
employee can grasp the subjects. 

A favorite training method is to put the new 
employee through one department at a time. If 
a store has department managers, these man- 
agers can handle the fundamentals of product 
knowledge and sales methods, while the owner 
or store manager supervises the overall train- 
ing and handles store policy training. 

After a new employee has progressed to the 





point of waiting on customers, his work is super- 
vised and after each sale, or at the end of the 


day, there is a session to go over each contact, 


to point out the things done correctly, to correct 
those done wrong. 


A department-by-department training takes 
time, but it also includes some productive work. 
The new employee can be stocking display 
shelves, to get first-hand knowledge of the stor- 
age and display areas. 

All of this part of the training is not verbal, 
taking your time from other duties. There is 
a wealth of product information to be gained 
from employees reading labels. Your suppliers 
have valuable material such as catalog 
sheets and other literature describing products 
and their uses. 


also, 


The telling period may seem slow and tedious, 
but it is the foundation for a well trained 
ployee. The employee must know what products 
the store handles and where they 
displays and reserve storage. 


are kept in 


Training that skimps on product knowledge 
short changes both the employee and the em- 
ployer. The poorly trained employee will lose 
much time hunting for products and wear down 
customer confidence if he cannot find it or 
brings up the product in the wrong size, color or 
material. 


lS a the-iot training of con stor? 


ment, as Cecil Riley, 
Caroling hordwore store. 


new employees 
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“Know your stock”’ 
every retail salesman. 

Observation of a new employee in waiting on 
an actual customer will show you how much prod- 
uct knowledge he has absorbed, how well he de- 
termines the customer’s needs before starting 
to sell, and how well he can handle key sales 
sentences, make the right recommendations, 
know when the sale is made, and suggest related 
merchandise. 


is a basic principle for 


Many a salesman muffs sales simply because 
he got started wrong and no one ever corrected 
his mistakes. He never got in the habit, for in- 
stance, of suggesting related merchandise and 
just never does. Observation and correction 
would overcome such mistakes and make the em- 
ployee more productive. Bad habits that result 
in poor sales efforts show up by observing the 
salesman at work, then they 
by verbal suggestions. 


can be corrected 

New employee training applies to experienced 
retail hardware salesmen as well as to employees 
without previous sales or hardware experience. 
Experienced employees need to be untrained, to 
eliminate old ideas of products, lines and sales 
approaches, then retrained in the way you want 
your store operated. 

A new employee wants to get into full produc- 
tion quickly so the training period depends on 


(Continued on page 194) 
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The Human Side of 


Store Management 





How to keep your selling up to date... 


Store sales meetings 


Holding regular store sales meetings will help keep your sales staff 


up to date on new lines, new selling methods and new store policies 


Store sales meetings are another important 
part of your program for training new em- 
ployees. The new employee program covers the 
fundamentals of your lines, your selling methods 
and store policies. The sales meetings build on 
this initial training and up-date all employees 
on new lines, new products, new selling methods 
and store policies. 

Sales meetings are group gatherings, held 
rather frequently, and require a different ap- 
proach to this phase of the human side of store 
management. 

The success of sales meetings depends on how 
well they are planned, and on the skill of the 
chairman in keeping the meetings going at a 
lively pace. Much depends on the selection of 
the time and place of the meeting, on the pro- 
gram interesting employees, on the selection of 
topics and speakers, and in side-stepping per- 
sonality clashes. 

There is a lot that you can do in setting up 
basic principles of your store meetings to 
humanize these meetings, to make the gather- 
ings informal, to get employees relaxed so they 
wili be receptive to the information presented. 

For one thing, and this is important, how do 
you select the meeting place and time? 

You can ask your employees to indicate their 
preference as to the time and place of the gath- 
ering. Of course all employees will not select 
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the same time and place, but the point is that 
you asked them to set the time and did not force 
it on them. The fact that you asked their ad- 
vice makes them feel they have a part in the 
meetings and they will attend in a more re- 
ceptive state of mind. 

An evening meeting in the store is considered 
the best time and place, especially in discussing 
products. Merchandise can be taken off the 
shelves for demonstrations. Counter displays 
and other sales helps are around for putting on 
actual selling helps with some of the staff play- 
ing the part of customers. 

Then what about food and refreshments? 

Many dealers like to start a meeting with a 
dinner. That is a good idea, if it does not run 
up the cost too much, or take too much time. The 
idea of dinner takes the meeting out of the daily 
store atmosphere, tones up the gathering, and 
gets everyone relaxed before the program starts. 

Refreshments can be part of the meeting, even 
if a dinner is not practical. Coffee and soft 
drinks on the house loosen up employees and 
maintain their interest in the meeting. 

The paying of salaries of employees for the 
time they give to staff meetings, if held after 
regular store hours, is a store policy matter. 
You may want to pay your employees at the 
regular hourly rate or the equivalent of it, if 
they are on some commission basis. You may 





want to consider the dinner and refreshments as 
compensation for their time, and not pay any 
salary for the meeting time. 

Employees, of course, benefit from the meet- 
ings through training that increases their sell- 
ing potential and importance to the store, and 
this is a factor to consider in setting up com- 
pensations. 

Whatever the policy, it should be decided be- 
fore meetings are held, so everyone is clear on 
what to expect. 

There are a number of ways to give your meet- 
ings a change of pace and to keep them from be- 
coming routine. 

First of all, you switch the subjects around. 
Have representatives of your wholesalers talk 
when a new line is taken on, or a new product 
introduced. Ask other business men in your 
community to talk to your people, especially on 
new and interesting sales methods, and the pub- 
lisher of your newspaper or the advertising 
solicitor to tell about the value of advertising 
and how sales people can use it to increase their 
sales ability. 

Some dealers like to open each meeting, then 
retire to the rear of the room for the balance 
of the time so they are not in the spotlight too 
much. Another way to keep out of the lime- 
light is to appoint a different employee to be 
chairman of each meeting. You work closely 
with the chairman in setting up the program, 
but let the employee open, run, and close the 
meeting. 

It is wise to establish a fundamental policy on 
talking about store policy at sales meetings. 


Demonstration on 
floor tile is given 
Selkirk Hardware 
employees at sales 
meeting held in 
floor covering de- 
partment. 


What starts out as an innocent discussion might 
turn into a free for all and the heat of the dis- 
cussion might take the edge off the meeting. One 
way to handle the situation is to have a ground 
rule on what is, and what is not, a topic for dis- 
cussion, relating to policies. Another way to 
handle the situation is to have topics selected 
before the meeting and to hold the meeting 
strictly to topics outlined. Then, if someone 
brings up some policy matter, it can be ruled out 
of order. If someone suggests a policy subject 
for the meeting schedule that is not deemed 
proper, it can be left out. 


How two dealers handle meetings 


Here are two case histories of hardware deal- 
ers who hold successful sales meetings. 

Russell Selkirk, owner of Selkirk Hardware 
in Cobleskill, N. Y., has held staff meetings since 
1935 when he entered business for himself. 

The earlier sessions, when the firm had but 
four employees, were held once a month and 
were preceded by dinner at a nearby restaurant. 
Now the staff of 20 is too large to make dinner 
meetings feasible because of the cost and the 
time consumed. 

Selkirk employees know their merchandise and 
its use. An outstanding characteristic of the 
store is the courteous and efficient service given 
to all customers. Employees are trained to 
avoid high-pressure selling tactics at all times. 

Although employees are required to attend 
staff meetings, unless there is good reason for 
absence, they do so willingly because they have 
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genuine interest in their work. They are anxious 
to help themselves by aiding the firm to do a 
greater and more profitable volume. 

Because it is not always possible to have travel- 
ing salesmen and demonstrators present for de- 
partmental meetings staff meetings are supple- 
mented by trips by employees to other locations 
for special programs and demonstrations not 
available locally. Such trips have been made to 
points within a 30-mile radius of the store. 

Monthly staff meetings are held for employees 
of Palmetto Hardware & Supply Co. operating 
three retail stores. These meetings are the key 
to better salesmanship. 
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At monthly sessions new products are de- 
scribed as to their parts and uses. Comparison 
is made with competitive products and lines. 
Such meetings are omitted only when there are 
insufficient items or lines to provide a full pro- 
gram. 

A recent, typical meeting featured a quality 
line of builders’ hardware just taken on by the 
firm and a revision in colors of one line of roofing 

Also discussed at that session were details of 
housekeeping, interstore deliveries, promises on 
out-of-town deliveries, overstocked shelves, new 
selling sentences and a new budget plan for 
credit purchases in the firm’s retail stores. 





The Human Side of 


Store Management 























Circulating new information . . . 


Dont keep it a secret! 


Keep employees constantly posted on new trends, store ads, new 


sales aids, etc., by using bulletin boards and store news letters 


News 
letters by 
various de 
portment 
heads gets 
information 
around. 


Ideas and information channeled through your 
store supplement your training program for 
new employees and your regular staff meet- 
ings. This flow of information, outside of regu- 
lar meetings, is another part of the human side 
of store management needed as much in smaller 
stores as in larger stores. 

These communications among your staff mem- 
bers can be handled with bulletin boards and by 
interdepartmental! letters and bulletins. 

In smaller stores a lot of information can be 
passed on by word-of-mouth communication be- 
tween the owner or manager and employees, but 
a bulletin board is useful in getting informa- 
tion to all employees quickly. Such a bulletin 
board is used for posting copies of advertise- 
ments, mailing pieces and other sales informa- 
tion between the store and its customers. Also 
posted are catalog sheets and literature from 
suppliers. 

In larger stores bulletin boards are used for 
the same types of postings. In fact, each depart- 
ment might have its own bulletin board for its 
advertisements and other specialized sales in- 
formation. 

Larger stores also have the problem of cir- 
culating information around generally that em- 
ployees in a smaller organization dig out for 
themselves or that the owner or manager tells 
them about. 

For example, the catalog file may become 
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filled with obsolete material, torn catalogs, and 
in need of a thorough house cleaning. In a 
smaller store employees may notice this and 
clean up the files, or the owner may do it and 
then tell employees that he has done it and 
asks their cooperation in keeping the files neat. 
And that takes care of the situation for a few 
months. 

In a larger store an interdepartment bulletin 
or letter may be needed to handle such a situa- 
tion. The bulletin from the owner, store man- 
ager or office manager is needed to inform the 
staff of the file house cleaning job. 

Such a system of interdepartment communi- 
cations has been used successfully for the past 
year by a hardware dealer in Manchester, N. H. 
Laurent Chalifour, credit manager, at J. J. 
Moreau & Son, had been writing occasional news 


letters to all employees on various subjects. 


One news letter, for instance, mentioned the 
handling of outside telephone calls that get into 
the wrong department. The letter points out the 
need to find out exactly what department the 
customers want instead of just asking the oper- 
ator to transfer the call. The customer may 
want tools, but is it garden tools, power tools, 
industrial tools, plumbing tools, etc.? 

Late last year Mr. Chalifour worked out a 
rotating news letter schedule with Arthur 


Moreau, the manager. Now various department 
heads write a news letter circulated throughout 
the store staff. 

The news letter from the electrical merchan- 
dise department pointed up the department’s 
efforts to sell complete house job sales on fixtures 
for new homes and also remodeling jobs. The 
letter also pointed with pride to sales during 
the year previous on cable, and asked employees 
throughout the store to remind their friends 
of the department’s display of recess light 
fixtures. 

Here was information that probably would 
not come out at a store-wide staff meeting, and 
information that could not be verbally passed 
around among the staff. Yet, it gave employees 
in other departments an insight on how the 
electrical merchandise department was contrib- 
uting to the store’s overall success. 

The basic problem is one of good communi- 
cations, so ideas and information that all em- 
ployees should know about reach them and in 
a form that they understand. Errors and mis- 
takes result when employees do not have full 
information, and how to make sure everyone 
knows what they should know whether they are 
told personally, or see it on a store bulletin 
board or in a store news letter is part of the 
human side of management. 














Information from 
outside sources such 
as Capsule series in 
Hordware Age can 
be brought to the 
attention of a// em- 
ployees with post- 
ings on bulletin 
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More profits 


» What to stock 


With the continued heavy growth 
of suburban homes and the aware- 
ness of the beauty of multi-colored 
outdoor lighting, outdoor Christ- 
mas decorations have had mush- 
rooming sales in recent years. 

For with the high level of busi- 
ness prosperity, manufacturers 
are now producing weatherproof 
light sets and novelty figures in far 
greater numbers than ever before. 
Will you, this season, get your 
share of this 67 percent margin 
business? By buying a few dozens 
of assorted sets and novelties, you 
will get just a taste of this vast 
market. But the demand for this 
merchandise grows, day by day, 
from early November right up to, 
and through, Christmas Day. You 
will sell replacement bulbs by the 
hundreds for days and weeks after 
the holidays, if you have been wise 
enough to carry sufficient stock. 

The way to get your full share 
of this seasonal market is to have 
ample inventory; to have good va- 
riety, and, with an alert, informed, 
selling force, put your displays to 
work for you. 

As demand grows for bigger, 
brighter, and newer display pieces 
for friendly neighborhood rivalry 
in house lighting and decorating, 
you may ask yourself what items 
to stock, and in what proportion. 
Here are some basic staples and 
selling principles that are im- 
portant to be competitive in out- 
door lighted decorations. 

Outdoor string light sets should 
always bear the Underwriter 
Laboratory approval tag, as they 
will be subject to the worst weather 
conditions. Cheaply made sets and 
bulbs tend to burn out quickly in 

A 25 ft evergreen in the Seattle, Wash., business section enert-tume — von eee 
suggests the beauty of outdoor displays left lighted of tional sets, off-brand but safe, are 
night. This kind of disploy is sure to stoo traffic and aive always available at lower prices. 


-" wl ~4 


customers ideas They serve as leaders, and fill a 
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from outdoor lighting 


definite need for price-conscious 

customers. But protect your quality 

reputation by insisting on U. L. 

approved goods. 

Remember that outdoor decora- 
tions often stay up for weeks after 
Christmas. Burned-out bulbs will 
be replaced. Many changes and 
additions are made in home deco- 
rating after Christmas. Don’t be 
wary of having bulbs, and a few 
odds and ends, left over. 

Be sure that when you display 
outdoor sets you use them gener- 
ously around doors, windows; and 
even your own roof top. When sell- 
ing sets, figure needed lengths by 
averaging 14 inches space between 
lights. Sell, by suggestion, one 
spare bulb for every ten in sets. 
Warn customers about overloading 
circuits. 

Sell extra extension cords made 
for outdoor use. Recommend insu- 
lated staples for outdoor mount- 
ing. In your interior display, do 
not burn sets in their boxes con- 
tinuously. They are a fire hazard 
as such. 

- Put 60 to 70 percent of your 
purchases of outdoor lighting 
equipment into string lights 
and spare bulbs. Suggest 
fuses, extension cords; insu- 
lated staples. Get local mer- 
chants interested in a contest 
for the best lighted house. 

With the other 30 to 40 percent 
of your inventory, you can stimu- 
late your customers’ imagination 
with a broad assortment of 
weatherproof novelties such as 
vinyl santas with reindeer, for roof 
tops and lawns; tall candles and 
stands to flank doorways; jumbo 
snowmen, angels, and Wise Men for 
all-over decor; and lighted wreaths 
and bells for windows and doors. 

Again, watch for and respect the 
U. L. approval label. And here is 
your opportunity for added mark 
up. There is little comparative 
shopping, or knowledge of average 
prices for this type of “luxury” 
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merchandise. There are few sug- 

gested list prices; you set your 

own, based upon experience. 

Display of items in use, prefer- 
ably out-of-doors, is especially ef- 
fective. Keep your display lighted 
at night. 

i Big pieces carry big tickets. 
Don't let big retails frighten 
you. Be sure to stock giant 
santas and reindeer. They 
should be 10 to 20 percent of 
your stock. The balance should 
be as much variety as pos- 
sible in angels, wreaths, bells, 

Wise Men. 

Blinkers are also good sellers. 


snowmen and 


> How to sell 


The friendly competition: “keep- 
ing up with the Joneses,” will be 
your most effective salesman. Cer- 
tain areas of the country have local 
contests for outstanding home 
lighting. For instance, every year 
the owners of Drexelbrook, a large 
apartment development in Upper 
Darby, Pa., offer a month’s free 
rent, a mink stole, a trip to Florida, 
and other awards, to the families 
that best light their section. 


1955 


The result is a contest in which 
virtually all residents participate. 
And there is lighting grandeur 
that thousands come from many 
miles away to see. But, to get the 
ball rolling, you should build your 
display early. November first is 
a good time. Keep all your exterior 
display lighted at night. 

Your sales force, especially 
extras, to sell intelligently, should 
be instructed in the mysteries of 
multiple and series circuits, alter- 
nating and direct currents, U. L. 
Approval, C9 volt bulbs, and ca- 
pacity overloading. Here is a rare 
opportunity for suggestive selling. 
Be certain that they are equipped 
with a bulb-and-set testing device. 
Almost every customer will want 
his set tested before leaving your 
store. Make sure your people point 
out the U. L. marker. It means 
much in assurance on any electri- 
cal product. Teach your force how 
to “step up” a customer: “Why 
take a chance on running short 
with 7 lights, when 15 are more 
than ample.” 

Remember that a relatively small 
amount of markdowns after Christ- 
mas are more than covered by the 
much heavier volume you will ex- 
perience by having enough stock 
through the season. Your own ex- 
perience is probably one of very 
bare shelves near the end of the 
And this is often the time 
when you will have the greatest 
number of customers. 

e Remember, too, that in re- 
placement people 
who will need new bulbs, ad- 
ditional sets and new figures 
to round out what they al- 
ready have, won't know it un- 
til they unpack last year’s 
things. This is the _ time 
when most dealers are run- 
ning out. You can capitalize 
on the late demand, which iz 


season. 


sales the 


always there, by having ampli 
stocks and chancing a few 
markdowns. 
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Credit merchandising 





How to promote credit sales 


Suburban residential develop- 
ments represent a tremendous vol- 
ume of business for hardware, 
housewares, lawn and garden sup- 


a a plies, sporting goods, and many 
A Neu England dealer sets up other lines handled by hardware 


. . stores. 
a Home Owners Club credit ore | sete 
The problem for the hardware 


. , dealer who looks over the streets 

plan in a suburban development lined with homes and apartments 

His idea produces more than in this natural marketing terri- 

tory is how to get those people 

. . . into his store, and then how to set 

$7,000 in sales _—- month up his sales policies to capitalize 

on the traffic potential to improve 

impulse sales and to get the big 

ticket items that involve budget 
payment arrangements. 

One way to do this is to be 
alert to newcomers in these devel- 
opments and to recognize them as 
new customers. Then, to set them 


up with charge accounts and with 

F [ RE | I T c A R 0 credit arrangements for instal- 

ment purchases so that they keep 

HOME OWNERS CLUB coming to the store for their 

Issued To: wants and also so they can yield 
s =e to their impulse buying urges. 

Present this card at all times when shopping at This is the way the situation 

Garden Hardware & Supply, Inc. was handled at a _ self-service 

It will prove a great saving and convenience to you. hardware store serving a large 


Garden Hardware & Supply, Inc. residential development area in 


41 HILLSIDE ROAD Cranston, R. L, just outside of 
GARDEN CITY, CRANSTON, R. I. Providence. 


This card identifies customers with open charge accounts. 





The manager of the 


store realized that many custom- 
AUTHORIZED SIGNATURE ers from this development prob- 


ably had little ready cash in their 
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pockets and that if they were con- 
fined to cash purchases they would 
buy only their immediate wants. 
Obviously a_ strict cash policy 
would limit sales to the amount 
of money that these people nor- 
mally their pockets, 
would lose a tremendous volume 
of impulse business, and would 
drive business away to competing 
stores and to stores that offered 
credit. 


carried in 


A Home Owners Club was or- 
ganized for home owners in three 
residential developments adjoin- 
ing the shopping center where the 
hardware store is located. Grant- 
ing of credit on this basis now 
produces some $7,000 in sales per 
month. 


No check-up on applicants 


The entire plan was handled 
with simplicity, and with a mini- 
mum of paper work. 

Credit cards are distributed at 
the store by Garden Hardware & 
Supply Co., Inc. Gus Sozanski, 
general manager, and members of 
his staff, are alert to new custom- 
ers coming into the store. 

New customers are asked if 
they live in one of the three near- 
by residential developments, and 
if they are buying their homes. 
If the answers to both questions 
are yes, they are issued a credit 
ecard. This card carries the name 
of the customer and then states 
“Present this card at all times 
when shopping at Garden Hard- 
ware and Supply, Inc. It will 
prove a great saving and conveni- 
ence to you.” 

Note that the card 
mention credit, nor grant credit, 
nor obligate the store. 


does not 


asked to 
make out a credit application. And 
there is no check of an applicant’s 
credit rating. 


(‘ustomers are not 


The credit card is good until 
the store revokes it, which would 
be for a valid reason, such as non- 
payment of the account. So far, 
there have been no losses under 
the plan, and no cards have been 
recalled. 

The majority of the accounts 
are paid within 10 days after 
statements are sent out and most 


Se aneiediadedions thecal ae 


Club member charge account 
Gus Sozanski. 


accounts are settled within 30 
days. 

Charge sales are written up on 
a triplicate form and are signed 
by the purchaser. One copy is 
given to the customer at the time 
of the sale. One copy is sent to 
the store files. The third copy is 
attached to the merchandise if it 
is to be delivered. 


Average payment 3-months 

If the purchase is for an item 
that involves more than the cus- 
tomer cares to handle on a 30 day 
basis, it is written up the same as 
a straight open account charge 
sale. At the end of the month the 
customer's bill reflects the higher 
amount of account, and the cus- 
tomer pays the amount that he 
can. At the end of the second 
month the statement reflects the 
unpaid balance, and so on until 
it is paid out. 

Most of these accounts run for 
90 days, and this policy of billing 
the total unpaid balance elimi- 
nates dividing the account up into 
three or more payments. Also, 
each statement sent the customer 
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checked frequently by store owner 


reflects the total unpaid balance, 
so the customer is aware of his 
total obligation and not merely of 
the amount due on that particular 
month. 

The Home Owners Club plan is 
confined to the three nearby resi- 
dential developments, 
the store 
over an area of 15 to 20 miles. 


although 
actually draws trade 
This policy keeps the charge cus- 
tomers on which credit applica- 
tions have not been taken and for 
which there has been no check, 
confined to a relatively short dis 
tance, so that if there ever is an 
occasion for checking up it can 
be done quickly. 


Sparks impulse buying 

“The most important factor in- 
volved in such a credit arrange- 
ment is that it gets the impulse 
sales,” explains Mr. Sozanski. 


“The people who come to our 
store have certain merchandise in 
niind and they ordinarily have the 
money with them to pay for it. 

“We are after the impulse busi- 
ness at all price levels, in a store 
such as this, which is one of the 


(Continued on page 134) 
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Appliance merchandising 





Installation and repair service . . . 


A key appliance promotion 


Prompt attention to service calls and thorough check of work to avoid 


call-backs aid sales and build prospect list for replacement sales 


Daily check of service cali reports is made 
by W. W. Copeland to make sure no cal! 
has been negiected. 


ney anger ea “— et LOO 
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Your service and repair department is one of 
your best promotions to build sales of appliances 
and electric housewares, and to keep in touch 
with customers to make replacement sales. 

The service department has been one of the 
principal promotions that enables Copeland Hard- 
ware Co., of Levelland, Texas, to do an excellent 
merchandising job on big-ticket and electric 
housewares merchandise. 

Here are the highlights of the service depart- 
ment’s operations: 

Prompt attention is given to all service calls. 

Servicemen arrive at the time promised, if 
possible a bit earlier. 

Service calls are double checked, with an in- 
spection each day of tickets on the previous day’s 
calls to make sure none has been missed. 

Repair work is done in the customer’s home, if 
possible. 

Repair work starts with the customer’s descrip- 
tion of the trouble; then the unit is tested to 
make sure there are no other defects. 

W. W. Copeland, owner and manager of Cope- 
land Hardware Co., has done such an excellent 
merchandising job that he has been the recipient 
of several all-expense paid trips offered by appli- 
ance manufacturers. 

The Copeland system has brought a steady in- 
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Automatic washing ma- 
chine is checked, prior 
to delivery, by O. D. 
Carlton, store man- 
ager. 


crease in the sale of major appliances and smaller 
household electric equipment. 

Mr. Copeland, or his appliance manager, O. D. 
Carlton, check their records each morning to 
make certain that all service calls of the day be- 
fore have been satisfactorily completed. 


The service call pad is in constant use and 
every effort is made to answer a service call with- 
in a few minutes of its receipt. 

Many customers comment on the firm’s fast 
service, “You surely arrived here quickly.” 

Service calls are promptly answered during 
snow, wind and sand storms which are common 
in the area. 

A half-ton pickup truck is used to answer ser- 
vice calls. All testing equipment necessary is 
taken on each trip, plus a complete assortment 
of tools. When practical the repair job is done 
at a customer’s home. 

Mr. Copeland says, “Our men have never 
scratched a TV set when picking it up for service 
work or when delivering it. A repair job is not 
left until the customer is satisfied with its oper- 
ation.” 

Servicemen first remedy the defect reported by 
a customer, and then test other phases and oper- 
ations of the equipment. This has proven a safe- 
guard against second calls being required imme- 
diately after the first call has been completed. 

Mr. Carlton cites as an example a repair job 
on an electric clothes dryer. The condition about 
which the complaint was received was rectified. 
Further checkup also showed that the switch 
needed attention as well as the wiring. 

Special emphasis is placed on cleaning up be- 
fore the repairman leaves the home. 

Customers are also reminded that if there is 
need for after-hours attention to appliances Mr. 
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Carlton may be reached at his home for help. 

Copeland Hardware has the attitude that a 
housewife requesting repair service on an appil- 
ance has immediate need for its prompt repal! 
This all-out effort reached a high peak during a 
recent storm. 

Lightning hit a power line and burned out a 
unit on a customer’s food freezer. The customer 
phoned the store and another freezer was taken 
out, the food transferred, the damaged freezer 
taken to the store and repaired. There was no 
food loss and no charge for the repairs. 

The word-of-mouth advertising resulting from 
that service resulted in the saie of another food 
freezer that same week to a neighbor of the 
satisfied customer. 

Complete tests of all appliances before delivery 
to the customer’s home have resulted in a lessen- 
ing of service calls on new installations. 

The sale of automatic washers and other elec- 
tric home laundry equipment has been increased 
as the result of the firm’s offer of free demon- 
stration washings at the store. 

Attendance at service schools and sales confer- 
ences on appliances has trained the firm’s per- 
sonnel in sales and service technique. 

Extensive advertising in a variety of media 
helps tell the firm’s appliance story. 

Radio, a TV station in nearby Lubbock, Tex., 
the daily paper and the high school paper have 
been used for advertising the department. Direct 
mail is used to selected lists of prospects. 

Much over-the-phone advice to appliance own- 
ers helps to avoid needless service calls at their 
homes. 

Mr. Carlton says of advice to appliance owners, 
“I find that at least 75 percent of our phone 


(Continued on page 134) 
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Specialty selling 





Building repeat giftwares trade 


New items attract shoppers 


Indiana dealer’s gift section 
depends on good stocks, well 


displayed to make women want 


What can you do to make your 
gift-wares section a good traffic 
puller? 

Mrs. Hattie Henderson, house- 
wares buyer at the J. G. De Prez 
Co. in Shelbyville, Ind., says, “We 
Finishing touches on a gift wrap job are put on by Mrs. try to serve each customer so well 
Hattie Henderson, left, for a young customer. that she wants to come back to the 
store each time she has a gift to 
buy.” 


to make frequent visits there 


Her department resembles a spe- 
cialty shop. 

The one thing which impresses 
those who enter the store for the 
first time is the distinctive, attrac- 
tive appearance of the gift depart- 
ment. 

Mrs. Henderson and her two as- 
sociates work hard to attain this 
distinctive appearance. Lighted 
table and boudoir lamps are seen 
throughout the department most 
of the day, shedding their soft 
glow over the displayed merchan- 
dise. Although the store fixtures 
were made locally years ago, they 
have been refinished in attractive 
pastel colors and have excellent 
overhead and sidewall fluorescent 
lighting. Glass shelving is also 
used. 

Artificial flowers brighten many 
spots in this gift section. This 
large gift department is a place 
where many women like to come 
to browse which is exactly what 
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Mrs. Henderson intended to hap- 
pen when she arranged the section 
and remodeled it several years 
ago. 

Mrs. Henderson is constantly 
seeking new giftwares items, know- 
ing that it is not the volume done 
in new items that is important, 
but the traffic- pulling power of 
them. Many women shop the de- 
partment regularly to look at new 
items and then buy merchandise 
which has long been offered by the 
department. 

Gift wrapping service is an ex- 
cellent trade builder. Charges for 
wrapping service range from 15¢ 
to 35¢ per package. Mrs. Hender- 
son and the two other employees 
in her department are accomplished 
in gift wrapping, and encourage 
customers to watch them doing a 
fancy job. Customers are asked 
what color ribbons and paper they 
want for gift packages. 

The store does an excellent bus- 
iness in dinnerwear, and has 
starter sets from $4.95 and up. 
Open-stock patterns are also sell- 


Dinnerware display along wall shelving impresses 
tomers with completeness of store's stock. 


ing very well at this time. The 
budget-minded family can get its 
dishes at this store, and so can the 
upper bracket executive's family. 
Many of the dishes are shown on 
step-up shelves against the wall, 
with some wooden and some glass 
shelves. Displayed attractively, the 
20 ft long wall section nonetheless 
gives a mass display effect which 
is quite compelling and secures the 
interest of many people. 


Display techniques 

Mrs. Henderson tries to 
original display ideas for some 
types of merchandise. One look 
around her department convinces 
many customers that she has 
achieved this purpose. Market and 
fruit baskets, for example, are dis- 
played on wooden dowels, inserted 
into 2x2-in posts at the end of an 
island and also into a piece of per- 
forated wall board. This display 
technique puts the baskets up 
where the average customer can 
see them and be attracted by their 
design and color. Mrs. Henderson 


get 


* Ey 


i 


says that sales of baskets have in- 
creased since this type of display 
was used in preference to flat 
counter level display. 

The J. G. De Prez Co. has an 
extensive newspaper and radio ad- 
vertising program, and the gift 
department is given much publicity 
in it. For example, the store sea- 
sonally publishes large ads on 
housewares alone, and quite a few 
spot announcements over radio 
station WSRK are used on house- 
wares and gifts. 

“While we do feature items and 
prices some of the time, we never 
fail to extend an invitation to 
come in and visit this department,”’ 
says Mrs. Henderson. 

“We tell them they will be able 
to see for themselves what we have 
to offer. As a result we have many 
steady customers from the entire 


trading area.” 

At the present time items such 
as lamps, brassware and wrought 
iron items are selling well, Mrs. 


Henderson reports. 


Basket display with dowels fastened on perforated panel 
board leads to many impulse sales. 
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How to double your sales volume 


West Coast dealer did it with tie-in between advertising 


and window displays, training employees to know the 


stock and making contacts outside the store with customers 


How would you go about trying 
to double your sales volume? 

A West Coast hardware dealer 
did it during the past nine years 
with this three-point program: 

1. Coordinating newspaper and 
motion picture advertising with 
window displays. 

2. Making sales calls outside the 
store to build traffic. 

5. Training all employees tv 
know the stock and how to sell it. 

George W. Baack, operating as 
Record Hardware at 659 Columbus 
Ave., in San Francisco, Calif., last 
year had a $150,000 sales volume 
against a gross of $80,000 in 1946 
when he started the business. Mr. 
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— 
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Baack has a well-rounded stock of 
merchandise, he knows his stock, 
and follows up with his three-point 
program. 

Full-page ads are inserted peri- 
odically in a local neighborhood 
weekly newspaper to feature sea- 
sonal and merchan- 
dise. 

tecord Hardware also tells its 
story to an estimated 10,000 people 
each week in the motion picture 
theatre next door to the store. <A 
one-and-one-half minute color film, 
stressing some major item such as 
a power mower or power tool is run 


non-seasonal 


off once a day between features and 
twice on Sundays. With format of 


Mr. Baack’s creation the film costs 
but $30 to produce. Cost of exhibit- 
ing the film at the theatre is slight- 
ly over $2 for each showing. 
Window displays include one 
unit which is always geared to the 
season. Garden tools, hand and 
power mowers are featured from 
about the first of the year until 
April. From April through Sep- 
tember barbecue items and outdoor 
furniture are stressed. In Septem- 
ber, fireplace screens and related 
items are highlighted in the win- 
dow. The store’s other large dis- 
play window is changed at least 
month to feature paint, 
electric housewares 


once a 


power tools, 
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and related lines of merchandise. 

When power mowers and home- 
workshop equipment were first be- 
ginning to become of interest to 
the public, Record Hardware 
started to display and promote 
them. 

The store is in an area of older 
homes and paint for refurbishing 
these homes has long been a major 
item. 

Mr. Baack frequently pushes 
paint 
dows, and shows as much of it and 


in one of his display win- 


related lines in his store as is pos- 
sible along 35 ft of wall space. The 
firm is one of three top-volume out- 
lets in the city for the paint line 11 
offers. 
Paint is behind the 
cash-wrap table in the rear of the 
store. In the spring of 1955 a spe- 
cially selected group of the firm’s 
customers was invited to a show at 


\ 


displayed 


the local community center. 

At least once each summer Rec- 
ord Hardware holds a_ barbecue 
demonstration on the sidewalk in 
front of the store with a manufac- 
turers’ salesmen doing the demon- 
stration. 
small 
chops. 


Passersby are treated to 
samples of chickens and 

Mr. Baack makes it a point to 
have his four employees trained on 


the store’s lines. Here is the way 


Store manager ; 
Joseph Orlan- 4 
dino using the 
phone to remind 4 
power Too! own 

ers of the arriva 

of new 
ments for their 
units. He holds a 
list of power too 
customers. 


orracn 


Customer 
nes some of the 


e@xorr 


power too/s neat 
'y displayed in 


; 
are a 
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he handled training on one line. 

When the firm entered the power 
tool field, all employees were re- 
quired to attend special classes to 
learn the story on this big-ticket 
merchandise. Record Hardware’s 
staff can demonstrate the complete 
uses of all power tools handled, and 
its men can fully and intelligently 
answer all questions asked by pros- 
pects and customers on operation 
of these units. 

Passersby are attracted by a 
50-ft wide store with redwood trim, 
and by its interesting and well- 
planned window displays. Because 
the firm cannot feature displav 
as many items as it wishes it is 
sometimes necessary to give rather 
limited space to many of its lines. 
In this category is a miniature 
display board for rubber and as- 
phalt tile and aluminum wall tile. 
Despite this small display, sales 
of these items have been fairlv 
high. 

Because warm weather does not 
mean the end of fireplace equip- 
ment sales, they are featured on a 
narrow store-wide ledge fronting 
the balcony in the warmer 


months. When cool weather ap- 
proaches they are also given win- 
dow display attention. The ledge 
is also used to show bicycles in 
several sizes and styles. As the 
peak bike seasons approach the 
center of the floor is packed witn 
wheel goods. 

Excepting wall fixtures all dis- 
play fixtures are subject to con- 
stant rearrangement causing many 
customers to say, “I did not know 
you sold this item. How is it that 
you never had it before?” This 
relocation of displays is part of the 
owner’s sales psychology. 

Customers are encouraged to 
handle and operate tools. Scraps 
of wood are close to the power tool 
section so that a salesman can in- 
vite the visitor to “try it your- 
self.” 

The store is approximately 50 
ft on each side. It is well lighted 
at all times with spotlights di- 
rected toward feature displays. 
Reflector flood units are clamped 
to the moldings above the hand 
tool display to highlight the gleam- 
ing metal surfaces. 

Good lighting and general neat- 


ness of the store are supplemented 
by the clean appearance of the dis- 
play room. When employees are 
placing stock on display or chang- 
ing an arrangement they carry 
dust cloths to use on the area they 
are stocking, and also on merchan- 
dise two or three feet on either 
side of it. This plan assures all 
parts of the store being reasonably 
free of dust at all times. 

Valuable contacts with builders 
prior to the wav have resulted in 
the firm doing much business in 
hardware and housewares’. with 
new residents of the San Francisco 
Bay area. When a new homeowner 
inquires where to buy materials 
and equipment for the home, these 
contractors will recommend Rec- 
ord Hardware. 

Names of new owners of older 
homes and of homes that are newly 
built are obtained from builders, 
contractors and realtors for con- 
tact by Mr. Baack or by the full- 
time outside salesman. 

Mr. Baack is the son of Henry 
Baack a dealer who had entered 
the hardware business in 1906. 





how to get 


Training retail salesmen 


Better salesmanship in your store 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 


store, in a stock area, or wherever store people will see it frequently. 


This constant reminder of the qualities of good salesmanship will help any seri- 
ous member of your store staff improve his selling. The poster on the facing page is 
the fifth in a series of sales training posters that will appear in HARDWARE AGE. 
These posters were prepared by a hardwareman with extensive experience in the 


training of retail hardware salespeople. 


Each poster in the series will cover a differ- 


ent selling subject. The technique of presentation will be the same as that used so 
effectively by the armed services during the war to train military personnel in a 
wide variety of subjects. Each poster in this series is full page in size. 

Previously published posters in this series are: “How to go places in hardware 
retailing,” issue of Sept. 1, p. 70; “How do you look this morning,” Sept. 15, p. 108; 


“When you wait on a customer . 


Oct. 13, p. 112. 


.., Sept. 29, p. 157; “Did that last check bounce?” 
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Hardware Age 
Capsule Counsel 


The eyes of the shoplifter are 
the tip off 





Series No.5 


watch for these signs in spotting shoplifters 


Watch for roving eyes; these are the tip off to the shoplifter. 


Watch for wandering hands that pick up merchandise, put it down 
and then pick up something else. 


Watch the stranger who is very vague about what he wants and is 
“just looking.” 

Watch packages, shopping bags or handbags that are laid open on 
the counter. Bulky coats, especially in the summer, are suspicious. 
Watch the customer who roams up and down aisles without ever 
buying. 

Watch out when a customer engages you in conversation, while his 
two friends lounge against nearby displays. 


Watch carefully at coffee time when several salespeople may be off 
the floor at the same time. Also be careful when the front of the 
store is unattended while a salesman is in the back cutting glass. 


Watch out when three or four youngsters, without parents, keep 
strolling around the store but do not buy. 


a Hardware Age Editorial Feature 
copyright 1955 — Herdware Age 
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Graduated shelves with molding are a backdrop for a toy display window. 


Toys Can Be Sold All Year 


Kansas dealer carries a |2-month stock of 
toys and encourages lay-aways in 
promoting the sale of higher-priced items 


loys are a 12-month item, not 
just two or three, and help build a 
family trade, one of the key points 
in a successful hardware business. 

Attractive displays, quick and 
courteous service, and a store that 
arouses browsing interest are three 
other factors in profitable opera- 
tions used by Mr. and Mrs. Frank 
Reusch who are demonstrating 
these policies in their store, 
Budge’s Town & Country Hard- 
ware, Ottawa, Kans. 

By keeping an attractive display 
throughout the year of such toy 
staples as wheel goods and stuffed 
animals, the Reusches have found 
that toys are among the best items 
for family spending. Parents, they 
say, usually choose the more ex- 
pensive items, such as bicycles and 
electric trains. 
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Toys are sold on the lay-away 
plan with any down payment the 
customer desires. 

By encouraging shoppers. to 
browse, the store frequently bene- 
fits from impulse sales after big- 
ticket toy items are chosen. 

Budge’s Hardware advertises 
that it has “the biggest stock of 
toys in the mid-west” during the 
peak toy months. 

Mr. Reusch follows a conserva- 
tive buying pattern on toys. After 
20 years’ experience in the hard- 
ware business, he finds that staple 
items may be bought in quantities. 
On new and untried toys he goes 
slow, to see if they are accepted 
by his customers. 

The owners are particularly care- 
ful in the buying of toys because, 
as Frank Reusch declares, “You can 


lose your shirt, if you don’t watch 
it.”” 

Toy pilferage and breakage come 
to about 5 percent at Budge’s. 

When the peak toy months have 
passed, the display is reduced from 
seven gondolas to two. The gon- 
dolas are set up near the wrap 
counter to discourage handling by 
children unaccompanied by parents. 
More expensive toy items are dis- 
played on a balcony throughout the 
year for gift buyers. 

In November and December the 
seven gondolas are placed in the 
center of the side of the store in an 
area usually reserved for items of 
A lot of house- 
wares have to be moved for this 
period, but Mr. Reusch reports that 
the effort is worth it. 


interest to women. 


Christmas Promotions 

Numerous wall displays of toys, 
in addition to the gondolas, and an 
electric train on a table by the 
wrapping desk, so that small fry 
watching the train operate can be 
supervised, complete the basic re- 
arrangement of the store in the 
final two months of the vear. 

Wheel goods, a steel swing and 


(Continued on page 126) 
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To replace broken panes: 


Sell “PENNVERNON”... 


not just “window glass” 


| te 


Pennuernon 
Winpow GLass 


VaN 








r ies NEAT TIME one of yvour customers comes into your 


store for a piece of window glass, sell him“ Pennvernon” 


not just ““‘window glass.” Point out the distinctive red 
and purple Pennvernon label that appears on ever) light 
of this outstanding glass and tell him that this is his “assur- 
ance of window glass at its best.” 

The fine visional qualities of Pennvernon Window Glass 
will please every homeowner who uses it—regardless of 


the size oO! the sty le of his home : Pennve: non has a brilliant. 


/ennvernon 


PAINTS - GLASS + CHEMICALS 


eo. 23 ee 


IN CANADA: 
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BRUSHES 
PLATS 


CANADIAN PITTSBURGH 








reflective surface with a finish that’s so smooth and even it 
resists the accumulation of dust and dirt, and is easy to 
clean. Its color is constant, it doesn't fade or deteriorate. 

To help you build up your sales of this fine window glass, 
Pittsburgh Plate Glass Company has made available a 
number of attractive, sales-winning merchandising helps. 
To get your supply, get in touch with your jobber or write 
Pittsburgh Plate Glass Company, Room 5381. 632 Fort 


Duquesne Blvd... Pittsburgh 22. Pennsylvania. 


b hthets 


indow Class 


PLASTICS - FIBER GLASS 
GtaAss COMPAN Y 


INDUSTRIES LIMITED 





rselt shop open to public has been a traffic and 
Jer tor hardw ore ING building materials firm. 


Try-It-Yourself Show Sells Power Tools 


The intent of any demonstration 
and “try it yourself” invitation is 
to make people interested in buy- 
ing the featured equipment. 

At Brown-Borhek Lumber Co. in 
Bethlehem, Pa., the idea is carried 
even beyond by setting the stage 
for the sale of hardware, lumber 
and paint, through a do-it-yourself 
shop at which amateur fix-it fans 
may use demonstration 
complete home projects. 

The first night the do-it-yourself 
shop was open to the public more 
than 300 people turned out and 
waited in line for an opportunity 
to use multi-purpose equipment 
and a variety of individual units. 


units to 


108 


On that 
very cold. 

Many people stopping at the 
firm’s do-it-yourself shop did so 
out of curiosity. Instructors were 
on hand to tell visitors how to de- 
velop ideas they had in mind. Much 
lumber, paint, hardware and quan- 
tities of fasteners were sold. 

The shop is available to the pub- 
lic on Monday, Tuesday, Wednes- 
day and Saturdays from 7.30 a.m. 
until 5 p.m., and on Thursdays and 
Fridays until 9 p.m. 

The firm, headed by Robert 
Knorr, provides storage space for 
projects on which homeworkshop 
fans are working. Many hand tools 


night the weather was 


and some power tools have been 
sold to people using the do-it-your- 
self shop. 

In addition to the multi-purpose 
tool and its accessories, a lathe, a 
jig saw, sander and a drill press 
are made available to the amateur 
mechanics. Hand tools are also 
available to the _ visitors. 
Among the regular users of the 
homeworkshop are apartment dwell- 


made 


ers. 

It is not uncommon for apart- 
ment house dwellers to phone to 
the company in advance of their 
visit to the do-it-yourself shop to 
order materials to be ready upon 
their arrival. 
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The unbearable Bulbear took 
big bites out of good light, 
had a ravenous appetite for 
expensive “juice”. 


the techniques that trapped 
the BULBEAR 


make 
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Special lamp-making techniques developed and refined by Champion 
engineers, give Champion Lamps a longer, brighter life, make them a 
value that keeps customers coming back again and again. 

Next time you order lamps, ask your wholesaler to make them 


Champions —for sure customer satisfaction, for steady repeat business. 
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A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Stimulate interest 


In water systems 


Arkansas dealer sells 175 units 


in year and installs each one 


One or more water systems displays are used 
in different parts of Farmers Hardware & Furni- 
ture Co. in Benton, Ark., to help it sell 175 or 
more water systems in a year. Prompt and com- 
plete service back up the 12-month displays. 

From June through October, the store has 
water systems displayed in three locations. One 
unit is prominently shown somewhere in the store 
at all times. Advertising of these units is 
stepped-up in the warm months, with at least 
20 pet of the firm’s annual appropriation being 
expended on water systems in that period. 

Noel H. Butler, Sr., says, “We tell the cus- 
tomers that we sell running water for the farm, 
not just electric water systems. This means that 
a water system bought from us will produce 
water from a faucet before our sales-serviceman 
leaves the farm at the time of the installation. 

“We do not sell pumps unless we are to install 
them ourselves.” 

Mr. Butler and his son, Noel, Jr., work closely 
with G. J. Westphall, a salesman for an electric 
water systems distributor. Mr. Westphal! visits 
customers with the proprietor or his associates 
to help solve water supply problems. The dis- 
tributors’ salesman assists in creation of window 
displays of water systems and related big-ticket 
items. 

When seed sales are particularly active in the 
spring months, a running water display is set up 
in that department. This encourages farmers to 
turn the water faucet on and off, thus increasing 
their interest in having their own running water 
supply. 

A front-of-the-store sign reminds visitors in 
the warm months that there is an ice water 
fountain in the rear of the store. A water sys- 
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Noe/ Butler, Jr., tells a sporting 
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customer the running water story with unit shown 


in spor’rs secTion 


tem unit is displayed adjoining the fountain. 

Most water systems are sold on an installment 
plan, with no carrying charge for this conveni- 
ence. 

When not busy, store salesmen sometimes drive 
out to call on farmers to whom they have sold a 
water system, to check on how well the equip- 
ment is working. Minor adjustments are made 
at that time. These check-back calls frequently 
help in the sale of other big-ticket items. And 
the farmer-customer will often give the names 
of other people he knows to be interested in 
water systems and related merchandise. 


Rechecks installations 

The small, neat plumbing repair department 
profits from each water system sale. Having 
obtained a water system from the firm, many 
customers remember the store as the place to 
buy repair parts for kitchen and bathroom 
plumbing needs. 

All members of the sales staff are qualified to 
tell farmers how to make minor plumbing re- 
pairs. When a major repair job is needed, the 
customer is referred to a master plumber. 

Of water systems servicing Mr. Butler says, 
“We believe that the most important factors in 
selling running water are knowledge and experi- 
ence. The dealer must know electric water sys- 
tems thoroughly to be sure that the customer 
gets the right unit for his present and future 
needs, and that he has one that is properly in- 
stalled.” 
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L-TONE SATE 


Now many families are fixing up their homes tor 
the holidays. They’re pressed for time — but still 


want to do it right. 


. When it comes to wall paint, Pratt & Lambert 
Solidex gives dealers a big edge. It insures a good 
one-coat job on any wall — even over wall paper. It 
goes on quickly —and dries quickly. There's no 


objectionable odor. 


But when you ve sold Solidex don’t stop. Tell cus- 
tomers about P&L Cellu-Tone Satin — the paint with 


100 lives —in matching or contrasting colors for 


lf you're not now a Pratt & Lambert dealer and 
ore seeking a brighter future for your point depart- 
ment, write: Pratt & Lambert-inc., 75 Tonawanda St., 
Buffalo 7, N. Y. Or in Canada: 254 Courtwright $t., 
Fort Erie, Ontario. 
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Home Owners All 





For the QUICK Holiday Slick-Up 
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woodwork and furniture. You'll add a sale to a sale 


plenty of times. 


And don't stop yet. Ask about the floors. Tell how 
easy it is to refinish them with “61” Floor Varnish, 
applied with a roller standing up. That will mean a 


third sale in many cases. 


Such opportunities for related selling of related 
quality products is just one of many reasons why 
dealers find their greatest profit possibilities in the 


complete Pratt & Lambert line. 
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Customer looks through a catalog in the power tool display section at Coppin Hardware. 


Time Payments Double Tool Sales 


Relocation of power tool section to front of store 


builds traffic and sales for dealer 


Power tools sales at Coppin 
Hardware in Puyallup, Wash., did 


not increase noticeably until owner 


Al Coppin made two important 
changes: 
The power tools section was 


moved to the front of the store. 
Tools were offered on a time pay- 
ment plan. 

These moves doubled power tool 
sales since the first of the vear. 

Power tools are now located im- 
mediately back of the right-front 
display window. 
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Portable tools are displayed on a 
section of wall shelving, with the 
large floor. 
Both displays can easily be seen 
from the sidewalk. 


power tools on the 


Encourages browsing 
Mr. Coppin’s objective, of course, 
was to attract more people and to 
encourage them to browse in the 
power tool section of the store. 
Signs calling attention to Cop- 
pin’s time pay plan featuring low 


down payments are posted where 
prospective customers will see 
them. 

Mr. Coppin believes that, “like 
giftwares for women, power tools 
are a glamor item for men.” 

Mr. Coppin believes that the new 
location of his power tool section 
has encouraged men to come into 
the store and pick up the tools and 
handle them. It is this self-ser- 
vice type of merchandising that 
has contributed directly to a 
doubled sales volume. 
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from Rubberset, leader in brush merchandising — 


TRADEMARK 





2, MORE FIRSTS” 


HANG IT UP! 










@ FortiFieo BRISTLE 


TRADEMARK 


NEW BEST-SELLER! Thisis Rubberset’s research- 
developed blend of Tynex nylon and hog bristle 
that scored an immediate hit with professional 
painters. Now offered in a consumer line. Out- 
performs China bristle in actual tests . . . for all 
paints, including rubber-base! New—and terrific. 
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WALLS | roatves TRADEMARK 
es | wee NEW SALES-SPEEDER! Increases display value 
mee *, of every Fortified Bristle brush 300%! Shaped 
any | + omens plastic “bay window” protects brush, yet it’s easy 
 Ounide to open, inspect, replace. Whole package hangs 


on hook for display. Re-usable by consumer 
as brush-keeper. 


D EA L @ Get a valuable display panel 


(16" x 28") plus 7 hangers—rree with 5% dozen Forti- 
fied Bristle Inspecto-Pak brushes, 7 sizes. $113.34 
retail, 40% discount. Order, with name of your dis- 
tributor—today! 








5 bttig etait. 


RUBBERSET’S MERCHAN 
DISIN 
Costs You Nothing . . » EADERSINP 





. Profi 
IDEAL FOR ren ofits You Plenty 
UDDerser 
SELF-SERVICE paint well aad aghteehes that and make 

Front and back tell how to 6a is designed for hn we 4 Get the thine, pred for you. 

. . . ’ , ,O , 
= right —— sw A an $ why you'll find Rubbers. guaranteed turnover plan at y 
... advantages of Fortifie 4 pad a ©” research, packagin monthly payment plea _ the 
Bristle. Every inch of In- : isplay that sel] more b & you stock withou: ; ales 3 
specto-Pak sells for you! rushes Inquire today! ut investment. 

3 : 
Eee 

















re ubberset CO. Haynes Avenue & Lincoln Highway, Newark 5, N. J. 










Community promotion 





Summer traffic builder 


New England merchants attract old and new customers 


with special community-wide sales days in July 


by Mrs. Gertrude Bozarth, advertising manager 
Eaton Bros. Hardware 


am ot 
Old Greenwich. Conn. 





Our store became interested in promotion of July Sales Days, as a 
member of the newly organized Old Greenwich and Riverside (Conn.) 
susiness Association, and through the firm’s active work on the promo- 
tion committee. 






























With limited time, and a small sum at our disposal we met to formu- 
late our plans. 

“Let’s circus up the town,” one member of the committee suggested. 
“Let’s make the sale a sort of a carnival.” 

After rejecting numerous grandiose ideas which fell just short of 
hiring a herd of elephants we settled down to discuss only those sug- 
gestions which were practical. Balloons, we decided, were colorful and 
cheap, and floating from the fists of an army of small fry they were 
bound to give the two villages a festive air. 


Gifts tied in with store visits 


We had to have music. Luckily the local firemen’s band was willing 
to give an hour-long concert at a fee within our budget. 

Someone said, “Who ever heard of a circus without animals.” Asa 
substitute for the elephants we chose a team of horses, drawing a 
carry-all wagon known as a bargh. An excursion in this vehicle is 
highly prized by local children, and we decided that they should all 
have a free ride. 

Our first thought was that each merchant would distribute balloons 
to children as they visited his store, and that the mothers would have 
to present a sales ticket for a purchase of $1 or more before her child 
would be permitted to ride in the bargh. 

We decided that this commercial! tie-in with the carnival would of- 
fend people. The balloons would be distributed at a parking lot, and 
the rides would be given with no obligations of any kind. 

The committee had to arrange for more prosaic types of promotion 
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such as banners for store win- 
dows, and unified advertising in 
the local newspaper. 

We decided to open our cam- 
paign with teaser stuffers reading, 
“Do you know what 141516 
means? See the July 8 Village 
Gazette for the answer.” 

The teasers were mimeographed 
and distributed to all merchants 
for inclusion with their July 1 
statements, and in packages. 

The sales days were July 14, 
15 and 16, and the advertisements 
appeared in the July 8 issue of 
the local paper. 

The committee, working with a 
highly cooperative newspaper ad- 
vertising manager, was able to 
arrange for a sale issue of the 
paper. 


Ads list sale specials 


On the first page, in addition 
to a news story, we had a heading, 
Hi Neighbor! Hello Stranger! 
Across the bottom of the page in 


bold type was another banner 


reading: Old Greenwich-Riverside 
Sales Days, July 14-16. 

At the top of the inside pages, 
where the individual merchants’ 
ads appeared, we repeated “Hi 
Neighbor! Hello Stranger!” We 
added, “Let’s get acquainted” and 
indicated the dates of the sales 
days. The banner used at the bot- 
tom of the pages on which the 
sales days offerings were adver- 
tised carried the name of the mer- 
chants’ group. 

Most merchants used their ad- 
vertising space to list sale items 
and their prices. These individual 
ads were in groups large enough 
to be impressive, but were inter- 
spersed with news items. 

The association paid a nominal 
fee to the newspaper for the head- 
ings and footings, with each mer- 
chant paying for whatever space 
he used for his own message. 

The committee believes that the 
sale should not be held to produce 
immediate profit, but to make the 
buying public aware of us as a 
group of merchants. This is im- 
portant because we are in an area 
where competition is keen. 


We are located in southern Con- 
necticut in a home-owner section 
with a large percentage of the 
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wage earners working in New 
York City. The combined popula- 
tion of Old Greenwich and River- 
side is about 11,000 with the 
former being slightly larger than 
the latter. Old Greenwich has the 
area’s main shopping center. 

Our merchant group is a small 
one in comparison to those in sev- 
eral large shopping areas located 
within convenient driving dis- 
tance. And most of the large New 
York City department and spe- 
cialty stores deliver in our dis- 
trict free of charge. 

In a letter to store owners the 
committee asked that merchandise 
offered for the sales days be sea- 
sonable items having good value. 
Sefore deciding what we would 
offer in our store we talked with 
the other hardware dealer in 
town. To increase traffic for both 
stores we varied our lists, so that 
only a few of the same type sale 
articles could be purchased in 
both stores. 
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Most merchants offered their 
sale items at sharply reduced 
prices with little or no profit. 

After completion of the sale the 
promotion committee sent queries 
to a representative number of 
merchants asking for a_ report. 
Most store owners reported in- 
creased business during the 
event. Many attributed this up- 
swing directly to the appeal of 
their sale offerings. One or two 
dealers, however, reported that 
while business had been brisk 
their customers did not buy the 
marked-down items. 


Builds store traffic 


We believe this proves that, 
whether or not he moves sale mer- 
chandise, every merchant benefits 
from increased traffic. 

In our own store we offered as 
sale items a variety of outdoor 
grills, picnic jugs and coolers. We 


(Continued on page 133) 
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Another 
Fuli Page 


Promotes MALL Tools 
for Christmas Gifts 


A full-page, two color ad will run in ““The 
Shroom me. Evening Post’’ November 26. 
Millions of readers—your potential cus- 
tomers—-will know that MALL Tools are 
ideal Christmas Gifts for the man in the 
family. The low-cost tools shown below 
will be specially promoted as basic tools 
with which to start a home workshop. This 
ad will bring you--as a MALL Dealer—a 
surge of traffic. 


3 New MALL Tools for 
Every Home Shop 


22-Pc. Home Economy Kit 
Model 1000418 


Complete Drill Kit 
features high- 
speed electric 
drill with 
geared chuck 
and ball 
bearings. 
Handles 
such jobs 
as drilling, 
sanding, 
polishing, 
and stirring 
paint. Powers 

many other attachments. 


6%" Circular Saw Model 65 


High-speed power saw. Cuts 


almost any building 
Se" 


ma terial—wood, 
Masonite, sheet 
*, , 
Versatile Router 
Medel ER 250 


metal. Compact, 
Kasy-to-use! Makes 


lightweight con- 
struction permits 
clean, uniform cuts. 
Used for dove- 


fatigue-free, 
one-hand operation. 

tailing, carving, 

shaping, grooving 


Also for dado cuts 

and joints, relief work 
plaques, rabbet cuts and 
joints, and mortise and tenon joints. 


Earn Big Profits—Sell MALL Tools 


These are just 3 in MALL’S complete line of fine 
quality Power Tools for the “Do-It-Yourself” 
market. You can easily sell the MALL “full profit 
line’ to this ever-growing market. Find out to- 
day how you can earn Big Profits with a MALL 
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Dealership. Mail coupon below or phone the 
MALL office today 

ee 
' POWER T ' 
7702 Seuth Chicago Ave., Chicage 19, filinois 
; Send me complete details about MALL 1 
t Dealership opportunities. ! 
' ' 
1 Name nate ! 
! ' 
5 Firm satin a wien @ 
! ! 
§ Address. iciniaihietiiads i 
! ! 
' HT-1s2 4 
il eal ne ie a ee eee 
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Plastic ceiling modernizes the main 


1406 St. Denis St. 
sprinklers 


wore 
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12-Month Toy Display 


Visitors to the Weise & Kuhl- 
mann, Inc., hardware store in Lester 
Prairie, Minn., see the firm’s 18-ft 
long toy display throughout the 
year. Located in the basement, the 
unit comprises three _ step - back 
shelves topped with linoleum. Much 
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iPnec 


~~ 


ncreasing light OUTDI > Onag 










 -_ rs Cc ; ; 
Aor r rn r= rreac | + a) wt 
u © / er L/OVC Co LTO or 
@ ry 
| j r rrtinry weer ry ¢ nrg 
a ce e = eQ g D pes g 
ry a nr ata ct r a | ~~? rr ar hor am | a2 
A 4 - ¥ A 


Builds Store Traffic 


of the lower shelf is devoted toe 
higher-priced wheel toys. 

Despite the fact that the store 
is in a town of 500 population peo 
ple from miles around visit the toy 
section throughout the year for 
birthday items for youngsters. 
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SET No. H-97. Four high 
speed drills, 5¢” to 4 ",all 
with \4" shank, for nes in 
a metal or wood. Steel con- 
é/ tainer with slide cover. 


SET No. H-14. Five 
drills, 44” to 44", all with 
\4 6° shank. These are spe- 
cial woodworking drills, 
but they also can used 
in soft metals. 











to display 
ND Drills 
st-Selling 














SET No. H-57. High Speed 
(Set No. H-26, Carbon). 
Eight drills, 4%” to %%”. 
Plastic container, with 
drill sizes plainly marked. 


SET No. H-13. Bit-stock 
carbon steel drills, for 
use in metal or wood. 
Clear plastic case; drills 
always in full view. Nine 
sizes, i” to 24 
















SET No. H-271. Seven 
high speed, short length 
drills — by” to 4” by 
42nds. Container is a 
clear plastic cylinder 
with screw cap. 


SET No. H-374. High 
Speed (Set No. H-174, 
Carbon). C ontains 21 
drills, from 4" to *4” by 
G4ths. Sturdy steel con- 
tainer with hinged lid. 








FARMER © HOME OWNER e ELECTRICIAN ® Less chance of drills being lost or mis- 
























































REPAIRMAN ¢ MACHINIST e HANDY MAN placed. 
HOBBYIST @ SERVICE MAN e MECHANIC ® Each set contains C@eeland Drills, 
Everyone who buys drills is a good prospect famous for high quality and dependable 
for C@veland Drill Sets. These sets have performance. 
many advantages, such as— That’s why it pays to display C@eelaad Drill 
© A range of sizes for every type of work. Sets for steady profits all year ‘round. Six of 
© Always the right drill on hand for the job. the popular numbers are shown here. There 
¢ Compact, good looking containers keep are many others. Ask your Hardware Jobber 
drills neatly in place. for information on the complete line. 
THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 











piconet «SEO Dolles 2 + Sem Francisco S + Los Angeles 58 
E. P. Barres, Ltd, Loaden W. 3, England 
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INTRODUCING 


Foam aso Coutily 


PINK AND COPPER 











It's the “glowing look” 
for the American home! 
Cheery, warm pink 
and bright. gleaming 
a copper combine for a 


beautiful effect. 
Available in complete 
size range of knobs 
and pulls. and hinges. 
Pulls and knobs 
available in either 
pink with copper 
backplates or copper 
on copper a ce 














Free Samples 
Upon Request 






























































Bridal Announcements 


Are Leads for Gift Sales 











Giftwares and housewares for 
brides are promoted by Jewett City 
(Conn.) Hardware Co. with a two- 
point program: A congratulatory 
card to the bride, and maintenance 
of a bride’s gift book in the store. 

As soon as an engagement is an- 
nounced a special card is mailed to 
the bride inviting her to visit the 
store for a special gift and to in- 
spect the giftwares and house- 
wares departments. The special! 
gift currently is a cook book. 

Most of the customers are 
known to the store’s personnel so 
when friends of the bride or 
groom shop for gifts the bride’s 
book is consulted. Gift purchases 
are listed and sales people can 
suggest gifts not previously pur- 
chased to prevent duplications. 
Both angles of the promotion 
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have been successful in building 
volume for giftwares and house- 
wares for gift giving. 





Dealer's Retirement 
Announced in Ad 

When A. L. Kommers of Antigo, 
Wis.. well known for his un- 
usual advertising and merchandis- 
ing ideas, decided to turn manage- 
ment of the business over to his 
son, a special sale was held for four 
days to mark the event. 

The change of management co- 
incided with the firm’s 40th anni- 
versary. 

Housewares, wheel goods, do-it- 
yourself equipment and garden 
items were among the specials of- 
fered. A five column by l1l-in. ad 
announced the anniversary sale 
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and the semi-retirement of Mr. 
Kommers. 

The four-day celebration was 
stressed as being four days of bar- 
gains, and the ad pointed out that 
“Dad is going to take life a little 
easier and I am going to work 
harder.” 

Elsewhere the ad had a note 
signed by Bob Kommers, part of 
which read: “I, in taking over 
management of the store, shall try 
to serve you well, by keeping up 
with the modern trend and latest 
in merchandise at low prices. Stop 
in when in town, see what we have 
to offer or for a chat. Dad will still 
be around to tell you the weather 
for any day the past 40 years.” 

The reference to the weather re- 
lates to information tabulated by 
Mr. Kommers, Sr., including facts 
as to weather, business conditions, 
and personal reactions for each 
business day. 


Quick-Service Signs 
Aid Impulse Sales 


Although Westphal’s, Manito- 
woc, Wis., has not attempted te 
make its store a true quick-service 
operation, signs inviting customers 
to help yourself are used through- 
out the store. 

To promote that idea two signs 
are in the gift section reading, 
“For quick service, help yourself. 
Take your selection to the service 
counter.” 

The store’s cash-wrap table car: 
ries a large quick-service counter 
sign. Use of these help yourself 
signs has increased the number of 
sales made without the assistance 
of a sales clerk. 

Impulse sales have been in- 
creased by these suggestion signs. 
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DO-IT~YOURSELFERS 





ALS FOR 


SAL-MO ASBESTOS 


Paper and Board 


in Quick-Sale 


Household Size Packages 
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And this is the twin profit 
item—Sal-Mo Asbestos Panels. 
16 pieces of ready-cut Asbestos 
Millboard—'4” thick, 24” 
36”, put up in a compact, self- 
serve carton. 














There's a big sale for both items ane 


in every hardware store. Order 
NOW from your jobber. 











This is the now-famous 12 ft. 
roll in display carton which 
took Asbestos Paper out of 
the basement, put it on the 
main floor and freed hardware 
dealers from the time-wasting 
task of measuring, cutting and 
wrapping this indispensable 
fireproofing and insulating 
material. 
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Demonstration selling 





3-point plan to sell space heaters 


Put a demonstrator up front in your store; install 
stovepipe and elbows to show draft needs; wipe 


off inside of door to show clean burning features 


No soot demonstration heips se// o1/ space heaters. 
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Here is a three point program 
to boost volume on oil Space heat- 
ers in the selling weeks directly 
ahead: 

1. Display a heater in the front 
of the store, near your major traf- 
fic aisle. 

2. Install stovepipe and elbows 
from the heater along the ceiling 
to the front of the window area, 
with the end of the _ stovepipe 
turned down, not up, to demon- 
strate that heaters will operate 
without much draft. 

3. Wipe off the inside of the 
front with a clean cloth, after the 
flame is shut off, to demonstrate 
that the oil burns without a soot 
deposit. 

This is a proven sales program 
used by Gates Hardware, in Inde- 
pendence, Iowa, and the display 
and demonstrations do lead to 
sales. Don Fisher, and his son Don 
Fisher, Jr., acknowledge that the 
display may not harmonize with 
the store’s decorations, or with 
nearby displays, but for the few 
selling weeks in the fall the added 
sales value is worth the temporary 
inconvenience. 

“Prospects like to watch a stove 
in operation, so we keep the dem- 
onstrator burner going most of 
the day,” the Fishers explain. 

“It doesn’t need much draft,” is 
a frequent comment from custom- 
ers, who the Fishers report in- 
spect the stovepipe. The store 
salesman explains that the installa- 
tion is for demonstration purposes 
only, and that an outside installa- 
tion is recommended when the 
burner is used in the home. 
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1 For Applying plastic 
laminates like Mica 
clamps or presses! 


2 For installing plywood 
paneling without nails! 


3 1001 other uses around 


Industrial uses, too! 





PENS 3 NEW MARKETS FOR youl 


rta without 


7 FAST. 


CANS 
Pints 
Quarts 
! gallon 

5 gallons 


BOTTLES 








home, garage, shop! 


Weldwood 

PRESTO-SET* GLUE! 

First white glue worthy 

of the Weldwood name. 

Ready-to-use . . . sets fast 
.. bonds like magic. 









Weldwood 

PLASTIC RESIN GLUE 
America's fastest selling 
wood glue. Highly water- 
resistant. Makes joints 
stronger than wood. 





World's Largest Plywood Organization 
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TUBES 
1% Ounce 
tube 
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SELLING SIZES! Order Now! 


%4 ounce bo 
With age 
3 ounce bottle 
with brush 


WELDWOOD CONTACT CEMENT 
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BONDS INSTANTLY 
ON CONTACT 
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Backed by 
Biggest Ad Drive 
in Glue History! 
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FIRZITE® 
WHITE — for woodsy 
blond or pickled finishes 


on any wood; or an un- 9 


dercoat. Helps prevent 
grain raise and checking. 


CLEAR—to tame unsight! 
wild grain on all soft 
woods. 


SATINLAC® 

Brings out and preserves 
the natural beauty of 
any wood. Ready for 
second coat in 3 or 4 
hours. 
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Promote Housewares 
For Thanksgiving 


If you would sell more house- 
wares at Thanksgiving-time, a va- 
riety of items may be advertised to 


pull traffic and create profitable 
sales. 
Items priced at less than $1 


should be included to sweeten the 
stock, with merchandise running 
considerably higher to really boost 
volume. 

The J. G. De Prez Co. in Shelby- 
ville, Ind., advertises the idea of 
celebrating Thanksgiving, and then 
ties in a variety of merchandise of 
interest to celebrants. 

A four-column by 20-in. ad for 
last Thanksgiving 
quarter of the space to a drawing 
of a family at the festive board. 
In part the ad read: 
De Prez’ today—and stock up on 
all the wonderful decorating, pre- 
paring and items 
need to make this Thanksgiving 
Day's fete the grandest ever. Yes, 
come on in and look over our fine 


devoted one- 


“Come to 


serving you'll 


displays of sure winners for bright- 
ening Thanksgiving dinners 

then pick out the things you'll need 
to really ‘do up’ your big feast this 
year!” 

The balance of the ad featured 
items priced from 27¢ to $6.95 for 
a four-place service of dinnerware. 
Some items were at special prices, 
others featured at regular 
levels. illustrated 
item or group of items with selling 
prices in large type, accompanied 
by other descriptive copy. 


were 


Drawings each 


Repainting Your Store 
Increases Paint Sales 


Many hardware dealers use the 
painted surfaces in their stores as 
a reminder to customers of the 
variety of finishes they offer. 

To sell more paint, use the idea 
in your store. 
Be certain that the finish is al- 


ways in good condition. Repaint 
at least once each year. 
Customers visiting your store 


while the process is on, will look 
at the newly finished surfaces and 
inquire as to what shades you use, 
and what type of paint is applied. 

A change in the color sets the 
stage for many queries on paint. 
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TOOLS for 


homecraftsmen 
Tale! 
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WHITE STREET, NEW -YORK 









"Wrapping Up" 


HOLIDAY SALES 


Standard Drill Sets increase Christmas and year ’round profits 








Everyone who has a portable electric drill—or is receiv- 
ing one this Christmas—is a potential gift customer for 
Standard Drill Sets. 

Attractive Christmas wrappers, easily slipped on or off, 
give these year ‘round best sellers special holiday sales 
appeal. 

Ask your distributor's salesmen for a stock of Standard 
Drill Sets TODAY’ 
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Here’s a metalworking set — 


to satisfy every user - 


For Metalcraft, Set No. 45. Five high speed 
steel drills with %” shank to fit portable elec- 
tric drills. Sizes: %”, %&", %”, Ke”, 4%”. Pack- 
aged in plastic box with Christmas sleeve. 
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Thirteen profits : “ey ra 
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with every sale N 
























For the handyman, Set S-13. 
Thirteen high speed steel drills 
for portable or bench power 
tools. Sizes: a”, 4a”, Ar”, he”, Ye”, J 
%,”. ey”. 4,” %,”". 14,” ae 4,” 

V4". Packaged in plastic covered 


—— 
box with Christmas sleeve. s \ \ \ \ \ \ \ 


\7 ~wopanDp foot ia 


<4 These popular sets 
move fast! 


For Woodcraft, Set No. 14. Five 
carbonsteel, wood boring drills 
with %” shank to fit portable 
electric drills. Sizes: %",%&".%”", 
“es”, 4". Packaged in plastic cov- 
ered box with Christmas sleeve 











TAN DARD 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 








FACTORY BRANCHES IN: NEW YORK «© DETROIT « CHICAGO «© DALLAS © SAN FRANCISCO 








THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Catters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 








EXTRA PROFITS 
and 
INCREASED 







with the new 


Seymour Smitn 


garden tool program 


for 1956 


Window Tells Duck Hunting Story 

























— complete ‘‘Snap-Cut"’ 
Garden Shear line. Nine dif- 
ferent tools all carrying the 
well known ‘‘Snap-Cut"’ name 
that means quality and per- 
formance to everybody. 



































—62% PROFIT, 
No. 100 Garden Shear De- 
partment. You can select 
your own assortment. 
Contains free goods and free 
display. 

















Ask your jobber salesman 
for full information. 


Seymour Smitn 















SEYMOUR SMITH & SON, INC. 
2711 Main St.. Ockville, Conn 


Sales Reps: John H. Graham & Co., Inc 
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In Hunting Lodge Atmosphere Scene 


With just enough atmosphere suggesting a hunting lodge, this window at Oft's 
in Santa Barbara, Calif., showed a wide range of clothing, guns, ammunition 
used by duck hunting fans. Grass mat, logs in background and a manikin in 
hunting garb helped give the proper setting 





Concealed Storage Unit Saves Time 


Wy See 





aeeee* 


*“*eer7 ee * 





A 31/5-4+ wide storage unit in back of the two sidewalls at Boulevard 
Hardware at 1424 Westwood Bivd. in Los Angeles saves many footsteps and 
much time for the staff of the store. Those portions of the units, visibie 
through doorways into the display room, are as neatly arranged as the 
regular display units. Each of the two concealed storage units hos a small 
bench and vise for simple repair and maintenance jobs. 
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AT ANY SPRAY 


Exclusive ‘Green Trigger” 
instantly locks Aquo-Gun 
at desired spray 
position 


EXCLUSIVE - 


“GREEN TRIGGER” 


ISTHE : 
: DIFFERENCE' 

RELEASE : 425 1g 

FROM ANY SPRAY mie 





A squeeze of the handle 
automatically releases the 


“Tastoece” = RESET with MELNOR'S Brand Ne 
TO ANY SPRAY 


A flick of “Green Trigger” 
instantly changes spray 
from off to pre-set 7 
spray position 


MOSSE NOZZLE 


We'd like to introduce you to the newest mem- 
ber of the Melnor family . . . the Aqua-Gun Hose 
Nozzle! Just grip it and you get any one of 

















100 spray positions from fine mist through full 
stream. Once you've shaken hands with the 
Aqua-Gun yourself you'll see why it’s a sure 
thing to up your garden volume this season! 





Hundreds of thousands of customers will shake hands with Aqua-Gun 
in Melnor’s exciting new display box... it invites action and gets it! 


MELNOR merat propucts co., INC. - 10-40 45th Avenue + Long Island City 1, N. Y 
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Easy 
To 
Sell 









FOR WINDOWS and DOORS 


It’s good business to feature the 
National line of fast-moving 
products. That’s because more 
and more builders are finding 
out they can give their buyers 
more house for the money by 
installing National Weather- 
stripping. Too, they know 
National is easy to install and 
costs only a few dollars extra per 
house, yet adds hundreds of 
dollars in building value. 

And you'll find a big, ready- 
made “‘do-it-yourself’’ market for 
all National's wane They're 
attractively packaged, come com- 
pletely machined and punched, 
and all fastenings are included 
for simple installation. 


It's good business to sell 
the complete National line: 


® WEATHERSTRIPPING «+ Thresholds -« 
Spring Bronze « Metal and Felt Sweeps 
* Door and Window Sets 


® SPECIAL ROLLED MOLDINGS 
%& BINDING AND EDGING 


TRIPL-TITE ALUMINUM SIDING 
Write today for complete details 





NATIONAL METAL 
PRODUCTS COMPANY 


2 Gateway Center 
Pittsburgh, Pa. 


How Kansas Dealer Sells Toys All Year 














gym set for youngsters’ use, and a 
complete stock of sports equipment 
are among the features of the 
Christmas merchandising effort. 
A front window, 45 ft long, pro- 
vides an ideal display area to at- 
tract Christmas shoppers’ atten- 
tion. Toys and gift items for the 
whole family are prominently fea- 
tured. It requires a week’s work 
to decorate it. 
Extra window 
provided by narrow 
shelving with 2-in. molding along 
the edge. This shelving is installed 
to form a backdrop for the window. 


display space is 


graduated 


(Continued from page 106) 


On the shelves are placed such 


items as push-pull toys, wind-ups, 
and small wheel goods. These toys 
catch the eve of a customer enter- 
ing either of the two front doors. 
Mr. Reusch points out that many 
toys have to be explained or op- 
erated for prospective customers. 
“A demonstration often 
ed to clinch the sale,” 
Women customers frequently like 
through the 
parts of the store. 
cordially 


is need- 


he asserts. 


various 

Such custom- 
invited to look 
salesman is nearby 


To browse 


ers are 
around, but a 


to answer questions. 





Old Fashioned Holiday Window Trim 






















































































This window at Noonon Hardware Co. 
shoppers. The old fashioned theme re 


f _ 
fo nearby windows thot featured Unr 
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ARE YOU READY 


THE MARKET IS READY 


@ @ @ with the diggest fall and pre-Christmas 
power tool buying season in history! 


DELTA IS READY 





® @ @ with the biggest national advertising 


ever put behind any power tool! 


with the right tool for every prospect— 
from the most complete line on the 
market! 


with all the merchandising and point- 
of-sale selling helps vou need to really 
cash-in! 























DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 





DELTA QUALITY COSTS NO MORE 
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Are you ready for your greatest power tool 
profit opportunity? Have you got Delta 
tools in stock? Have you ordered Delta 
selling helps to channel national advertis- 
ing selling power into your store? If not, 
talk to your jobber man-—today! If you 
don’t know his name, send the coupon 
now! 


680L North Lexington Avenue, Pittsburgh 8, Pa. 


selling helps. 


Give me the name of my necrest Delta Jobber. 
Name Title 
Compony 
Address 


City County Stote_ 


ee oe 


nr —_— we eee ne - 2 ——_ mame 


Delta Power Tool Division, Rockwell Monufacturing Co. 


Give me all the facts on Delta's big “MAKE UP YOUR OWN 
MIND” selling campaign, including order blank for point-of-sale 
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Santa plus Photos 
—an effective traffic puller 














A store Santa and a photographer can be combined 


° - e . . 4 
to make a very worthwhile holiday promotion. This sign at the front of the store 
J promotes the photo and Santo 


Here is how two stores put on this program. deo! 





Mrs. Ruemler looks over a display of photos that are posted 
in the store. 


A photograph of a youngster 
sitting on Santa’s knee still has 
a strong appeal to millions of 
youngsters ... and their parents. 

Having a Santa in the store, 
and facilities for taking pictures 
of youngsters visiting him, is an 
effective traffic pulling device. It 
helps attract not only youngsters 













—~who are good customers at 
Christmas—it also brings in par- 













ents who are thus exposed to your 
displays. 

There are various methods of 
handling the “photo with Santa” 
promotion. Here are two different 
ways it was handled last year. 

Ruemler’s Hardware, Reynolds, 
Ind.. uses this promotion each 
Christmas. They do not charge 
for the photographs. Mrs. Mary 
Ruemler takes the photographs 
with her own flash camera when 
Santa is in the store on two 
Saturdays and evenings before 
Christmas. 

A collection of the photos are 
posted in the store to encourage 
other parents to bring their chil- 
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Color Selector— permanent 
page-by-page type, a com- 
plete selling story for every 
one of the Acme lines. Shows 
all standard colors and hun- 
dreds of intermixtures with 
mixing formulas. Mounts on 
the wall or your paint shelv- 
ing. Counter-type also avail- 
able—takes only 10 x 20 
inches of space. Durable 
steel construction. A silent 
salesman—customers will 
sell themselves during rush 
periods. 


ACME QUALITY PAINTS, INC. 


Enjoy greater profits... 


Acme’s new COLOR SELLING CENTER builds sales 


| oorSiyle yn HOME 





PARADE 
of modern colors 











Acme Tinting Colors—96 
tubes of 8 colors, included 
with your Color Selling 
Center package, make 
Sanmdiendie of saleable 
colors. Foolproof color- 
poe ... your Color 
Selector shows exactly 
how colors can be com- 
bined into color harmony. 


Detroit 11, Michigan 


Ask your Acme jobber or send coupon » 
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Color Chips—432 in a 
carton, indexed by color 











A complete 
color-planning department 
in just 10x 20 inches! 


Everything you need to sell color is wrapped 
up neatly in Acme’s exclusive, new Color 
Selling Center Package. 


It’s a whole planning department . . . puts 
you in the color-mixing business at a minimum 
of cost and in very little space. Hundreds of 
colors, with no additional paint inventory. 
Exclusive Acme Color Harmony system 
eliminates guesswork! 


Your complete package includes: 


@ Big, all-new, permanent Color Selector 
wall- or counter-type. 


@ Full set of Acme Tinting Colors—96 
tubes of 8 Acme Tinting Colors in \ -oz., 
l-oz., and 2-oz. size. 


@ Color chips—432 of them, for the 72 
intermix colors in Odorless Alkyd Flat 
Enamel and Odorless Alkyd Semi-Gloss. 


@ Full-color post cards featuring the 
Color Selector—50 cards for sending to 
your customers. 


Get the whole story on Acme’s new Color 
Selling Center from your Acme jobber, or 
send the coupon below. 
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Full-Color Post Cards——50 





for Acme Odorless Alkyd of them, ferturing the 
Flat Enamel and Odorless Color Selector—excellent 
Alkyd Semi-Gloss. Color- for mailing to your 
chip replacements free. customers. 
r — ————- er Sem ee me ne — ae ae ae ae oe ae ee ao a « 
Acme Quality Paints, inc. | 
| Merchandising Dept. 3-115 | 
’ Detroit 11, Michigan | 
Please be sure | get all the facts on the exclusive new Acme 7 
7 Color Selling Center and Acme Qvality Paints right away. 
| NAME cininiieasiiameateouibemmnass: 
| ADDRESS siscemeialciiit ia ia 
| CITY ZONE STATE | 
L eee ae a esa ssa esses a ee eee — satin 








Santa sits in a sleigh 
while children visit him. 
They can have their 
photos taken with him, 
if they desire. 


dren when Santa is in the store. 
Extra prints of the pictures are 
given to the parents without cost. 

Youngsters, whose photos are on 
display also bring in their young 
friends to see the pictures. This 
sets the stage for other children to 
bring their parents to the store so 
that their photos may be taken 
with Santa. 

Mrs. Ruemler takes about 200 
photos each season at a total cost 
of about $35. 

Ruemler’s feels strongly that 
this promotion has helped im- 
prove traffic and sales. It has 
particularly helped sales volume 
in toys. 


Pulls traffic all year 


The interest in toys which this 
Christmas promotion builds car- 
ries on through the year and toys 
are now displayed on a 
‘round basis. 

R. R. Allen & Son in Suffolk, 
Va., also uses the photo promotion 
at Christmas. The store arranges 


year 


130 


with a local photographer to take 
the photos. ‘The photographer 
charges $1 for a picture of a 
youngster sitting in a sleigh with 
Santa. 

Since the promotion also helps 
publicize the photographer's 
name, he gives the store a smal! 
commission on each photo. 

Santa is in the store for four 
weeks on Friday nights and 
Saturday. The photo arrange- 
ment is promoted by photos in the 
store, and by mentioning it in the 
store’s radio program. The photo 
arrangement is tied in with toy 
promotions directed to young- 
sters. In addition, Santa reads 
over the radio letters sent to him 
by youngsters and invites them 
to come to the Allen store to see 
him. 

Robert Allen is convinced that 
the photo and Santa promotion 
has paid off. It brings many fami- 
lies into the store where the gift 
displavs appeal to the parents as 
well as the youngsters. 

Toy business last year ran con- 





siderably higher than the previ- 
ous year when the Santa and 
photo promotion was not used, ac- 


cording to Mr. Allen. 


Attracts families 


Mr. Allen says of this promo- 
tional idea, “It brings many fami- 
lies into the store, and while here 
they look over our extensive toy 
We were the only store 
in the area to have a live Santa 
Claus in 1954, and it paid off.” 

Throughout the entire Christ- 
mas merchandising both 
adults and youngsters are attracted 
to the store by a large canvas sign 
across the front of the store with 
red and black lettering inviting all 
passersby to “Visit our toyland.” 
Well-rounded stocks of toys yield 
many purchases in good volume. 


displays. 


season, 


Another way to capitalize on a 
Santa and photo promotion is to 
get the local newspaper to tie in 
with a photo contest. Your news- 
paper would select the best photos 
and publish a few of them each 
edition. 
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a . fistful of power a 


Your Display sells more for you! Literature pocket 

holds full line stuffers on other Thor SpeedTools. 

You take the orders .. 
‘ immediately. 


. your jobber delivers tools 


7 
- > j 


— « ~ - - J 7 - 
GIFT ASSORTMENT °-40 
You buy only: 
=995 Saw attachment a 
2 =201J) '«"" SpeedDrills @19.95 .$39.90 
2 =201JS SpeedDrill Kits @34.95 $69.90 


You sell for $119.75 
You pay only 79.75 
You make... » Pi / ais 
j 
a ) profit 





& 


"Lol SMe [-) ae! 


free literature —free gift packaging 
free banners with SpeedWay’s smashing. 


” 
Get this brilliant fluorescent completely assembled counter 


display with changeable promotion cards for Xmas, Father s 
Day, etc., absolutely FREE 


A SURE SALES MAKER! 





» a |. 
| 
pty 


Sic Oiithe are PACKAGED! 
Just what you've been asking for. 
gift card... 


« complete with 
. Ready to put under the Christmas Tree! 


EE FOU?2 JO8SR NOVY! 


wy 

































SHARON 
HATCHES TWO NEW 
ASSORTMENTS 





“ 


SZ 









v: 

. . « bringing the complete line of 

SHARON REFILLABLE FASTENER 
ASSORTMENTS TO 72! 


Over 1000 sizes of the most wanted 
auts, screws and bolts ... in just 
14 feet of shelf space! 


SHARON ASSORTMENT O8M-920 
OVAL HEAD BRASS MACHINE 
SCREWS AND NUTS 


* 920 pieces... 12 sizes of screws 
from 6/32x¥% te ‘/4-20x! . . 
with 4 sizes of nuts to fit 










SHARON ASSORTMENT OBW-960 
OVAL HEAD BRASS WOOD SCREWS 


* 960 pieces in 15 sizes from 
#4 to 12 dia., 'f to I'/ long. 
ORDER FROM YOUR JOBBER OR DIRECT 
EACH SHARON ASSORTMENT IS 
A COMPLETE DEPARTMENT IN ITSELF! 









































a 
Shanone Gt and Scheu! Co 





NORWOOD, MASS. 



























Features Stove 





and Furnace Parts 











Neatness and variety made this window featuring stove and furnace ports. 
o traffic-stopper for Zweck Wollenburg Co. in Beaver Dam, Wis. Stoves 
furnace filters, pipe, stovepipe, oi! cans, coal buckets, axes and other tools 
were displayed in the window with a panel bockground 





Outdoor Display Promotes Tubs 


ia as in 


A woman inquires about a galvanized tub displayed in front of store. 


Outdoor displays are success- 
fully used by many hardware deal- 
ers to promote sale of a wile va- 
riety of merchandise. In Tallulah, 
Ala., Stewart-Owens Co., shows a 
gaivanized tub on display on ite 
sidewalk much of the year 

The outdoor displays sell about 
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20 of these tubs in a year, at $9.95, 
according to Kirby Erwin, assis- 
tant manager of the company. He 
says, “We sell a few tubs to farm- 
ers and ranchers living away from 
power and water lines, but the 
greatest demand is for men living 
in lumber camps.” 


1955 





Summer Traffic Builder 
Promotional Idea 


(Continued from page 115) 


felt that the season was still 
young enough to make this type 
of merchandise appealing. 

We were satisfied with the re- 
sults. Our volume increased 
during the sales days, and this 
increase represented, almost ex- 
actly, the return from sale mer- 
chandise. 

Though our regular customers 
were responsible for the success 
of our sale, our window display 
attracted some passers-by. The 
newspaper advertisement brought 
in a number of bargain hunters. 


We learned much from this 
first effort, and expect to re- 
peat the sale next year. Although 
no definite plans have been for- 
mulated for the promotion, we 
like the circus theme. It lends 
itself to growth. 


A parade would be a suitable 
addition as would colorful street 
banners. It is possible that, even- 
tually, we can make Sales Days 
memorable ones for all the resi- 
dents. We also like the idea of 
giving something to those who 
have patronized us so loyally. 

We believe that, in the face 
of present-day competition every 
hardware dealer might find it 
profitable to join forces with 
other independent merchants in 
his town. As part of a group he 
can work to let the buying public 
know that these merchants are 
wide awake. 





HARDWARE HUMOR 














We have educational toys 


saes. How old is the boys tather? 
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BONUS RE-FILL FOR YOUR 
DISPLAY BOARDS & RACKS! 


to 
help you Make more mon 
ey: 


12 assorted 
=> FULL 


you get 



















































UNBREAKABLE 
AMBER 


Here's o bonus offer that 
can’t be beat! Fill your racks and 
boords with Fuller screw drivers and 
get a bonus worth $4.90 for 
yourself! They sell themselves and 
you rake in the protits (as 
well as the bonwus!). Don’t 
delay—act today. 


here’s what you get: 
50 Fuller deluxe ground blade 
screw drivers... retail list $21 .0O0 









1 2 FREE rutier deluxe ground 
blade screw drivers ...retail lis? 4.90 


TOTAL RETAIL VALUE 25.90 
DEALER COST. 14.00 
DEALER PROFIT. 11.90 


over 85% markup! 


#100R packed in one carton (62 drivers) Shpg. wt. 8% Ibs. 


Remember, you can’t do business from 
an empty rock—keep yours full of 
Fuller's Screw Drivers. 


Order through your wholesaler today! 


ULLER # 


TOOL COMPANY, INC. 
3522 Webster Avenue, New York 67 




















How to promote credit sales 





largest in the state, and has thou- 
sands of items openly displayed 
for self-service. 

“With the Club plan we are 
able to write this impulse busi- 
ness at once. The customer has 
the merchandise immediately, and 
we have the extra business, so 
both of us are satisfied.” 








(Continued from page 97) 


Gus Sozanski says, “The Club 
plan also enables us to sell sea- 
which the cus- 
tomer may have an intense inter- 


sonal goods in 
est today, but possibly not tomor- 
row. 

“For instance, one hot day last 
summer, a family shopped our 
store and purchased several jtems. 


S 


ore VISE-GRIPS will be 
found under More Christmas 
trees this year than 

ever before! 


Sparkling Christmas ads in Saturday Evening Post, 
Collier's, Popular Science, Popular Mechanics, Farm 
Journal, and Capper’s Farmer are just part of 


the reason your customers will be buying more 
Vise-Grips for gifts this Christmas. 


For Vise-Grip will be featured in the FAMILY GIFT 
CENTER Christmas promotion — in thousands of 
hardware stores all over the country! Featured as 

the “World's Handiest Do-It-Yourself Tool!” 


Make your Christmas displays better than ever 
this year. Then make them even more appealing by 
placing Vise-Grip out in front! 


PETERSEN MFG. CO., Dept. HA-11, DeWitt, Nebr. 
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ihey began 


pool that 


inspecting a plastic 
retails for $7.95. The 
family did not have the cash with 
them to make this purchase, but 
it was obvious that the members 
wanted the plastic pool. The Club 
plan enabled them to make the 
purchase immediately. 

“Another advantage of the plan 
is that it sells the more expensive 
items. The purchases can be 
planned to be paid out over sev- 
eral pay periods, so customers will 
purchase the higher 
chandise. 


priced mer- 


“The idea appeals especially to 
women who operate their house- 
If the woman 
pays cash the purchase probably 
If the 
woman uses the charge plan the 


holds on a budget. 
comes out of the budget. 


husband generally pays the bills.” 
Mr. Sozanski keeps a close check 
on accounts receivable through a 
master sheet which is made up 
each month. 
This sheet includes the name of 
customer, listed alphabeti- 


cally. It shows the amount of cur- 


each 


rent bill due, and the amount of 
account that is 30, 60, 90 
days and 


each 
beyond 90 days. Mr. 
quickly check his 
master statement and check the 
condition of his receivables. 


Sozanski can 





Key Appliance Promotion 


(Continued from page 99) 


complaints are of a type that can 
be handled by making a suggestion 
to the customer. I inquire about 
the trouble, suggest the remedy, 
and then hold the phone until the 
customer has carried out my in- 
structions. In many instances the 
fault is that the appliance has not 
been properly plugged into the 
line.”’ 

Mr. Copeland says that the firm’s 
attention to service calls will mean 
that it will make more sales rec- 
ords for its appliance department. 
And the attention attracted by ap- 
pliance service has been of material 
aid in building sales in the hard- 
ware department. 

Sales of appliances frequently set 
the stage for immediate purchase 
of other housewares in which a cus- 
tomer had not 
great interest. 


previously shown 
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WELLER IS PRE-SELLING — 
YOUR CUSTOMERS FOR CHRISTMAS 


LIFE. 
10! doit yourself jobs 
Big Page-and-a-Half Spread ates Featured Item in IRHA. 


Advertisement In ‘oa Lah | Family Gift Center 
a SATURDAY EVENING 


it LD 


Promotes Soldering Guns, 
“pe ‘Oy 4 Kits and Sanders 
WIRE RACK she in your 


DISPLAY ~~’ STORE 


aes 4, 


3 full color a 0) 4 \} | A 4! a — = ies FAM LY 


cover advertisements 


POPULAR SCIENCE = MECHANIX  HANDYMAN 
MECHANICS = ““jucsnat ones, ILLUSTRATED = wi we vat 


wa 


ENCE see aNd ym 
. , * * , 
America’s Fastest Growing Line tial iiakede) 12 
of Small Power Tools Easton, Pennsylvania 
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DON'T MISS 
this 
EASY-TO-SELL 

MONEY 


YA Ah #£ YY 
Sg ph bbdes 


Garden Supply Line 


RED HEAD 


ELECTRIC LAWN TRIMMER 


Catching on fast—after only one season 
on the market—RED HEAD Trimmers are 
making eosy money for more and more 
jobbers and declers! Priced at only 
$19.95 recommended retail price .. . 
quality made of quality materials and 
components—10,000 RPM Westing- 
house motor, slip clutch, safe soft iron 
blade, non-rusting anodized aluminum 
construction, safety switch... easy to 
stock ond display, easy to sell—no in- 
volved customer instructing or training, 
minimum servicing, don't even have to 
demonstrate ... and nationally adver- 
tised in season—plus big assortment of 
decler ad helps free! 


write today for 
full information 


on 1956 plans 


perfect for 
XMAS GIFT TRADE 
an ideal gift for Dad! 
Ask about our 
Christmas Promotion. < 


The CINCINNATI VENTILATING Co. 


302-306 Madison Ave., Covington, Ky. 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Dealers in “Bust Areas 
To Get Government Aid 


Merchants in localities where un- 
employment and lack of industrial 
activity have become year-round 
problems, causing sales to lag, can 
expect help from the federal gov- 
ernment. 

President Eisenhower has per- 
sonally approved a broad program 


| to generate new business in areas 


threatened with economic extinc- 
tion. The aid will include federal 
contracts to the localities, tax in- 
ducements to bring new firms to 
those areas, public works programs, 
low-interest federal loans to busi- 
ness, special government technical 
aid, employe retraining, stepped-up 
unemployment benefits, and larger 
federal pensions. 

The “aid to depressed areas” pro- 
gram has been running off and on 
for several years. The President’s 
new instructions, however, call for 
his aides to get the program run- 
ning faster and keep it going on a 
steady basis. 


Tells Congress, Dealers 


Need Aid With Excise Tax 


Government and industry should 


| give more help to merchants in han- 
_ dling federal retail excise taxes in 


order to simplify collection prob- 
lems and boost excise revenues, 
Congress is being told. 

E. C. Stephenson, Detroit depart- 
ment store executive and spokes- 
man for the National Retail Dry 
Goods Association, tells a House 
Ways and Means subcommittee that 
more cooperation from the Trea- 
sury Department, the _ Internal 
Revenue Service, manufacturers, 
wholesalers, and importers would 
eliminate a lot of retail excise tax 
problems. 

He says that actual administra- 
tion of the excises is in the hands 


of sales persons who are untrained 
in the complexities of excise tax 
rulings and who rely on price ticket 
information to govern their actions. 
He argues that the Treasury De- 
partment should require all manu- 
facturers and importers to submit 
new items of merchandise to the 
government for a ruling of taxabil- 
ity and to require them to indicate 
on invoices which items are subject 
to the 10 percent tax. 

It also demands Congress instruct 
the Department to issue rulings on 
retail excises to conform with the 
1954 tax code revision, and then to 
index all existing rulings and issue 
up-to-date descriptions of taxable 
items as an aid to merchants. 


Most Firms Finance From 
Reserves; Few Borrow 


More than half of the small and 
medium size business firms in trade 
handle all their financing needs 
from internal sources of funds 
rather than seeking loans, accord- 
ing to a new Commerce Department 
survey. 

In the 12 months ending in June, 
1954, 60 percent of the firms reply- 
ing to the survey say they had no 
need for outside financing. For the 
most part, the 40 percent which had 
used outside financing were young 
firms, in business less than three 
years. As the size of the firms in- 
creased, however, the need for 
financial help from outside the com- 
pany increased. 

But 20 percent of the firms ques- 
tioned, almost half of those which 
needed outside finances, reported 
that they did not receive all the out- 
side finances they wanted, and 7 
percent were unable to obtain any 
outside help at all. 

Median amount of money bor- 
rowed by the firms surveyed was 
$8000, and the median figures for 
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There Is a 


BIG DIFFERENCE 


in flexible 
plastic pipe 


Sell quality—sell pipe made of 
Du Pont ALATHON® 


Flexible pipe made from “Alathon” polyethylene resin offers 
more than just the advantages of lightness in weight and ease 
of installation. “‘Alathon”’ is selected, virgin material — for- 
mulated for pipe use—and is superior in its ability to with- 
stand top-rated pressures for long periods, years of contact 
with corrosive soil chemicals and the general abuse to which 
farm pipe material is subjected. That’s why leading flexible 
There is a difference in flexible pipe manufacturers insist on Du Pont “Alathon” for their 
plastic pipe — stock pipe made of basic material ...and identify their pipe—made of “Alathon.” 


a | A T bi oO ‘4 ® Make the trade-mark “Alathon” your symbol of quality 


$8: when you sell flexible plastic pipe. Stock up now on pipe made 
potyethyiene resin 
of “Alathon.” Insist on getting the green triangle tags carry- 


ing the words “Quality Pipe Made of Du Pont Alathon®.”’ 


ia v5. eat. ort 
BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 
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WRITE FOR 

1955 CATALOG 
AND NAME OF 
NEAREST JOBBER! 
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Wheel 'n Play 
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WHEEL RACK SELLS AMERICA’S 
FAMILY GAME FASTER! 
Greater sales will be your customers’ response to the spar- 


kling new features of the South Bend line. Travel 1955 with 


South Be nd and you ll travel profitably! 








with 
SOUTH BEND 
CROQUET 
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s 
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righted Rule ioe 
With Each Set! 


MODELS _ 
FOR EVER 
CUSTOMER NEED® 








Sales Representctives 
Gest — Julius Levenson, 7 East 17th Street, New York 
Midwest — Sovth Bend Toy Mfg. Co. South Bend, Ind. 


Sovth — Lovis Willioms & Company, 3rd Nationa! Bank 
Building, Nashville, Tennessee 


Denver & Pac. N.W. — Leo Scherrer, 2840 West 93rd 
Street, Seottie 7, Washington 


Collff. & $.W.— Anderson Sales Compony, 730 West 
10th Ploce, Los Angeles 15, California 


SOUTH BEND TOY MFG. CO.; Dept. HA-11, South Bend 23, Ind. 
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the firms which wanted, but did not 
obtain all the financing desired, was 
$10,000. Most of the loans obtained 
were for short terms, 9U percent for 
90 days or less, 70 percent for less 
than one year. But most of the 
loans sought but not obtained were 


for three years or longer. 


State Income Taxes At 
Triple 1945 Figure 

States are collecting almost three 
times as much in taxes as they did 
a decade ago, and two-thirds of the 
states now have individual income 
tax provisions. 

Latest figures show that a record 
$11.6 billion will be collected in 
1955, compared with $3 billion a 
year in the early 1940s. Since the 
beginning of World War Il, 27 
states have more than tripled their 
tax collections, with Florida lead- 
ing the list with a 5080 percent 
increase. 

Rates of the individual income 
taxes, which usually affect owners 
of unincorporated business, vary 
widely. The rate for income of 
more than $100,000 is 6 percent in 
Delaware and 4 percent in New 
Mexico. But it hits 5 percent on 
earnings over $25,000 in Arkansas. 

States where middle income 
brackets pay the most _ include 
North Dakota, Oregon, and Wiscon- 
sin. North Dakota imposes an 11 
percent tax on income over $15,000 
a year; Oregon goes to 8 percent on 
income over $8000 with a surtax of 
45 percent, and Wisconsin collects 
814 percent normal tax on eligible 
earnings over $14,000 with a 20 


percent surtax. 


Harrington Is Prospect 
For Tax Commissioner 


tussell C., Harrington, Provi- 
dence, R. I|., accountant, is being 
recommended by Treasury Secre- 
tary Humphrey as the new Com- 
missioner of Internal Revenue. 

If confirmed by the Senate, Mr. 
Harrington will succeed T. Cole- 
man Andrews, who resigned at the 
end of October to return to private 
business. Mr. Harrington is ex- 
pect “i to take office about Dec. 1. 

The prospective tax chief is a 
past president of the Providence 
Chamber of Commerce. 


(Resume reading on page 11) 
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30”, 42° and 48° 
Neo. 23, Noe. 25 and Ne. 27 


* 30° and 36” 
No. 35 and No. 36 


BOW SAWS are BIG BUSINESS When You Sell | : 
GENSCO BUSHMAN BOW SAWS — 


You just can't beat a Gensco Bushman bow saw wherever No. Size No. Size 
: , 34 24° 38 30” 
anyone is cutting logs, fence posts, firewood or other 35 30° 23 30° 
types of work. The famous Swedish steel blades cut 36 36" 25 42° 
37 36 27 43° 
faster and stay sharp longer. 
REPLACEMENT BOW and BUCK SAW BLADES 


3 styles of teeth in 24”, 30”, 36", 42” and 48° lengths. 





et i 





Extended handle styles also available 


GENSCO PRUNING and 


The finest chisels you can sell to hobbyist or pro- UTILITY SAWS 
fessional carpenter. Beautiful Swedish steel blades 

ore carefully ground and polished in tang type so 

that handles won't loosen. Unbreakable machined 

Tenite Il handles are fire resistant with chisel size 

stamped in the top. 


5 styles of pruning and utility saws are available in the 
Gensco Bushman line. The finest Swedish steel blades with 
fast cutting tooth design and varnished beech handles. 
Styles include hand saw grip, pole type handles and 


Heavy vinyi-covered folding handles 


canvas rolls in 4, 6 
or 11 piece chisel seis. 


GENSCO BUILDERS’ HARDWARE 


A popular priced line of finest quality builders’ 

hordware that includes all styles of button Famous laminated Swedish steel blades that 
and boll tip butts, strap and T hinges, hasps, bend before breaking. Curly birch or red 
bolts, shelf brackets and corner irons. plastic handles, plated cross gu 


ards and 
bolsters. Free display with initiol purchase of 
Ee GENSCO WOOD SCREWS abit. 
¥ Complete range of sizes in bright or blued Nes. 201 
teel, nicke! plated steel or all brass in round, 202 and 206 
. :, Birch Handie. 
yfiat or oval heads. (Gross packaging.) 


GENSCO MACHINE SCREWS 


m Complete range of sizes in lengths of machine nat 301, 302 
screws in flat or round heads, square or hex 7 and 306 
nuts. (Gross packaging.) illustrated Red Plactic Handle. 

SEE YOUR JOBBER WRITE FOR LITERATURE 


GENSCO TOOLS 


A DIVISION OF 


GENERAL STEEL WAREHOUSE CO., INC. @ 1802 North Kostner Avenue e@ Chicago 39, Illinois 
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KITCHEN 


Androck Housewares in stock. 


THE WASHBURN COMPANY 
Worcester, Mass. « Rockford, ili. 














1956 


January 


9-11 Janney, Semple, Hill & Co... An 

nual Retailers’ Conterence 

18 Hibbard, Spencer, Bartlett & Co 
3rd Annual Mdse. Convention 
Auburn & True Value Declers 
Western Retail |Implement-Hord 
wore Assn. 
N. Dakoto Retail Hardwore Assn 
Nationa! Winter Housewore: 
Show, Chicago 
ntermountain Assn. Hardware & 
Implement Deolers 
Indiana Retai! Hardware Assn 
Midwest Garden Supply Trade 
Show, Chicago 
Minnesota Retail Hardwore Assr 
Mountain States Hardwar 
piement Assn 

Feb | Texo 
Accn 

eb | Ace Hardware Coro 


Hi jragwore-impier 


Convention 

Feb. 2 Kentucky Retai! Hardwo 
Assn 

Feb. 2 Pennsylvania-Atlantic 
boord Hordwore Assn 


February 
S- 6 Mississippi Retail Hardware A 
S. 7 North Coast Retail! Hardware 
Assn. 
5S. 8 32nd Western Merchandise, Gift 
Chino, Housewares. etc Sh< 
Son Francisco 


ow 


Convention Check List 


omplete details about the conventions listed by dates below see 
the alphobetical listings following this quick check list. 


12- 
12. 
13- 


13 
13 


13 


13- 


14 


14-16 Nebraska Retail Hardware Assn 


19 
19 


19 
9 
20 
2| 
2\ 
2| 


2 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 





National Sporting Goods Show 
Ohio Hardwore Assn. 

Winter Market, Western Mer 
chandise Mart 

Eastern Garden Supply Trade 
Show, New York 

Wisconsin Retail Hardware Assn 
lowa Retail Hardwore Assn. 
Connecticut Hardware Assn. 
Arkansas Retail! Hardwore Assn 
West Virainia Hardware Assn om 
California Retail Hardware Assn 
Tri-State Hardware & Implement 


Hardware Assn 
tate Retail Hardware 


Own Hardwore Co., Stock 
holders Meeting and Merchan 
dise Exhibit 

16 Supplee-Biddle-Steltz 
chandise Fair 
16 Missouri Retai 


ISth Mer 
Hordwore Assn 


-2| Alabama Retail! Hardwore Assn 

-2| Cotter & Co., Annual Convention 
& Merchandise Show 

-21 Tennessee Retail Hardware Assn 

22 New England Housewores Show 

22 New England Hardware Dealers 
Assn. 

-23 Carolinas Hardwore Assn 

-23 Illinois Retail Hardware Assr 

-23 Oklahoma Hardware & Imple 
ment Assn. 

23 Pacific Southwest Hardware Assn 














National Events 


industrial Supply Convention, May 


21-23, 1956, at Atlantic City. At- 
tendance restricted to members. 
Sponsored by American Supply & 
Machinery Manufacturers Assn., 
W. B. Thomas, Hunter-Thomas As- 
sociates, 2130 Keith Blidg., Cleve- 
land 15, business manager; the 


National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
3, Robert C. Fernley, executive sec- 
retary; The Southern Industrial 
Distributors Assn., 712 Volunteer 
Bidg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 
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National Housewares & Home Appli- 
ance Show, July 9-13, 1956, at Con- 
vention Hall, Atlantic City. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W. 
Buddenberg, executive secretary. 

















National Sporting Goods Convention 

and Show, Feb. 5-9, at Hotel Morri- 

. son, Chicago. Sponsored by the Na- 

tional Sporting Goods Assn., 716 N. 

Rush St., Chicago 11. Address re- 

quests for exhibit space to Robert 

J. Youngblood, assistant NSGA 
secretary. 





National Winter Housewares Show. 
Jan. 19-26, at Navy Pier, Chicago. 
Sponsored by National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54; A. W 

Buddenberg, executive secretary. 










Retail Paint & Wallpaper Distributors 
of America, Inc., Nov. 15-17, in 
Cleveland. Exhibits in Cleveland 
Aditorium, convention sessions at 
Hotel Hollenden. Irwin E. Douglas. 
24 N. Brentwood Blvd., St. Louis 5. 


Regional Events 






Ace Hardware Corp. Annual Conven- 
tion at the Conrad Hilton Hotel, 
Chicago, Jan. 30-Feb. 1, 1956. 
Arthur Krausman, Convention Mgr., 
2355 S. Blue Island Ave., Chicago 8. 


























Cotter & Co. Annual! Convention and 
Merchandise Show, Feb. 19-21, 1956, 
at company headquarters, 365 E. 

Illinois St., Chicago. 





Eastern Garden Supply Trade Show, 
Feb. 7, 1956, at New York, spon- 
sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul St., 
Baltimore 18. 





Hibbard, Spencer, Bartlett & Co., 3rd 
Annual Merchandise Convention of 
Auburn and True Value Associate 
Dealers, Jan. 15-18, 1956. Advance 
registration, Jan. 15; also, open 
e house. Meetings start Jan. 16. 
Exhibit in company’s warehouse, 
Evanston, Ill. 


Janney, Semple, Hill & Co. Annual 
Retailers’ Conference, Jan. 9-11, 
1956, at Calhoun Beach Hotel, Min- 
neapolis. 


Midwest Garden Supply Trade Show, 
Jan. 24-26, 1956, at International 
Amphitheatre Exposition Hall, Chi- 
cago. Sponsored by Garden Supply 
Merchandiser Magazine, 1901 St. 
Paul St., Baltimore 18. 


New England Housewares Show, Feb. 
the Parker House, 


1956, at 


Exhibit at 


19-22. 


Boston. Parker House. 
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A SLIDING DOOR SET 


that comes in one package 


WITH THESE ADVANTAGES TO YOU 




















® easy to stock and handle 
e reduces “boxing” problems 
@ eliminates the possibility of missing parts 
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The Coburn #5916 Door Set comes complete in 

one package (without track) containing two hangers 
with bolts, three brackets, two end inserts and 

three lag screws. It can handle doors up to three 
hundred lbs. with thicknesses to 134 inches. 


If you have standard track lengths in stock, you'll 
be able to meet all demands for lighter, sliding door 
hardware with this conveniently packaged, 
easy-to-se]l Coburn Hardware Door Set. 


For additional information, write to Coburn Sales 
and Engineering, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 




















NEWLY DEVELOPED EVANS Convention Calendar 


CHALK line 



























continued 
j MB line 
: Bk. Hugh R. Rooney, Show Committee Intermountain Assn. Hardware & Im- 
| | Chairman, Parker House, Boston 7 plement Dealers, Jan. 22-24, 1956. 
| Exhibit at Elks Club; hotel head- 
| Our Own Hardware Co., stockholders’ quarters, Hotel Boise, Boise, Idaho. 
| meeting and merchandise exhibit, Leon L. Weeks, 308 Continental 
| Feb. 13-15, 1956, at company’s sank Bidg., Boise. 
| offices, 618 N. 3rd St., Minneapolis. 
| ; lowa Retail Hardware Assn., Feb. 
| Supplee-Biddle-Steltz Co., 15th Mer- 7-10. 1956. Exhibit at Veterans Me- 
chandise Fair, Feb. 13-16, 1956, at morial Auditorium: sessions and 
3rd & Hunting Park Ave., Phila- hotel headquarters, Hotel Savery, 
delphia. Des Moines Philip R. Jacobson, 


Mason City. 

Winter Market, Western Merchandise : 
Mart, Feb. 6-10, 1956, in San Fran 
cisco. A. Cameron Ball, Gen. Mer.. 
1355 Market St., San Francisco 3. 


Kentucky Retail Hardware Assn., 
Jan. 31-Feb. 2, 1956. Sessions, ex- 
hibit and hotel headquarters, Hotel 
Kentucky, Louisville. Edward Keiley, 
501 Republic Bidg., Louisville 2. 














State Events 
More features 


| Alabama Retail Hardware Assn., Feb. Louisiana Retail Hardware Assn., 
than any other | 19-21, 1956, in Montgomery. Show March 11-12, 1956, at Hotel Roose- 
Chalk Line made! | and convention in State Coliseum, par yd ag Bogen ~ — 
a ory > P , . ilec neid, ; .§ DOX 1099, JaCKsol, : 5S. 

© Built-in Plumb Bob tip for Montgomery. C. F. (Chuck) Giles, ie! 


easy one-man work 
¢ Shde action brake separate from 
rewind handle. Automatically 


109 N. 23rd St., Birmingham 3. 





Michigan Retail Hardware Assn., Feb. 

























unlocks on rewind Arkansas Retail Hardware Assn., Feb. 13-15. 1956. Civie Auditorium and 
iw < cs “ Cc e ‘ - ‘ . . . . : . ‘ 
: een —_ oe ry “i 12-13, 1956. Sessions and exhibit at Hotel Pantlind, Grand Rapids. Har- 
ractica / e*% c 1¢ , . ’ 
* Easy to fill. 44 turn screw opening tobinson Auditorium: hotel head old W. Schumacher, Michigan Na- 
won t come loose accidentally, . . " : AP nn. ‘ ; Sa 
ar : , ; ' ; ‘ , ansing &. 
© Hook ring for one-man chalking quarters, Mar ion Hote l, Little Rock tional Tower, L — 


and plumbing 
© Rewind handle folds flush 
¢ Unconditionally guaranteed 
© Available with 50-ft. and 100-ft. lines 







J. Wayne Tisdale, 908 Rector Bldg 


Little Rock. Vinnesota Retail Hardware Assn., 


Jan. 24-26. 1956. Exhibit at Munici- 



















California Retail Hardware Assn. nal Auditorium, Minneapolis. C. J. 
c ge EVANS Feb. 12-15, 1956, at Fairmount Christopher, 2110 Nicollet Ave., 
HALK CARTRIDGES Hotel, San Francisco. Kreuger B Minneapolis 4 







Spill-proof refills 
Perfect for use in any Chalk 
Line. Retail 10¢ each—one full 
ounce and Evans Replacement 


Jacobson, 262 Western Merchandise 
Mart, 1355 Market St., San Fran- 







Mississippi Retail Hardware Assn., 












Lines—wound on reusable ew oe Feb. 5-6, 1956. Convention and trade 

plastic reel show at Heidelberg Hotel, Jackson. 

SO ft. 25¢ retail. Carolinas Hardware Assn., Feb. 21- D. O. Mansfield, P. O. Box 1696, 
23, 1956. Sessions and exhibit at Jackson 5. 





Radio Center; hotel headquarte) 
Hotel Charlotte, Charlotte, N. ‘ 






Viissouri Retail Hardware Assn.., Feb. 














a Laws, 118 Fast Fourth St.., 14-16, 1956, at Hotel Jefferson, St. 
RETAIL S Ss ,. | ie St | Charlotte 2. Louis. Harry Scherer, 1189 Arcade 
FROM SN} ss Bldg., 812 Olive St., St. Louis. 
SKS nn Connecticut Hardware Assn., Feb. 8, 
9449 1956. at Bridgeport. Sessions and ‘(Continued on page 144) 
headquarters at Stratfield Hotel, 
6 ft EVANS KING-SIZE Bridgeport. Ned Russell, Harris 


6, 8. 10, 12-ft. TAPES | Hardware, Southport, Conn. HARDWARE HUMOR 


Stand Up Straight for One-Mon Measurements 














Florida & Georgia Retail Hardware 
Assns., March 4-6, 1956. Joint con- 
vention, show and merchandise e» 
hibit. Hotel headquarters George 
Washington Hotel, Jacksonville, Fla. — 
W. W. Howell, P. O. Box 183, Way- 


, 
cross, (a. 














| Illinois Retail Hardware Assn., Feb. i sb ra 
FAMOUS EVANS | 21-23, 1956, at Sherman Hotel, Chi- ~ ¥ “Se 2 
DOUBLE MARKINGS eago. William F. Ewert, 1194 Me: Cx giv 
Werk in feet end inches? | | | | iii . chandise Mart, Chicago 54. a! An . 
Read Here |] 1 vot i ~ 
Werk in inches? 2\4 2 oe tai , eee Aas — 
Reed Share 3 chat etl Indiana Retail Hardw are Assn., Jan — : 
24-26, 1956. Sessions and exhibit at “— se 
Murat Temple; hotel headquarters, 
The Sheraton-Lincoln, Indianapolis 
. . . ’ : — 4; mir _- b mam 
RULE CO. W. J. Sheely, 964 N. Pennsylvania Aw, me akes the smoothest, 


400 Trumbull Street - Elizabeth, N. J. St.. Indianapolis 4. creomiest muc though 


ii 
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STURDY, 3 COLOR METAL AND 
PEG BOARD DISPLAY FOR 
ISLAND OR COUNTER USE. 
ONLY 3 SQ. FT. BASE. AT NO 
EXTRA COST. 
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A PAINT BRUSH 
FOR EVERY 
PURPOSE 
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ANOTHER NEW PACESETTER BY 


LAMAZE Fe 


SUM) 


3 Generations of Quality Brush Manufacturing © 
DAVID LINZER & SONS, Inc. 
10-20 ASTOR PLACE, NEW YORK 3,.N. Y. 
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fast, easy-boring 
electric-drill bits 


by Greenlee 











Specially designed for use in 

portable electric drills, 

these new GREENLEE 

tools meet the big need 

for bits that will bore accurately 

and stand up under today's faster 
building methods. All around you 
there's a mighty big market for GREENLEE 
Electric-Drill Bits — professional car- 
penters, construction workers, farmers, 
home craftsmen. And when you sell 
GREENLEE you know you're selling 

sure satisfaction. For these new 

bits are of highest quality . . . com- 
pletely heat-treated for extra strength 

. . Shanks accurately machined 

for precise alignment of the 

tool . . . fine-quality steel. To get 

your share of the new electric-drill bit 
market, get Greenwes. See your 
wholesaler or write us for 

complete facts. 


GREENLEE . 


GREENLEE TOOL CO. 
1811 Herbert Ave., Rockford, Hlinois 
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(Continued from page 142) 


Mountain States Hardware & Imple- 
ment Assn., Jan. 24-26, 1956. Ses- 
sions and hotel headquarters at Ho- 
tel Cosmopolitan, Denver. Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn.. 
Feb. 14-16, 1956. Exhibit and ses- 
sions at Omaha Auditorium; hote! 
headquarters, Fontelle Hotel, Omaha. 
C. A. McCoy, 325 Insurance Bidg.., 
Lincoln 8. 


New England Hardware Dealers Assn.. 
Feb. 20-22, 1956. Exhibit at Hote! 
Statler and ist Corps Cadet Ar- 
mory; sessions and hotel headquar- 
ters, Hotel Statler, Boston. A. C. 
MacHardy, 185 Dartmouth St., Bos- 
ton 16. 


New York State Retail Hardware 
Assn., Feb. 13-15, 1956. Exhibit at 
War Memorial; sessions and hote! 
headquarters, Hotel Syracuse, Syra- 
cuse. Nicholas H. Kiley, Hills Bldg.. 
Syracuse 2. 


North Coast Retail Hardware Assn.., 
Feb. 5-7, 1956. Exhibit and sessions 
at Masonic Temple; hotel headquar- 
ters, Heathman Hotels, Portland, 
Ore. Martin W. Danko, Route 12, 
Box 109, Fife Sq., Tacoma. 


North Dakota Retail Hardware Assn., 
Jan. 17-18, 1956. Sessions and ex- 
hibit at City Auditorium; hotel 
headquarters, The Leland-Parker, 
Minot. Miss E. J. MeGrann, 54% 
Broadway, Fargo. 


Ohio Hardware Assn., Feb. 6-8, 1956. 
Exhibit at Public Auditorium; ses- 
sions and hotel headquarters, Hote! 
Cleveland, Cleveland. John B. Conk- 
lin, 198 So. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 21-23, 1956, at Oklahoma 
City. Sessions and exhibit, Munici- 
pal Auditorium; hotel headquar- 
ters, Skirvin Hotel, Oklahoma City. 
Aaron Gritzmaker, 515 Midwest 
Bidg., Oklahoma City. 


Pacific Southwest Hardware Assn.., 
Feb. 21-23, 1956. Exhibit at Munici- 
pal Auditorium; sessions and hotel! 
headquarters, Wilton Hotel, Long 
Beach, Calif. Otto H. Grigg, Room 
1120, 416 W. 8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboerd 
Hardware Assn., Jan. 31-Feb. 2, 
1956. Sessions and exhibit, Conven- 
tion Hall; hotel headquarters, Ben- 
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jamin Franklin Hotel, Philadelphia. 


L. W. Jenness, Room 707, 1616 | : 
Walnut St., Philadelphia 3. | _—_—_ 


South Dakota Retail Hardware Assn.. 
April 3-5, 1956. Exhibits at Coli- | WITH 


seum; sessions and hotel headquar- — 

ters, Cataract Hotel, Sioux Falls. ATLAS PACKAGED NAI kK 
O. R. Baily, 1300 So. Jefferson Ave., 

Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 19-21, 1956, in Nashville. Ses- 
sions and hotel headquarters, An- = 
drew Jackson Hotel, Nashville. IN SELF SERVICE BOXES 
Morris Jones, P. O. Box 784, Nash- » | 
ville. 


Texas Hardware & Implement Assn., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at The 
Statler-Hilton, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 13-14, 1956, at Herring 
Hotel, Amarillo, Tex. R. B. Allen, 
1408 4th Ave., Canyon, Tex. 


Virginia Retail Hardware Assn., 
March 4-6, 1956, at Fort Monroe 
(Old Point Comfort). Exhibit, ses- 
sions and hotel headquarters, The Sethu: O0tt Geta Qemee 
Chamberlain, Fort Monroe. G. T. 
Omohundro, Jr., Scottsville, Va. : Your Stock is a Display 
Nothing to Weigh 
Western Retail Implement & Hard- 7 Nothing to Wrap 
ware Assn., Jan. 16-18, 1956. Ses- Easy to Inventory 
sions and exhibit at Municipal Audi- You Sell More 
torium; hotel headquarters, Hote! 
President, Kansas City, Mo. W. J. 
Shaw, 3915 Main St., Kansas City 2. 


You Profit More 


West Virginia Hardware Assn., Feb. : , , 
12-14. 1986, at Hotel Prichard. NOW ATLAS brings you a newer, better way 
ineton. James C. Fieldi IR - ee : 
eae = po sar arn peg _ to merchandise common and finishing nails. 
| Customers serve themselves. No more bulky 
Wisconsin Retail Hardware Assn., ; ee 
Feb. 7-9, 1956. Exhibit and sessions bins or kegs. No more costly weighing and 
at Milwaukee Auditorium-Arena; : : Sa 
hotel headquarters, Hotel Schroeder, wrapping. And no more difficult inventory. 
—— H. A. Lewis, Stevens Now you can have 10d and 8d common 
and finishing nails in se/f-selling two-pound 
packages . . . 6d and 4d in one-pound 
packages .. . all well worthy of prominent 
display. You operate on your regular 
margin . . . but can net twice as much money 


and save time, space and effort. 





HARDWARE HUMOR 


These sturdy sleeve boxes are shipped in corrugated 
display containers, net weight 54 pounds. 


ATLAS i: 


FAIRHAVEN, MASS. * HENDERSON, KY. 
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TO THINK we re fi 





WHAT'S NEW 





® For more information on these products and services 
use free post card on page 149. 


(Continued from page 13) 


steel. Tractor has 1'% hp engine, 
weighs 130 lb complete, has a 3-ft. 
turning inside rear 
wheel and 6 ft. on outside front 
wheel, over-all length of 56 in. and 
width of 25 in. 


steel] 


radius on 


Chassis is of 
frame 
tractor features 
clutch and foot 
front wheel for instant stopping. 


square design, and 
foot-operated 


brakes on each 


—_— 





Speed range is 1 to 3% mph. Plane- 


tiller has 214 hp, 4-cycle engine, 
is 15 in. wide and 61 in. long, has 
tillage swath of 10 in., is chain 
driven, and tines are 10 in. long 
and self-cleaning and self-sharpen- 
ing. A quick hitch is featured 
which transforms it into a rotary 
mower. Controls mounted on han- 
dles include control clutch for till- 
ing and throttle control. Unit 
weighs 79 Ib complete. S. L. Allen 
& Co., Ine. 


For more data circle Ne. 9 on postcard, p. 149 


Nested Vacuum Cups 
Graduated cups in three sizes, to 
fit into the cover-cup of the rust- 
proof Universal l-qt. vacuum bot- 
tle, are in plastic and will not 
transmit temperatures of hot and 
cold liquids. Cups fit into cover- 
cup, which onto 
bottle. Cups and vacuum bottle 
retail for $3.75. Vacuum bottle 
features snap-tite stopper of nat- 
ural rubber and stainless steel 
construction which provides sani- 
tary, odorless corkage. Bottle has 


screws Vacuum 
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one-piece extruded aluminum case, 
plus tip protector and shock ab- 
protect filler against 
breakage. Landers, Frary & Claris. 


For more data circle No. 10 on postcard, p. 11% 


sorbers to 


Spreaders and Barrows 
Two lawn and garden spreaders 
and two home and garden barrows, 
plus a lawn cart, are available in 
the Modern Line. Model 350G 
spreader (illustrated) has an 18-in. 
hopper, 50-lb capacity and weighs 
27 Ib: Model 360G has 70-lb capa- 
city, 24-in. hopper and 32-lb ship- 
ping weight. Models 300G and 
310G have 16-in and 22-in hoppers, 
respectively; Model 300G has 25-lb 
capacity and 13 lb shipping weight, 


—_— = 


4 


’ 
%, 
5 


with 310G weighing 16 lb and hav- 
ing 40-lb capacity. Models 175G 
and 180G are identical barrows ex- 
cept for modifications in wheels. 
Both have maximum capacity of 3 
cu. ft., tray dimensions of 2414x 
Sl‘. in. at top, and all-steel con- 
struction. Sarrow Models 100G 


and 150G have 4 cu. ft. capacities, 
27x34 in. tray dimensions at top, 
and heavy duty all-steel construc- 
tion; models are identical, except 
for wheels. Model 200G lawn cart 
has 3 cu. ft. maximum capacity, 
all-steel 14-in. bed 
depth, and 1814x28 in. bed dimen- 
sions at top; shipping weight is 
25 lb. Modern Tool & Die Co. 


For more data circle No. 11 on postcard, p. 149 


construction, 


Telescopic Nets, Rods 


Made of 
these telescopic landing nets (il- 


light aluminum tube, 
lustrated may be opened and 
quickly set up. Lightness makes 
them easv to carry and store, and 
is exposed to catch 
Retail 
price: from $5.95 to $8.50 in three 
16 and 18-in. net diam- 


no loose net 


on obstructions and tear. 


sizes—14, 
eters and in two handle lengths 
for each size. Also available are 
adjustable glass telescopk fishing 
rods which may be adjusted to cast 
under trees and heavy foliage, and 


are available in three types. For 


bait casting, 24 in. 9 ft.; spin- 














ning, 31 in. to 7 ft.: and fly rod, 
os) In. to 8 ft. Fly rod may be 
used with any weight line. Each 
rod retails for $9.95. Richardson 
Rod & Reel Co. 


For more data circle No. 12 on postcard, p. 149 


Pneumatic Chain Saw 

Many problems encountered 
in mines, tunnels, on docks and 
bridges, and in cutting timber in 
cramped spaces, are solved by the 
pneumatic chain saw 
which can be plunged into timber 


use of a 


and worked up and down to cut 
completely through. Saw is a one- 
man model (No. 2P18) and has a 
’s in. chain with cutting bars 
available from 18 to 30 in. Pow- 
ered by a rotary air motor, saw is 
constructed of rust and corrosion 
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‘2 35-t 


a & Wallhider Brush Wallhider 
: Kits each contain brushes priced 
ing a 4° Wall to sell NOW 
hider and 244” 1 doz. 4° 
Trimmes Wall brushes 
in a colorful 


56 p é 3 display box 


Your choice of 3 assortments: Pittsburgh 
synthetic, Tynex Nylon or Pure Bristle. 
Sturdy wire rack displays 3-1 12 doz. 1” to 
4° brushes, each Saran wrapped and 
mounted on card 














Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 1's” and 2”, 





H/ 56-C The pride of Pitts- 
burgh... this full color 
unique self-service cabinet 
1s practical for display and 
storage. Made of sturdy 
wood, you can place it any 


edited taibiee tinted Comes compicte with 944 
Yor Qo . 


dozen 1° to 4” Flat Wall, 
Sash and Fiat Varnish 
brushes. 





Re odd ea ae 
Pure Bristle popular Wall brushes move FRE £ 5 } % LA i 4 TO 4 7 i i* ¥ OU 


pret aoa 8 oe. SELL PITTSBURGH BRUSHES 


These colorful modern displays will stop customers and attract more 
sales! Order the assortments that sell best for you, the displays come free asa 
sales booster! With Pittsburgh you Anow you're selling the best line. 
Every type and style: pure hogs’ bristle; 100°» texturized synthetic bristle; 
Tynex® nylon; or scientifically blended mixtures of hogs’ bristle and 
synthetic. All made in the world’s leading brushmaking plant, by experienced, 

expert brushmakers! Continue to sell Pittsburgh Brushes, they're the best. 





Mail coupon for complete details! 


, ® 
Perfect applicator for Bondex ..l doz 


fast selling « oating brushes. | . * 
BRUSHES 


$6-$§-3 BRUSHES © PAINTS © GLASS © CHEMICALS © PLASTICSn © #1868 GLASS 


Hand Wire PITTSBURGH PLATE GLASS COMPANY 
Scratch... 2 
dozen sturdy IN CANADA: CANADIAN P'TTSBURGH INDUSTRIES LIMITED 
wire brushes 
with shoe 
handle grip. 








PITTSBURGH PLATE 
GLASS COMPANY 55-E 56-D Name 
Brush Div., Dept. A-11 

3221 Frederick Avenue 56-A 56-F 
Baltimore 29, Moryloand 

Gentlemen: Please rush 56-B 56-S5-3 
me more information 

about FREE brush dis- 56-C 56-$5-4 
plays I have checked. 


Firm 


Address 


-««-£0Nne....State 


- 
‘< 
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WHAT'S NEW 


resistant aluminum; has an auto- 
matic motor oiler; a trigger throt- 
tle; and can saw timbers up to 
60 in. in diameter by cutting from 
both sides. Price is $240., includ- 
ing chain repair kit, file, assembly 
tools, gear lubricant and *.x10 in. 
air hose. Mall Tool Co. 


Fer more data circle Ne. 13 on postcard, p. 149 





Wide-Mouth Food Jar 


For hot or cold solid foods, a 
wide-mouth Thermos food jar (No. 
5054) features a red pressure seal 
stopper, plastic protection lip, 
handy plastic cup that doubles as 
small dish and light weight (10 


oz.). Food jar is available as part 
of flat school lunch kit (No. 6554), 
which is available in blue, red or 
green center sections with silver- 
gray top and bottom; also available 
with workman’s lunch kit (No. 
4350) which is in metal, has lock 
clasps and identification panel. Sug- 
gested retail price for food jar is 
$1.95; for lunch kit, $3.15: and for 
workman’s kit, $3.25. No. 50F 
filler for food jar retails for $1.30 
American Thermos Bottle Co. 


For mere data circle No. 14 on postcard. p. 149 


Self-Spray Finishes 


For the paint-it-yourself 


field, 
self-spray enamels and lacquers 
are offered for a fast method of 
touching up and refinishing house- 
hold, office, automotive and indus- 
trial articles. Colors may be ap- 
plied over lacquer, painted surfaces 
and most baked enamels; colors are 
heat-resistant and will withstand 
freezing temperatures. Plastic 
spray in aerosol cans is also of- 
fered; spray protects, preserves 
and waterproofs all surfaces, in- 
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cluding metal, wood and leather. 
Enamels, lacquers and spray are 
available in 12-in. metal containers. 
The Craftint Mfg. Co. 


For more data circle No. 15 on postcard, p. 149 


Plastic Hanging Feeder 


For all types of poultry, a hang- 
ing feeder having a _ collapsible 


plastic feed hopper weighs 5 lb and 
folds to a thickness of 5 in. Feeder 
pan is 17 in. in diameter and feed- 
er capacity is 70 lb. Rhinehart Mfg. 
Co., Inc. 


For more data circle No. 16 on postcard, p. 149 


Fans in Color 

Available in decorator colors and 
featuring a Saf-T-Eye thermostat, 
the Ultra Twenty residential fan 
incorporates design and engineer- 
ing changes for the 1956 line. Col- 
ors are dawn pink, dusk gray, ice 
blue and surf green; recessed con- 
trol center is in charcoal gray. 
Contour handle expands upward t« 
fit the hand for moving fan; finger 
guards prevent fingers from con- 
tact with blades. Saf-T-Eye glows 
whenever current is on, even if 
blade is not running, and Air-Trol 
dial provides selection of three 
speeds. Temp-Trol dial is for 


thermostat control, and Duo-Trol 
reverses flow of air electrically so 
it is either drawn into, or expelled 
from, the room. Spacer panels, 
supplied without extra cost, will 
fit into most windows and attach 
to most window frames. Fan is 
5 in. thick and retails for $69.95. 
Lau Blower Co. 


For more data circle Ne. 17 on postcard, p. 149 


Extension Cord Set 


Electrical outlets for utility 
tables and other work surfaces are 
provided by the No-Shok safety 
Klamp-On extension cord set. 
Clamp, which comes attached to 
back of outlet, fits round or angle 
metal furniture legs and can be 
moved up or down on leg by loosen- 
ing and then tightening screw. Set 
is usable on wood kitchen tables, 
ironing boards, portable  barbe- 
cues, work benches, Christmas tree 
stands, display fixtures or office 
adding machine stands. Cord sets, 
ivory or brown, in 6 and 9-ft 
lengths are plugged into outlet for 





use in home, office, store or factory. 
Patented safety prevent 
accidental contact or short circuits. 
Bell Electric Co. 


For more data circle Ne. 18 on pestcard, p. 149 


features 


Four New Tractor Paints 


Supplementing the present line 
of 10 tractor and equipment paint 
colors, four colors have been added 
that dry to a full, high gloss. Exist- 
ing line includes shades of red, 
gray, orange and green; Dearborn 
red, olive green, equipment black 
and equipment aluminum are now 
in the line. Paints, which are suit- 
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use this FREE 











CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successtul hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly ond easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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BUSINESS REPLY CARD 


No postege necessery i meoiled in the United Stotes 

































































POSTAGE Witt BE PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only Village Station 
NEW YORK 14, N. Y. 





Postcord volid 8 weeks only After thot wee own letterhead fully describing item wonted 11/10/55 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | hove circled below. 


1 2 3 4 5 é 6b. Be MR ek se. we 
St i <> a la a St os ae 30 
yo a ee oe 2 40 4) 42 «= 43 45 
4642 470CO48 SO 49)SCOS0tsé*SS Bb. . 2: oO 60 
So 4 2.26: 26. @ -: 2 eo 75 
“a TW we DP @ a 8s 060 86 Cti?tietséiwB 90 
7 #92 9 101 102 103 104 166 


TT ee 














YOUR NAME 





FIRM 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 











Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


LLM TTT 


ie | 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 11/10/55 


Please send me further information on the WHAT'S NEW items, code numbers | hse Kobe ee ik prev 
for which | have circled below. : ig help tor. busy aeor- 
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Ambassadors of good will 
creating fine impressions everywhere! 


o 
Ball Bearing 


DOOR BUTTS 


Doors suing 0 d-n-0-0-¢-4/ 


These brass finished, precision-built butts have 

that quality look that gives the assurance 
of strength and service dependability. 

A generous assortment of styles and 

sizes are available to serve practi- 

cally every door requirement. 

Butts are made in either the 

ball or button-tip styles and 

* 


é with square or round 


Ti. 
Pe 
She 
e 

. 


-. oe 
pe oe 


+ a 
; 
pprern. o 
nad 2 Fy 
oo at eae 
ray kare 
one. pire 
* d L 

ieee 4 

+25 ‘S - Me 

bY 7 ~) PS 


® 
te * 
* corners whichever 


at hand 


on Tip at | iz ei . best fits the project 
Use three Butts =“ “a 


instead of two 


Leading architects and builders 

recommend the use of three butts to 

every door instead of two, thereby 

assuring even distribution of the weight of 

the doors which are thus held in perfect 
alignment; there is likewise less danger of doors 
warping in a three butt installation. 

Butt sizes are 312, 4 and 412 inch and can be furnished 


in the template-type of butt if desired. 


* tay 
i 

3 Fat ay ~~ 
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MANUFACTURING COMPANY : Sterling, Illinois 
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SELF-SCREW 


" UTILITY/HOOKS 


4 
3 The famous one- 
§ , piece utility hook 
2 thet needs no 
screws, no tools! 
Sells on sight from 
display card. 
Bal! point protects 
towels and clothes. 
Bright plated 
finish. 


1 gross to box. 
Nickel or brass 
finish 


GRIES «-2> 


ONE-PIECE 


om One-piece construction 
means shoulders cannot get 
loose. Attractively 
designed and finished. 
Popular 7/,” size, corded 
in bright colors: yellow, 
red, blue, green, nickel, 
brass or white. 6 sizes 
1 te IV ”” 
? ‘ 
1 gross 
in o box 


Nickel and 
bross only 


Jobbers, dealers write for somples ond 
catalog pages, prices on GRC's full line of 
fast-selling hardware items. 


See your jobber solesmen _ 
for immediete delivery. job- . 
bers’ inqviries invited. : 


‘2 


GRIES REPRODUCER CORP. 


World's foremost producer of smol! die costings 
161 Beechwood Ave., New Rochelle, N. Y. 
Phone: NEw Rochelle 3-8600. 
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WHAT’S NEW 





® For more information 
on these products and 
services use free post 
card on page 149. 


able for all metal surfaces, are 
weather-resistant and may be used 
for either complete shop refinishing 
or general repair maintenance. 
Martin-Senour Co. 


For more data circle No. 19 on postcard, p. 149 


Keyhole Slotting 


Items of the Kitch’n-Handy line 
have been improved by keyhole 
slotting of the portions attached 
to surfaces. Design enables user 


to locate position for the item, 
mark it, and then insert screws 
and drop keyhole slot into place. 
Slot feature also makes removal 
easier for cleaning or relocation. 
Line of spice racks, utility shelves, 
lid holders, and the soap and 
cleanser shelf now have keyhole 
slots. Washington Steel Products, 
Inc. 


For more data circle No. 20 on postcard, p. 149 


Fastener Package 


To simplify fastening problems, 


a package is offered which will | 
. . . ' 
permit a ‘4-in. threaded stud-pipe | 


fastener to be used in a *%-in. bar- 


rel. Package contains 100 %%-in. | 


fasteners fitted with *%-in. red 
plastic tips and 10 reusable utility 


driver heads. Ramset Fastening | 
System, Winchester-Western Div.. | 


Olin Mathieson Chemical Corp. 


For more data circle No. 21 on postcard, p. 149 


Gas Unit Heaters 


Six different models mark the 
entry of this manufacturer into the 
gas unit heater field. Line ranges 








AMERICAN 


AND 


LD FAITHFUL 


MARKING 
CRAYONS .. 


Famous for versatility, AMERICAN and 
OLD FAITHFUL marking Crayons help 
solve your customer's work program in 
every stage of production .. . from hot 
steel to raw lumber, there’s a special 
marker to fit every specific identifi- 
cation need. 


WHEN MARKING COUNTS— 
COUNT ON 
OLD FAITHFUL! 


THE AMERICAN 


CRAYON COMPANY 
SANDUSKY. OHIO 
WEW YORK 
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And FULL 


Stock these PERMITE FAST SELLERS 


PERMITE Outdoor ALUMINUM 


For all exterior surfaces. Extra 
long oil length and heavy pig- 
mentation for deeper penetra- 
tion and longer protection. 
Holds its brilliance indefinitely. 


PERMITE Quick-Drying ALUMINUM 


A general purpose paint for 
use where quick drying is de- 
sired, interior or exterior. 
Dries to touch in 15-20 min- 
utes; hard in 30-60 minutes. 


PERMITE Chrome-Finish ALUMINUM 


A high gloss aluminum for in- 
terior or exterior that imparts 
the popular chrome-like fin- 
ish. Highly reflective. Heat re- 
sisting to 450°F. 


PERMITE Asphalt ALUMINUM 


For all types of roofs, metal 
and masonry surfaces. Extra 
heavy-bodied. Imparts a thick, 
flexible protective coat that 
will mot crack or check. A 
popular seller. 





PERMITE Spray Enamels in COLORS 


13 fast selling colors, includ- 
ing Crystal Clear Plastic, Mir- 
ror-Chrome Aluminum, and 
the new Smudge-Proof Alu- 
minum. Handsome aluminum 
foil labels. Non-clogging, sure- 
action spray head. Favorites 
with “Do-It-Yourself” trade. 


rmite 


* 
IntS 


nam 
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Order from your Permite 
wholesaler, or write us 
for his name. 


CINCINNATI 25, OHIO 








Mere are the PYREX 


to ew Fie, 





Wrap up your Christmas 


with 


ware gift 


items your customers will see in these 
leading national magazines... 





PYREX Round Baking and Serving Dish 
comes in smart Desert 
Dawn Yellow or Desert 
Dawn Pink. 1%4-at. size, 
only 95¢—also available in 
clear PYREX Ovenware. 


PYREX Keob-Cover Cassersle, lets 


Your customers will be among the 
millions and millions of readers 
who will see these PYREX Ware 
items suggested as gifts in powerful 
full-color spreads and pages in... 


LADIES’ HOME JOURNAL . Dec. 
PROGRESSIVE FARMER. .Dec. 
TRUE STORY 


So let everybody know you've 
got the goods—as advertised. 
Clip the ads and put them up on 
your windows and counters. Get 





your full line of PYREX Oven- 
ware, Bakingware, Flameware, 
Colorware and Dinnerware out 
on display, where every customer 
can see it—and buy it! 


Remember-—your floor and 
counter space is most profitable 
to you when it’s used to display 
items that move fast—-that sell 
on sight—-like PYREX Ware. 
That’s why it will pay you to 
capitalize on the proven sales 
appeal of PYREX Ware! 











PYREX Covered Bow! Casserole lets 


PYREX Oven Resster is big 


your customers see what's 
cooking. They can bake, 
serve, store in same dish. 
Cleans easily—saves dish- 
washing. 142-qt. size, 89¢ 





foods brown more evenly. 
It comes in Desert Dawn 
Yellow or Pink. 2-qt. 
size, $1.50—also avail- 
able in clear Ovenware. 


enough for a small turkey, 
can also be used as two 
separate dishes. Non- 
porous surface is easy to 
wash clean. 3-qt. size, $1.39 








CORNING GLASS WORKS — 


VISIT THE CORNING GLASS CENTER, CORNING, N.Y. 
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profits right here 


PYREX Flameware Saucepan lets "erm see what's 
cooking. Has lock-on cover an 

stay-cool handle. Extra broad base 
gives added stability. 2-qt. size, $2.75 


PYREX Flameware Percolater [ee 
shows when coffee 
is perked to exactly 
the right strength. 
Easy to keep clean, 
because it’s smooth, 
non-porous 
PYRE Ware. 
6-cup size, $3.45 


4 








PYREX Colerware Bow! Set has lots of differ- 
ent uses, for baking, serving, storing, 
mixing. Bowls nest to save shelf 
space. Complete set of four, only $2.95 





PYREX Flameware Teapet for boiling, brew- 
ing, and serving, has lock-on cover 
and stay-cool handle for easy pouring. 
Beautifully graceful. Six-cup size, $2.25 








PYREX Flameware Double 
Seller saves time, 
because you can 
see water level at 
a glance. The cover fits both upper and 
lower bowls, which may be used as 
separate saucepans. 1'2-qt. size, $3.95 





PYREX Colorware Oven and Retrigerater Set for bak. 
ing, serving, storing. Yellow dish holds 
142-qts., blue dish, 14% pints, red dishes, 
14% cups. The complete set of four dishes 
is a real standout value for only $3.25 





16-giece PYREX Dinnerware Sets Come with smart Lime, 
Flamingo, Turquoise, Dove Gray, Regency 
Green or Royal Burgundy borders banded in 22- 


carat gold, only $9.95 (Starter sets in first four 
colors, without gold bands, are only $6.95) Match- 
ing open-stock pieces are available in all colors. 











Order now and get your share of 
Christmas profits from PYREX Ware! 


Check your inventory and be sure you 
have all the PYREX Ware items your 
customers will be calling for. If you’re 
short, get your order in early, so you'll 


have time to set up special displays 
featuring PYREX Ware for Christmas. 
Order special stocks of PYREX Ware 
from your regular distributor now! 


CONSUMER PRODUCTS DIVISION —-CORNING, NEW YORK 


“PYREX” is a regictered trade-mark in the U. S. of Corning Glass Works, Corning, \. Y, 
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Turn to Turnbuckles 
for Handy Assortment 
Displays that Sell 

for You 





TURNBUCKLE ASSORTMENT 
52 Turnbuckles in 10 fost selling sizes and 
styles. Attractive 14” «x 6” all meto! dis- 
giay pone! in 3 colors. Unit packed for 
shipment. A complete tine of open stock 
Turnbuckles available. 


Jurnbuchles, duc 


eve sours 
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EYE-BOLT ASSORTMENT 
One dozen each of the 10 most popular 























sizes of Eyeboits, boxed by size. Sturdy 
14° x 6” otf meto! display pone! in 3 
colors. Unit packed for shipment. Open 








stock Eyebolts ovoilable in 8 threod sizes. 





















































U-BOLT ASSORTMENT 
One dozen each of the 5 mos? popvlor 











sizes of U-Bolts, boxed by size. 14” x 6” 
all metal displey pone! in 3 colors. Unit 
pocked for shipment. U-Bolts also oveail- 
able from open 
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WHAT’S NEW 








from 50,000 Btu input to 225,000 
Btu input, and units feature heat 
finished in Ceramic- 
Clad, a high-temperature porcelain 
enamel finish that does not rust or 
burn out. Gas unit heaters are 
compact; two of the models are 
less than 2 ft high. Units feature 
dynamically balanced fan with 


overlapping blade powered by a 
slow-speed, resilient-mounted mo- 
tor. Temco. Inc. 


For more data circle No. 22 on postcard, p. 149 


Decorator Hardware 
with pitch 
rosettes are offered for un- 


Tu-Tone door sets 
black 





decorating 
rosettes 


usual effects. Pitch 
black are available with 
knobs in standard finishes—brass, 
bronze, chromium and aluminum— 
at no extra cost. Tegco Dw., 


Metallon Products, Inc. 
Fer more data circle No. 23 on postcard, p. 149 


Lock Background Designs 


Manhattan and Continental (il- 
lustrated) style escutcheons are 
lock background designs for en- 
trance and interior doors. Escutch- 
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eons allow for greater variety and 
the use of a variety of background 
materials and textures be- 
cause they are designed with an 
open back. Manhattan escutcheon 
is rectangular in outline with four 
bars at right angles converging 
on the center; design is 8x4% 
in., while Continental, shown here, 
is 11 in. high and 8 in. wide. 
Both designs may be placed hori- 
zontally or vertically, and are 
satin-finished bronze, 
polished brass, brushed or bright 
chrome, 
minum. 


colors, 


available in 
luster-sealed alu- 
Lock Co. 


For more data circle No. 24 on postcard, p. 149 


and 
Sel lage 


Y4-in. Power Drills 

Three new 1‘4-in. power drills all 
have an which 
holds armature rigid for easier bit 
changes more driving 
torque, plus a built-in lock for sus- 
tained operation. Model 200 drill 
has Wrench-Lok chuck for easier 
bit multiple ball thrust 
bearing and self-lubricating bear- 
ings, hardened steel gears, die-cast 
aluminum alloy housing for extra 


armature catch, 


and gives 


changes, 


strength and light weight; long 
pistol handle provides firm grip, 
and switch is spring-loaded for 


shut-off. Other 


automatic drills 





with geared chuck are Models 210 
and 220 (illustrated). Power Tool 
Div., Dormeyer Corp. 


Fer more data circle No. 25 on pestcard, p. 149 


Lighting Fixture 

A new fixture with an open back 
that provides accent lighting for 
highlighting merchandise and sell- 
ing areas has been added to the 
line. Called the ““Accenter,” the unit 
has plastic removable panels so it 
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PULLEYS 


an? V-BELTS 








This contest requires little or no effort on the part of the dealer. The 
dealer participates by simply having booklets, entry blanks and 
Congress products on hand. The dealer certifies the entry which must 
be submitted with a Congress label. Any item shown in the booklet 
may be made by a contestant or he can use his own ideas. Write 
today for details and sample booklet. 


3750 E. 








FIRST BOOK of its KIND! 


A mwet ter every heme mechan 
A comprehensive text beet Het tele ren 








~ 
C te 


Sa 
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+ CONGRESS BAIVES Division : 
| , TANN CORPORATION 
8B 8 Cee Be ee Baws be Ben 

‘ " 
' j Berot eee ; 
THis ‘ teeteeet © Be eteeee cet oe Se Seek » 
Peet eee? PURLETES coe © OTE oe, 

1 eevee: cee ee 
' 
COUPON oom 


» Memes 
TODAY... 
ee 





mee @#@ «ee «ee e& « «@ 


A full schedule of national advertising 
in Popular Mechanics and Hobbies maga- 
zines will publicize both the contest and 
this unique and informative booklet. Re- 
prints are available for display purposes. 


LES 
TRA SA 
\reED EX 

aa og tunities 


You will sell pulleys, V-belts, drives, pil- 
low blocks, flange bearings, motors, 
screws, bolts, power and hand tools and 
many other items as a result of this ex- 
tensive Congress program. Get in on 
all those extra sales and extra profits. 


DRIVES DIVISION am (arporalion 


OUTER DRIVE 


° DETROIT 34, MICHIGAN 
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NHIRIBTIELICE 


. Sa he TN oF Im OF 
$” Guaranteed by 
Good Housekeeping 


a ay 
£5 S apverristo78 | 





.with the prestige and 


recognition value of the 


bike GOOD HOUSEKEEPING 
a SEAL! 











| . | | | | | | 

So Simple...and Yet So Complete! 
ONLY 12 COLO RANTS Here’s the really workable color system that spells bigger paint 

pany sales... cs customer satisfaction for repeat business. 


; : Si . "RG le ER Si ' ae 
in 5 tube gizes... imple... practical . . . low in initial cost and sustained 


inventory, yet so carefully ut together that it allows your 
. customers unmatched freed é of color expression! A few tubes and 
a and just two bases enable you to make hundreds of fast-moving colors 
in flat, semi-gloss, and high gloss wall paints, quick-dry 


enamels, exterior house paints, floor and deck enamels, new 
2? BASES “woodtone” finishes ... with never an obsolete color left on your 
shelf! Find out — now — all that Spectro-matic can do for you. 
.-.and they give you This pioneer system has been proved-in-use from coast to 


coast... gives you every advantage of background and 
of experience ... adds power to your own selling effort with a 
ee multiple-coverage program of advertising, merchandising, 


BEST-SELLING COLORS and sales aids! 








Look at all this 


selling power 


National Advertising Chip Cabinets 


Eye-catching advertisements stimulate sales Exciting, practical chip cabinets place popular 
through the pages of the powertul, idea-molding 
national! magazines your customers read! It’s 
just one phase of a terrific trafhc-building pro- 
gram designed to help you sell the year around! 


colors at your customers’ fingertips . yet 
occupy little floor or counter space. Each chip 
has complete information printed on back to 
make correct tube and base selection instantly. 


a Sn angie en ote ere ee greener 


Loan-out Color Books 


Take-home color books, like this compact, all- 
in-one Color-Pak of 300 colors, are the ultimate 
in customer convenience. Generous-size chips 
and color information make harmonious selec- 
tion of color combinations easy and sure. 











MANUFACTURED and DISTRIBUTED by SPECTRO-MATIC ASSOCIATES 


AVolite Pure Paints 
Richmond 20 Virginia 
~ » Paint Cerporatior 

Flint. Mich ger 
The John P. Cochran Co 
Clevelend 17, Ohio 


ra owmeon Cempbel!l Paint Company 


Seottie 7, Washington 


DeBoom Paint Co 


Sen Frencisco 10, California 


Felton. Sibley & Co 
gi ol ult A aad lal Pa 
2 a oe ee a 
vrand Rapids, Mich geo 
mn Bros. Corp 
“ew Jersey 


Norfolk Point Corporation 
Qvincy 71, Messechusetts 


ie ee ee eo 
Omeheo 2, Nebroske 
la se a a a a a 
Rockford nois 
Ster ng 12? Steer Paints 
tle Rock Ark Ala . l-laks Tew 


a 


‘To, os) ae oe es a 


Los Angeles, Colifornic 


@ Handy Room Visvalizers 
that show a variety of room 
color combinations right in 
your store... quickly... 
appealingly! 


@ Miniature vest-pocket-size 
Chip Packs of interior and ex- 
terior colors, including floor 
enamels! 


@ Sales-stimulating color 
cards, folders, and mailing 
pieces that really sell... at 
home, or in the store! 


@ Newspaper od mats and 
radio scripts to fit any budget 
~.. @ny campaign ... all year 
long! 


@ Bonners, Pennants, and 
Streamers to make your store 
a dominant paint center... 
stimulate buying! 


@ Packaged promotions 
which give you everything 
you need to build a real, 
profit-paying sales campaign 

. including coupons, ad 
mots, can talkers, window 
benners, etc. Planned to the 
last detail to move more paint 
for you! 


@ A powerful, top-level 
team of over 500 skilled, ex- 
perienced chemists, tech- 
nicians, engineers, production 
specialists, and seles pro- 
motion experts ... all work- 
ing to build your business 
bigger and better than ever! 


Write to Spectro-matic Associate Nearest You! 


Gentlemen: Please send complete details of the Spectro- 


metic Color System ( 


coli( ) 


NAME.. 


FIRM NAME. 


ADDRESS .. 


) or have your representative 





For top volume... 
in tape sales 
... Sell JENKINS 


FRICTION 
RUBBER 
PLASTIC 


GUARANTEED 
FOOTAGE 


A few wraps and the job's finished . . 
one thickness insulates. Tears evenly, 
does not rovel .. . more “coverage” 
per roll. Stock Gold Seal for bigger 
sales and profit. Jenkins Bros., Rubber 
Division, 100 Park Ave., New York 17. 


BEST SELLER FOR 
PLANT SUPPLY > |j 


All types of GOLD SEAL TAPES — Fric- 
tion, Rubber, Plastic — ore packed in 10- 
roll cartons as well as single rolls. Every 
roll cellophane-protected, stays fresh. 


DIAMOND SEAL Friction ond Rubber 
Tepes ore also mode by Jenkins Bros. 
to ASTM specifications. 





WHAT’S NEW 





® For more information 
on these products and 
services use free post 
card on page 149. 


— 
rn” 


\ Fister Ul Voconte! 


can be mounted either individually 
or in continuous rows. It is avail- 
able in 2, 4 and 8 ft. sections. 
Carter Lighting Co. 


For more data circle No. 26 on postcard, p. 149 


Kitchen Gadgets 


A 16x24 in. Peg Board display 
featuring eight kitchen gadgets is 
available as a special deal. The deal 


\q i 
a 


ity kenberr 
=i ® GADGET 
~~ 


covers 1 doz. of each item to retail 
at $25.80 (eastern prices); display 
costs dealer $3.25; free goods in- 
cluded are valued at $3.48 retail. 
Display comes complete with hang- 
ing hooks and lemon yellow board. 
Items are all open stock. John 
Clark Brown, Inc. 

For more data circle Neo. 27 on postcard, p. 149 


Pipe Tenoning Tool 


Light enough in weight to be 
operated on the job by one man, the 
ACT-Model B asbestos-cement pipe 
tenoning tool saves engineering 
time by eliminating the need for 
figuring and _ specifying’ short 
lengths. Tool machines asbestos- 


cement pipe ends for Ring-Tite, 
Simplex and tapered couplings, 
Roto-Split flanges and poured 
flanges, as well as making closures 
and end facings. Tool may be 
adapted for cutting any type pro- 
file simply by changing cam plate; 
it has automatic feed and quick re- 
lease. Spring Load Mfg. Corp. 


For more data circle Neo. 28 on postcard, p. 149 


Hunting Mitt 

Featuring a trap opening in the 
palm, for either right or left hand, 
a hunting mitt designed for action 
and protection offers freedom for 
the trigger finger and also ensures 
warmth. Mitt may be discarded 
hastily, when necessary, because of 
the loose-wrist design; this is 
achieved by merely flicking wrist 


id : 4 : 7 


and letting mitt fly to ground. Made 
of durable poplin in red or brown, 
the Trap-Mitt is reinforced with 
leather on the palm, thumb and at 
the wrist and lined with Ensolite. 
Seal-Dri Sportswear Co. 


For more data circle No. 29 on postcard, p. 149 


Spray Enamel 

For the home decorator, do-it- 
yourself market, a push-button 
spray enamel is offered in these 
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is-sold in hardware 


and paint stores 


A” shag 7 = Miiominuin pit! 


Shettield 
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‘Superseal 
Chai ae 
'Gas Range 
Oe ae 
‘esegnanel 


Easily Installed 
Leak-Proof 


(fh 


SUPERSEAL Gas Range Connectors 
are available in six different assemblies, 
but only one top quality grade, certified 
and approved by the American Gas 
Association and Underwriters’ Labora- 
tories, Inc. The tubing is ¥¢-inch O.D. 
aluminum, with a wall thickness of .049 
inch. Fittings are of malleable iron, cad- 
mium plated. Available in 12 to 60-inch 
lengths, with 44-inch pipe thread as 
standard. Special 44-inch pipe thread 
can be supplied in the straight male or 
female adaptors. Over 400 U. S. distribu- 
tors. Insist on SUPERSEAL. 


“Every Superseal Fitting is a union in itself” 


Ligeostel 


. Me A MALLEABL 3 
ASTINGS CORPORATION 





WHAT'S NEW 


colors: 





red, bright orange, chrome 
yellow, meadow green, royal blue, 
medium gray, gloss black, wrought 
iron flat black, gloss white, metal- 
lic copper, bright gold, chrome 
aluminum, plus appliance white lac- 
quer and clear plastic (acrylic). 
The red, orange, yellow and green 
match farm equipment colors. Cap 
of each can is finished in exact 
color of contents. Enamel is avail- 
able in 6-o0z. and 12-oz. sizes, pack- 
aged in three different assortments ; 
each assortment includes a self- 
service wire rack with two-color 
display card. Rack refills are avail- 
able in both sizes, 12 cans to the 
carton. tetail prices: 6-o0z. can, 
98¢;: 12-o0z. can, $1.69. Aerosol Div., 
Dupli-Color Products Co., Ine. 

For more data circle No. 30 on postcard, p. 149 


Spinning Lures 


A complete line of spinning lures 
is now produced by the company. 


Sove.t 
Troveci 
- 


Lures are available in nine differ- 
ent designs, in gold, nickel and 
copper finishes, and in various 
weights. Each is packaged in clear 
plastic capsules. Lures are packed 
a dozen to a colorful display card. 
Retail prices range from 65¢ to 
$1.50. Montague-Ocean City Rod & 
Reel Co. 


For more data circle Neo. 31 on postcard, p. 149 


Blender in Color 


Available in hues to harmonize 
with modern kitchens, the Oster- 
izer liquifier- blender comes in 





gleaming copper with permanent, 
non-tarnish finish; chrome; pastel 
tones of pink, aqua, and yellow; 
or white. Features include: two 
speeds, ingredient-adder top, easy 
cleaning, and more powerful motor. 


slender performs 12 different food 
processing operations, including 
preparation of fresh foods for 
babies. Comes with four-color, 96- 
page recipe book. John Oster Mfg. 
Co. 

For more data circle No. 32 on postcard, p. 149 


Army Revolver 


The well-known Colt single ac- 
tion Army Revolver is again in 
limited production. It is available 
in .45 Colt and .38 Special calibers, 
and in barrel lengths of 5% and 
7% in. Retail price is $125. Colt’s 
Patent Fire Arms Mfg. Co. 


For more data circle No. 33 on postcard, p. 149 


Jigger Glasses 


Four-piece Harmony sets of 2-oz. 
jigger glasses feature a singing 
quartet decoration. Four Gay Nine- 
ties harmonizers are pictured in 
colorful ceramic decoration on the 
matching jiggers, which are packed 
four to a set in display cartons. 
Slanted for home entertainment 


HARDWARE AGE, NOVEMBER 10, 1955 








- —™ - 
Bo GRATES 
I POS ot Se 
: eh 


. 


aR. 


Constantly 
Order x - F a | advertised in: 
from Your : ae SATURDAY 
. — EVENING POST 


POPULAR 
MECHANICS ~ 


POPULAR 
SCIENCE 


FAMILY 
HANDYMAN 


Wholesaler! 


ao * 


HERCULES CHEMICAL COMPANY, INC. 
332 Canal St., New York 13, N. Y. 
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Sales 
will 
soar 


when 
the 


HANG IT 
ON HINDLEY! 


Buster” 4 


MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE « COTTER PINS 
PLUMBING SPECIALTIES 








WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 149. 





| or Christmas gifts, sets are priced 
_ to retail at about 89¢. Libbey Glass, 


Div. of Owens-Illinois Glass Co. 


_ For more data circle No. 34 on postcard, p. 149 


Household Kit 


A Handy Household Kit, contain- 
ing 31 different items, including 


| wood screws, nails and brads, 


thumb tacks, carpet tacks, furni- 
ture glider, upholstery nails, etc., 
is now on the market. The items 
(more than 800 pieces) are in a 
Styrene see-through compartment 


| box, with a snap fastener. Items in 
| kit were selected as most frequent- 


ly needed in the average house. 
American Tack Co. 


| For more data circle No. 35 on postcard, p. 149 


Nylon Latch Bolt 


A nylon latch bolt insert that 
provides easier, quiet closing and 
longer wear is a new feature of 
the Sargent IntegraLock line. The 
nylon self-lubricating insert pro- 
trudes on all sides of the latch bolt, 
preventing metal-to-metal contact 





between bolt and strike. The nylon 
bolt is now standard on all 7600 
series IntegraLocks. Sargent & 
Co. 


For more data circle No. 36 on postcard, p. 149 


Dry-Wall Finishing Tool 


With three interchangeable and 
replaceable blades, the Trio dry- 


wall finishing tool shears, feathers 
and finishes, and virtually elimi- 
nates the need for sanding joints 
or nail spots when properly used. 
Bedding compound is applied to 
joint (illustrated) with 8x4 in. 
blade which has concave shearing 
edge on working edge. Surplus 
compound is sheared off by blade 
before tape is laid, applicator lays 
tape in compound with same blade 
and then additional compound is 
applied over tape with 8-in. blade. 
Excess topping compound is 
sheared off joint as blade provides 
control over amount of compound 
left and leaves’. well-feathered 
edges. Finishing, with 11-in. 
straight edge blade, follows final ap- 
plication of compound and shearing 
off of excess with ll-in. curved 
blade. Tool retails for $4.95, with 
blades. Goldblatt Tool Co. 


For more data circle No. 37 on postcard, p. 149 


Aluminum Water Heater 


An all-aluminum hot water 
heater, that does not rust and dis- 
color water, can withstand water 
temperatures up to 180 degrees 
Fahrenheit. Developed with the 
cooperation of Reynolds Metals 
Co., the Alumilux heater needs no 
anodic protection to guard against 
tank corrosion; anode rods usually 
needed in gilass-lined and zinc- 
lined tanks have caused unpleasant 
water taste and odor. Greater 
fuel economy is possible since 
aluminum tank walls absorb heat 
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RING UP PLUS PROFITS with 


NEW DIXON Magie Mineral 


RUST PREVENTIVE PAINT GIVES YOU 


Plus Profits! 


Non-competitive! Generous trade dis- 
counts! Easy to handle! A complete 
department in only 3 sq. ft. 


Untapped Market! 15.75 worth of ses 
| ing display material .. . 
Ts = ; o 

A “must” for every homeowner! Per- ige Ees me ter! orton: . 50 
fect add-on sales! Ideal for the “Do- eentias —_—_ co apg 
Scan, wails antidibcnlats ee al i il Walk, sortment purchase (Deal 
fences, gutters and all metal around a =" 5 —|9- #101). Ask your dis- 


Se Ree, iadimmnnemeene ee tributor or write direct 
as for full details. : 
(©) Proven Acceptance! EEE 3-2 


PTT T TTT TTT IT Se t the Sho 

| TTY nns| evs a w 
Laboratory and field tested! De- — BOOTH 406 
manded by consumers because it con- ey ~ Fe Yo ) RETAIL PAINT & WALLPAPER 

/ a Te} } 


tains “Silica~Graphite”, nature’s own DISTRIBUTORS OF AMERICA 
magic pigment! Stops rust, 5 most 6 CONVENTION 
wanted colors — the complete line, CLEVELAND AUDITORIUM 
waterproof and sunproof. Nov. 15-17 


+ SRE nee Rae CRI ACR A IRRIR SORMETEA ommme 


Oa oe 
asthe ae ere 





A FEW EXCLUSIVE 

DISTRIBUTOR FRAN- 

CHISES ARE STILL 
AVAILABLE 
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and hold it longer, and tank absorbs 


| and transfers heat more rapidly. 
TEE C - A N | External flue construction provides 
| several times more heating surface 
than in other types of water heat- 


sé 7 . s. Heater has chip-proof, crack- 
H d S N C W. 0) i e-G a i C C La D C i © eit palin. Clayton and Lambert 
| Mfg. Co. 
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STEEL * in spotting the 


eh NEW EQUIPMENT 


: | New cost saving equipment 
™ In checking for the store and warehouse 
inventory 





BRIGHT 











Fixture Line 

Consisting essentially of “I- 
Beam” standards, a line of retail 
store fixtures has been introduced 
has lightweight reinforced brackets 
for steel shelves, with 1l-in. formed 
steel moldings for price tags. One- 
piece shelf bracket inserts in the 
display standard without tools, 
nuts or bolts and is adjustable. 
Streamlined in appearance, it is 

















Crystal clear, tell-all labeling 
is just one aspect of Russell's 
extra-service attitude. This 
close-knit, flexible organization 
gives prompt, individual attention 
to your inquiry or order. Quick 
deliveries from factory stock. 








adapted for lighter items. Enamel 


: aig: finish with super hard metallic 
Special emphasis ” placed on packaging shelves is featured; this baked 
for protection plus convenience. 6. nme ao enamel resists corrosion. Sign-O- 
renee vn Gorrageees monee ase weed [ = Lite canopy is available to light 
(where suitable) to facilitate reshipment. merchandise displays. Three color 
BALL | combinations are offered in the 
Send For New, Free, sana line: two-tone grey, green or cameo 
Complete Catalog! rere _combinations with all standards of 
Actual size illustrations. Gives sizes, wire pearl grey and foam white backs. 


gouges ond diameters, links per foot, tensile The Bulman Co., Ine. 
strength, shipping weights, 
metals, finishes and packing dato. 








For more data circle No. 39 on postcard, p. 149 








H | SDON MANUFACTURING C Industrial Lift Trucks 
John M. Russell Division—Est. 1904 R Tl + | A new series of industrial lift 
, | | trucks, the KGA5]1 line, is equipped 
‘with Yale torque’ transmission 
' which provides fully automatic 


HARDWARE AGE, NOVEMBER 10, 1955 








First Choice of Farmers 





CAL 


a | 
tp {XS 


EXCLUSIVE METAL FITTINGS \ 

CALFeeder nipple assembly is made of indestruct- 
ible rust-proof metal fittings and a pure rubber 
nipple. Senitery, easy to take apart and clean. 


Be, ee. 


CALF GETS All THE MILK 


Tests show less than a teaspoonful of milk remains 
in CAl Feeder Nipple Pail. 


a 
-~_" 
~*~ 
$25 Cn. 
Z 





TWO SIZES AVAILABLE 

Only CAlFeeder gives your cus- 
tomer a choice of sizes and prices 
to suit their requirements. Another 
reason why CAlLFeeder is pop- 
vier with dealers! 


GENERAL METALWARE 


MIiNNEAPO| ; M >» 
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NEPrPLE PAIL. 


Dealers 
Here’s what makes CAL Feeder a best seller 


e Durable, heavy-duty con 
struction with riveted ears. 

@ Strong steel bracket holds pail 
in correct feeding position. 


@ Hot-dip galvanizing after fab- 
rication assures best rust- 
proofing and leak-proofing. 


Here’s what makes CAL Feeder a favorite of farmers 


e CAlFeeder fed calves show 
increased vitality. 

e CALFeeder tends to reduce 
scours caused by guviping 
from pail. 


@ More calves survive the haz- 
ardous first 8 weeks of life. 


e CALFeeder eliminates tire- 
some weaning of nursing 
calves and prevents udder 
damage. 


Be sure to have this best seller on display. 
Stock up—order from your wholesaler today or mail 
coupon for more information. 


General Metalware Company, Dept. HA 
1401 Central Ave. N.E., Minneapolis 13, Minn. 


Please send 


|_| Name of nearest wholesaler. 


ESE oe 





12 QUART 


I 
| 
| 
| 
j | | More information. 
| 
| 
| 


Company Name 
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CHROMTRIM 
DISPLAY 


Here's a big help to your metal 
moulding sales...a colorful wire rack 
display that sets up famous Chromtrim 
so it says “Come look me over.’’ Good 
for self service too...mouldings slip 
in and out easily and display has “tell- 
all’’ sales story. 
New assortment has ten most popular 
shapes, counter edgings, corners, coves, 
snap on channels, stair nosings, inter- 
lock thresholds, door saddles. Fasten- 
ers included. Low initial cost, steady 
repeat profits...Refills can be reor- 
dered from open stock. 
There's lots of “do-it-yourself” sales 
in this unit . . . ask your distributor for 
Werner Chromtrim Unit No. 55/10... 
or write direct for catalog information 
ee ee ee ree 
to R. D. Werner Company, Inc., t 
295 Fifth Ave., N. Y. 16, Dept. C-36 ; 


“WERRER_.| 


| 
! 
| 
{ 
! rary. wn.e'*r..* 











gear shifting to speed materials 
handling. Trucks are built in ca- 
pacities of 3000 to 8000 lb inclu- 
sive. A torque converter fully 
automatic transmission eliminates 
manual shifting of gears. Each 
truck in series has inching control 
for more accurate maneuvering, 
and dual brake pedals make it pos- 
sible for operator to guide inching 
control and depress accelerator at 
the same time during lift or at- 
tachment action. Materials Han- 
dling Div., Yale & Towne Mfg. Co. 
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(Resume reading on page 13) 


TO HELP YOU SELL 


(Continued from page 13) 





questions through use of a self- 
selection rotating chart. By turn- 
ing dial to paint job classification, 
customer finds name and size of 
correct brush to fit his need; brush 
clearly priced, is then chosen from 
lower section of display. Seven 
different types of brushes, from 
1 to 4-in. models, are held in dis- 
play, which is 16 in. wide. Brushes 
are encased in colorful envelopes, 
hole-punched for hanging on self- 
serve displays or perforated 














Getting Your Share of 
this big Metal Moulding 
“Do-it-Yourself” Market ? 





SWING MORE 
SALES WITH 
CHROMTRIM 


BIG PROFITS! LOW COST! 


Of course money doesn’t grow on trees, 
but it seems just as available when you 
sell famous, fast moving Chromtrim 
metal mouldings. And you get extra 
profits from companion sales of related 
products, linoleum, tile board, plywood, 
plastics, etc. 

Start with this new Chromtrim display. 
It holds the ten most popular shapes— 
counter edgings, corners, coves, snap-on 
channels, stair nosings, interlock thresh- 
olds, door saddles. Fas- 

teners included. Free 

sales aids. Refill from 

open stock. Ask your 
distributor for WERNER 

Chromtrim Unit No. 

55/10...or write direct. 


Se 4.4/7 #74 f FEES PTV 
Deceased ee en ee 
R. D. Werner Co., Inc., Dept. C-36 
295 Fifth Avenue, New York 16,N. Y. 


Please send me the dealer profit story 
on the New 55/10 Chromerim Unit. 


Name 





Street__ 





City 


Strate 
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For lazy dealers only 


(or those who want to be lazy!) 
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1 ’ this >LE ty “i Ten thousand hardware dealers have turned over the 
© SES ESS. job of selling nationally advertised easy-rolling Bassick 


Casters and smooth sliding Rubber Cushion Glides to 


counter display this small-space salesman. 


do your Just one look offers an appeal to try these famous casters 
and that’s more than half-way to a sale. Call your 
jobber or write THE BAssick COMPANY, Bridgeport 2, 


. i 
selling for you - Conn. In Canada: Belleville, Ont. 
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QUALITY—"By the makers of Fiexscreen’ is 
your guarantee of flawless finish and smart de- 
sign. A complete quality line of Andirons and 
Firesets priced to sell! Flexscreen national adver- 
tising will now bring you customers on Bennett 
Andirons and Firesets 


STYLING—The new “Picture Frame Flexscreen 
literally frames the glowing beauty of the hearth 
in a three-dimensional, moulded design achieve- 
ment and immediately out-modes all flat-faced 
frames. Plus so many new and different features 
that we say, “Please, sample this new ‘Picture- 
Frame Screen.’ ™ 


EASY SELLING—Pre-Assembled Attached Fliexscreen! 
Just three volume selling stock sizes take care of 80°, 
of all customers. NOW Fiexscreen offers these three stock 
sizes 30° =x 28”, 36” x 30” and 42” x 32” completely 
pre-assermmbied. If you've been turning down attached 
Flexscreen business because it was “special order,” 
here's the most popular type of all curtain screens that's 
as easy to stock and sell as the Frame type. 





TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 149. 


boards. Merchandiser is sent to 
dealers without charge when or- 
dered with either of two standard 
stocks of six dozen _ brushes. 
Wooster Brush Co. 
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Electric Lantern Display 


A new style carton which doubles 
as a display unit is now used for 


— ' - 


a? 
7” | GEIR 
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Flexscreen advertising program ever. Full page color 


B i N \ f | RI | AN | NC ro tll scalar a age og Bagg nee 


A atlas tt A IU C 


NORWICH WY PAR man—or write us. 





Ads in More magazines. Ask your Fiexscreen Sales- 





by popular demand! 


squared 


Mi Be 


today’s kitchens! 


THIS ““NEW-LOOK” STEP-ON MEANS MORE PROFITS! 


Holds more! + Built-in defumer! + Stay-open lid! - 
Ordinary paper bags are square; fit Magikan’s square 
design! - Handle for easy carrying! - Aluminum inner- 
can; never rusts, chips or peels (one free if it does). 


Magikan’s square design makes round styles obsolete . . . sells homemakers 
looking for something new, different! In hit-of-the-season pink-with- 


... Chrome... chrome-copper. . . plus ye . red and white. 
Stands out on your shelves, moves fast, pre-priced marked for full profits! 


METALCRAFT MFG. CORP., 1025 FIRESTONE BLVD., MEMPHIS 7, TENN 
Magikan—Magikooler—Magitainer—Magitwirl Twins 


shipping the red Electric Comet 
lanterns. Display can be used for 
either counter or window display, 
or can be stacked on the floor with 
the top container opened. R. E. 
Dietz Co. 
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Screw, Bolt Labeling 

A chart has been issued showing 
how the EZ to C label system works 
for screws and bolts. Various 
types of the firm’s products are 
more easily identified by the border, 
silhouette and color keys on the 
chart. Copies of label system chart 
available upon request. Southern 
Screw Co. 
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Holiday Torch Set 

Here is a special Christmas pack- 
age for the TX-888 propane torch 
set. Package is a slip-over sleeve 
designed to fit the standard box: 
it can be removed after Christmas. 
Sleeve is printed in holiday colors, 
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That’s not jive-talk, even though dealers from 


coast-to-coast are hopped up about it. 

It’s sales talk that’s persuading more and more 
of your prospects and customers to turn to Temco— 
specifically to Temco’s remarkable Air-Flow Reflec- 
tor* Gas Heater, with the really cool cabinet. 

To your customers it means no more singed . . » And like all Temco heaters, it’s engi- 
curtains, scorched drapes, or burned fingers. neered to operate with equal efficiency on 

To you it means an exclusive feature you can natural, manufactured, or L.P. gas. 
shout about (using the new cooperative newspaper 
ad mats Temco has prepared just for you). 

In a fe® brief phrases, Air-Flow Reflector* 
means cool cabinet, circulating heat without fans, a 
Temco exclusive—in other words, your key to local * Finished in “Lifetime” Porcelain Enamel. 
leadership in the unvented gas heater field. * Approved by A.G.A., gvaranteed by Good 
Housekeeping. 


* Combines advantages of both radiant and 
circulating heaters. 


* Striking new beauty of design. 


*Pat. Pending 


q ee ry = © ’ Talon | Temco, Inc.: Department 8-741 


Nashville, Tennessee 


NASHVILLE 9, TENNESSEE Please send me catalog and complete details on 
Temco’s Air-Flow Reflector* Gas Heaters. 


bib Healing Speen Add for the Nai Lon *Pat. Pending 


Name 


= a Ea § Firm Name 
~w m oS Address naire 
“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” City Jone Stote 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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/ MECHANICS TOOL CHESTS 
/ UTILITY CHESTS 

/ FISHING TACKLE BOXES 
/ CASH & SECURITY BOXES 
/ PERSONAL FILE CHESTS 
/ UTILITY CABINETS 

/ SPECIAL CHESTS & BOXES 













!—-good as gold when they're Goldblatt. (Goldblatt Tool Co., 
1940 Walnut, Kansas City 8, Mo.) 


ales 





ls a fact! .. . UNION is headquarters 
for the most complete line of all-steel 
chests available today . . . in sizes and 
styles priced to meet all customer re- 
quirements. So why not call UNION 
once and for all! 

WRITE for complete cat- 
JOBBERS 


alog and prices covering 
DEALERS Tool Chests and Tackle 


Boxes. 


anil UNION STEEL CHEST CORP. 


ie USN 





ROY 


NEW YORK 
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with a window showing the torch 
and three special burner tips. Otto 
Bernz Co., Ince. 
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Table Radio Display 

A 10-ft three-color display for 
use in windows or on display tables 
is available for the Christmas sea- 
son. This “Choo-Choo” display con- 
sists of nine easily assembled units, 





four of which simulate flat cars, 
each of which is large and strong 
enough to hold one radio. Arvin 
Industries, Inc. 
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Dealer Sales Aid 


A colorful display, the Up-Front 
Salesmaker self-merchandiser, is 


Stip Rt 


MILDEW! TERMITES 





1955 





available for all one-gallon contain- 
ers of preservatives, including 
Coppo, Coppo-Clear, Seal-Treat and 
Deep-Treat. Salesmaker may be 
used singly as counter display 
(illustrated) or in groups of three 
stacked as an island. Insert cards 
with appropriate copy help to sell 
merchandise and are supplied at no 
extra cost to dealers, and the dis- 
play itself is also free of charge. 
Complete selection of folders and 
mailing-inserts are available free. 
King Chemical Co. 
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Christmas Tapes 


Scotch brand cellophane tape in 
three holiday packs—two for re- 
sale and one for in-store use—are 
now available. The packs include a 
floor stand deal (illustrated) and 


counter display for consumer-sized 
rolls, plus a dispenser and tape com- 
bination deal for store use. The 
floor stand deal of 144 rolls of 25¢ 
and 39¢ rolls has a dealer cost of 
$26.68 and retails at $41.04. Coun- 
ter display deal includes 3 doz. 59¢ 
rolls of cellophane tape with a pre- 
mium tie in. Dealer cost is $14.87, 
retail value is $21.24. Combination 
deal includes a dispenser at half 
price with purchase of a doz. % x 
2592 in. rolls for store use. Dealer 
cost is $13.69. Minnesota Mining 
& Mfg. Co. 
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Promotional Folder 


Designed for mailing with letter 
or invoice, or both, a consumer 
sales promotional folder in three 
colors provides information on 
forged iron ornamental brackets. 
Mailing piece is Form No. 5029 FI 


IN INDUSTRY... 


The grip, accuracy and durability of the 
Jacobs Plain Bearing Chuck have made it y 
standard equipment all over the world. 

This model, especially designed for 

drill presses, features a Jacobs- 

engineered PLUS — the threaded 

locking collar for extra safety 

and more versatile use of 

the tool. 


The Jacobs Plain Bearing Chuck equipped with threaded locking 
collar makes any drill press a safer, surer, more versatile tool. 

Safer because the threaded collar keeps chuck locked on tapered 
spindle regardless of speeds or type of thrust. 

Surer because it’s a Jacobs, the most accurate, holdingest, long- 
est lasting chuck of its kind — anywhere. 

More versatile because it eliminates the necessity of using 
special collet chucks or similar adapters for holding routing, carv- 
ing or dovetailing bits. 

When you buy a drill press or portable electric tools for sale in 
your store ask for Jacobs Chucks... your 
customers do. And sell the Jacobs Chuck... 
it’s a recognized value that your customers 
buy. The Jacobs Manufacturing Co., 

1405 Jacobs Road, West Hartford 10, Conn. 





So gay and lovely... so thrifty too. é TO HELP YOU SELL 
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@® For more information 
on these products and 
services use free post 
card on page 149. 
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and of 614x3% in. envelope stuffer 
size and contains space for dealer 
imprint. Inside drawings show 
typical uses of brackets, such as 
for supporting shelves and flower 
boxes, hanging signs and lanterns, 
suspending bird cages and as dec- 
orative strengthening for screen 
doors. Quantities of folder are 
available without charge upon re- 
quest. McKinney Mfg. Co. 
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Nearly '/2 Your Customers Will 
Get KVP Christmas Ads | Scale Display Box 


(In LHJ, McCall’s, BH & G, Am. Home, House- Designed as a protector during 
hold, Parents’). . . telling them about these beau- 
tiful wrapping papers in convenient, economical 
cutter boxes. Suggested list $1.25. Good mark-up. 
Colorful window cartons show 4 different designs. 
Get details from your KVP jobber today. 


shipment and as display stand, the 
package for “Flight” bath scales 
also serves as a gift box. In two 


Your Guarantee 
ot Quality 


THE KVP COMPANY e Kalamazoo, Michigan 





hog te 
Pee & 2. vr. Rx. ene ment 


se. re 
é Se a heel St A, 33 
a “ _ . 


There’s ‘a big 


| pieces, box is lithographed in three 


colors. Bottom half of box pro- 
vides picture-frame_ setting for 
scale, and cover is slotted and re- 
inforced to serve as easel display 
when stood erect. Display can be 
quickly set up, for either counter 


GAS HEATER ¥ es, | or window space. The Borg-Erick- 


son Corp. 


SALES a Pat For more data circle No. 49 on postcard, p. 149 
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Join the aa | | Farm Brooding Booklet 
TCT RAUL MULT CLL 8 Folly Vented Heaters | _ Some of the profitable uses of 


15,000 BTU to 85,000 BTU infra-red lamps in brooding chicks, 
a 23 Unvented Heaters | pigs, lambs, calves and other live- 
10,000 BTU to 50,000 BTU | stock are described in a_ booklet, 


21: nomen re oe “Infra-Red Heat on Your Farm 
or natural, liquetied, : sae F Se te 
and manufactured gases. for Brooding and Scores of Daily 


i | Chores.” Manual is designed to 

Me ce er to. ie te ee ) _ . 7 ' . 
esate help farmers boost production and 
profits through modern brooding 





Geaters sales aids 
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methods. Subjects covered include 
operating costs, importance of 
light, safety, flock size, lamp place- 
ment, litter management, and elec- 
tric wiring recommendations; sep- 
arate sections are devoted to pig, 
lamb and calf brooding. A portion 
of the manual is devoted to the use 
of heat lamps to handle various 
chores and emergencies, such as 
thawing pipes and pumps, drying 
paint and plaster, and warming en- 
gines. Booklet is available without 
charge. Lighting Div., Sylvania 
Electric Products, Inc. 
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Flashlight Display 
Full-color counter displays 
created by Raymond Loewy Asso- 


: ore , 
—t earreecs 


mere oe 


ciates are being offered for Bright 
Star 98¢ chrome flashlights. Dis- 
play (No. 616) is designed for 
spot selling in various retail loca- 
tions, and several package arrange- 
ments featuring free batteries are 
available. Bright Star Industries. 
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Conveyor Folder 

Aluminum gravity roller and 
gravity wheel conveyors are illus- 
trated and described in a four- 
page, two-color folder, which is 
available upon request and without 
charge. Folder gives full specifica- 
tion and price information on the 
two styles of conveyors. Harry J. 
Ferguson Co. 
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Pest Control Brochure 
Available upon request, an eight- 

page brochure describes and illus- 

trates the full Black Leaf line of 








Event *4 in the Boontonware Program 
is beautiful, full color backdrop for 


YOUR BOONTONWARE 
CHRISTMAS WINDOW 








: | Dear tommy -the Soorlonwart’s from ub bo we ant brash ang more dikhab-.... 
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Splendid full-color reproduction in the shape of a giant Christmas card makes a 
heart-warming backdrop for your window. 


Who can resist this Christmas morning family scene? It’s 
the kind of setting sure to mark your store as neighborhood 
Christmas gift buying headquarters. Sure to bring you cus- 


tomers you don't ordinarily sell. 


AS part of the Boontonware Selling Program, your resource 


has a backdrop reserved for you free for the asking. 


YOUR #1 MELMAC DINNERWARE LINE 


MANUFACTURED BY BOONTON MOLDING CO., BOONTON, N. J. 
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“ECONOMY ” 


25 ft. only $2.69 
Transparent Virgin Vinyi—in a rich green eye- 
catching color 
Reattachable Couplings — the only low priced hose 
with this important feature 
5-Year Guarantee — an outstanding sales point 


in this price range 


Here's your traffic-builder in garden supplies 
Ask your Supplex jobber for full details. 
Feature Supplex in 1956. For complete line 

and big 1956 promotion see pages 24-25. 


SUPPLEX CORPORATION. 








Because it’s 


 HANDIEST 


DOOR-EASE 
WORLD'S LARGEST SELLING 
HOME STICK LUBRICANT 


AMERICAN GREASE STICK CO. 
Muskegon. Mich 


MA 


AG. 





TO HELP YOU SELL 





®@ For more information 
on these products and 
services use free post 
card on page 149. 


pest control products for garden 
and home use. Booklet presents 
information covering advantages, 
selling features and prices of 24 
dusts, sprays, and wettable pow- 
ders for lawn and garden care. 
Products discussed are: 11 insecti- 
cides for garden use, seven pesti- 
cides for house and garden, and 
seven specialized lawn care chem- 
icals. Diamond Black Leaf Co. 

For more data circle No. 53 on postcard, p. 149 


Packaged Hardware 


Rust-resistant shelf hardware, 
including flat corner irons, corner 
braces and mending plates, are 


offered in redesigned packages. In 
sets of four, complete with screws, 
the hardware is displayed in tear- 
proof, transparent plastic bags on 
bright red and yellow cards; sizes 
and contents are clearly printed, 
and cards are punched for display 
on hooks. The rest of the line is 
listed on the back of cards, to help 
retailers merchandise and bring 
repeat sales. The Empire Tool & 
Mfg. Co. 
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Display-Shipping Carton 


Made of corrugated paper, a com- 
bined display case and shipping 
earton holds 12 Quickie Speedway 
Mops of two different types. Each 
mop is boxed in a compact package 





for carrying home by customer; 
box may also be mailed to customer 
without repackaging. Portions of 
carton swing out to display each of 
the two mops for customer inspec- 
tion and trial; brightly-printed 
show card carries appropriate sell- 
ing and demonstration copy. Han- 
cock Corp. 
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Drill Kit Gift Box 


A Christmas display merchan- 
diser in the form of a leatherette 
gift box features the Model 149B 


electric drill, a %4-in. drill for the 
do-it-yourself trade. This basic 
tool powers about 20 attachments 
for sanding, polishing, trimming 
and similar operations. Gift box 
may also be used as stationery or 
jewelry case; it measures 1244x11l- 
x3 in., and can be used as a dis- 
play and sales promotion aid all 
year ’round. Merchandiser also in- 
cludes drill bit set (7), rubber 
backing pad, polishing bonnet and 
adapter. Mall Tool Co. 
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Power Tool Catalog 


A revised 20-page illustrated 
catalog in color describes the Power 
Shop line of radial arm type ma- 
chines. Included are information 
on the Model MB-F, a 1956 version 
of previous Model MB-C, and data 
on new accessories for the basic 
machine. Booklet is Form SP-58- 
55. DeWalt, Inc., Subsidiary of 
American Machine & Foundry Co. 
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Game Season Summaries 


Two summaries have been pre- 
pared as guides of open seasons 
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for ducks and geese, and for trap- 
ping muskrat, mink, skunk, racoon 
and fox. Ducks and geese sum- 
mary is divided among the four 
Flyways — Atlantic, Mississippi, 
Central and Pacific—and lists each 
state in the respective areas. Daily 
bag limits, possession limits and 
season dates are given for each 
area and state. Trapping seasons 
for 1955-56 are given showing 
dates for each of the five animals 
in every state. Copies of both sum- 
maries, each complete on one page, 
may be had. Animal Trap Co. of 
America. 
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Screw Technical Chart 


Featuring pilot hole and shank 
clearance hole boring recommenda- 
tions, as well as how to measure 
and determine sizes in length and 
diameter for wood screws, a two- 
color technical chart on wood, ma- 
chine and tapping screws is useful 
for do-it-yourself enthusiasts or 
anyone concerned with fasteners. 
Hole size recommendations and 
thread dimensions for tapping 
screws are shown, as are thread 
dimensions for machine screws and 
stove bolt equivalents to machine 
screw sizes. Standard and special 
head styles are illustrated. South- 
ern Screw Co. 
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Tool, Fastener Catalog 


Power-actuated tools and fast- 
eners are described and illustrated 
in a catalog which features both 
drawings and photographs. Fast- 
eners are grouped with tool for 
which they are intended and also 
divided into sections by surface. 
Guards are fully illustrated and a 
panel is provided on bottom of 
front cover for dealer’s imprint. 
Ramset Fastening System, Win- 
chester - Western Div. of Olin 
Mathieson Chemical Corp. 
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Instruction Package 


Suggestions and advice on proper 
placement of rat and mouse killer 
bait are now given, with illustra- 
tions, on the back of new contain- 
ers for the product. Yellow and 
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Your Solder 
sales Via 
the Do-It: 
Yourselt 
Boom! 


AOIER 
SOLDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 

Chicege 39, Iilinels 

Newark 5, New Jersey 

Brantford, Canada 





we BACK YOU UP 
FOR SURE-FIRE 
CHRISTMAS SALES 


@ Full color LIFE 
Promotion 

© Self-display 
Shipping Carton 

@ Flasher Dispiay— 
uses lantern 

@ MATS—LITERATURE, ETC. 


Appeals to all ages 
as gift or toy 


Electric COMET—quality 
made—handsome finish 


WRITE ABOUT 
THESE 
DEALER HELPS 


6 or more make 
a fine display 
SINCE 1840 
R. E. DIETZ CO., syracuse 1, NEW YORK 
ORDER THRU YOUR JOBBER 
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A SECURE SKATE 
FOR SMALLER CHILDREN 


The leather toe straps hold the foot 
firmly. Once the straps are laced to 
fit, they need not be untied. The 
wheels have sleeve bearings for 
slower rolling. The Imp is 

the perfect skate for the 
toddler or beginner. 


( C? halts 


4456 West Lake St., Chicago 24, Illinois 
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| brown 
| tained, 


_ box front. 


® For more information 
on these products and 
services use free post 
card on page 149. 


color combination is _ re- 
and Good Housekeeping 
Magazine seal has been added to 
Information shows how 
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to use bait against rats and mice, 
as well as how to protect it. d-Con 
Co., Ine. 
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Glue Chart 

Uses and properties of three 
types of Elmer’s glues are outlined 
in a three-color chart. Chart is 
available for posting, or inclusion 
in a salesman’s catalog, and may 
be obtained upon request without 
charge. Best uses of Glue-All, Wa- 
terproof glue and Contact cement 
are deseribed for home, farm, shop 
and school gluing jobs. 
Div., The Borden Co. 
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Chemical 


Garden Tool Catalog 


An expanded line is featured in 
the 1955-56 Garden Tool Catalog, 
including two electric lawn trim- 
mers (Nos. 300 and 303), the No. 
12 Lawn Pride rake, and two new 
hedge shears (Nos. 37 and 41). 
Catalog also offers the No. 7 coun- 
ter merchandiser, a wire display 
rack requiring 28 in. on a counter 
and holding up to two dozen gar- 


_ den tools; rack is free with an order 


for an assortment of tools. All items 
in the garden tool line are now 
banded in maroon and “yellow 





stripes, except for professional 
pruning saws, to encourage cus- 
tomers to make up matching sets 
of tools. Catalog also explains the 
Blue Ribbon line, which are iden- 
tified both in catalog and on item 
itself with the Blue Ribbon seal or 


tag. Henry Disston & Sons, Inc. 
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Color Guide Book 


A four-color, 29-page color guide 
book, Color Magic with Consoweld, 
has been designed to aid in har- 
monious color selection of plastic 
surfacing. Brochure features full- 
color room illustrations and 12 com- 
plementary charts to help 
customers select appropriate pat- 
terns and colors to harmonize with 
decorating schemes. Guide 
book is based on the Cheskin color 
system developed by the Color Re- 
search Institute. 
For more data circle No. 64 on postcard, p. 149 


color 
basic 


Consoweld Corp. 


Peat Display in Color 


Available without charge, a three- 
color display mounted on a stick is 
to be placed in an open bag of peat 
to attract home-gardener traffic. 
Outdoor signs, window streamers, 


‘Ng Lh pie 


stuffers, mat service and coopera- 
tive advertising are also offered to 
dealers. Michigan Peat, Inc. 


For more data circle No. 65 on postcard, p. 149 


Quick-Reference Catalog 


Revision of the Quick-Reference 
catalog includes changes in thread- 
ers, portable pipe machines, power 
grip chuck, quadra-type diehead, 
power drive and the quick-opening 
quadra-type threader. Also fea- 
tured are the two models of the 
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TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 149. 


new Speed-Cut abrasive cutting 
machine. Illustrations and full 
price and size information are 
given in the 8-page catalog. Beaver 
Pipe Tools, Inc. 


For more data circle No. 66 on postcard, p. 149 


Tape Package Displays 

A merchandising display in bright 
red, white and black for Star Chief 
steed measuring tapes contains two 
each of 25, 50 and 100 ft. tapes. 
Box need only to be folded into po- 
sition and tapes placed in proper 
slots. Display is 5%<x7 in. and copy 
on box emphasizes exclusive fea- 
tures of tapes; the actual rules are 
exhibited on face of display, and 
the tempered too! steel end hook is 
clearly visible on tapes for cus- 
tomer inspection. No charge for 
special packaging. Carlson & Sul- 
livan, Inc. 


For more data circle No. 67 on postcard, p. 149 


Booklet on Policies 

Entire policy on franchised 
dealer sales is condensed into an 
18-page booklet, “It’s Easy to do 
susiness with Delta.” Material 
covers dealer freight, sales and 
service information and booklet is 
tab-indexed for quick reference. 
Material included discusses the 
firm’s organization, service policy, 
advertising and sales promotion, 
special assembling and special 
equipment orders. In addition, the 
warranty clause and special ser- 
vices, such as handling of parts, 
are discussed. Delta Power Tool 
Div., Rockwell Mfg. Co. 


For more data circle No. 68 on postcard, p. 149 


Power Tools in Color 


To meet the sales appeal of color 
in the home, portable electric power 
tools are now offered in color com- 
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Less Cost Than Resharpening 


SABRE-TOOTH BLADE 


___ Sensational new nickle-chrome steel Roc-Edge 
iblades are tougher, keener, truer and 


DIS PO + c sell for amazingly low prices. 


combination Bits ‘ $ $ $ 
mame 6 inch 7 inch 8 inch 69 
blade blade blade 


New Merchandiser gives you 
Blade Department in 6” x 12” 

’, space. Invest only $24.38. 

» Fill 90% of blade requests. 


SMALL INVENTORY 
FAST TURNOVER 


At your wholesaler 
or write... 


2916 F ha 5 
ROCCO PRODUCTS Seaman inne 


WISSOTAS 0.0: 
SKATE SHARPENER 


WILL BOOST 
YOUR PROFITS! 


e BALL BEARINGS 
¢ MODERN DESIGN 
¢ FOR ALL SKATE TYPES 


New improved SAG Skate Holder shown 
with grinder comes as regular equioment with 
all Wissota Skate Sharpeners. Also may be 
purchased separately. it has a very wide and 
accurate range of adjustmest. The skate is 
rigidly clamped to prevent movement or chat- 
ter. Bottom surface is carefully machined. 
A small investment now in a new Wissota 
Skate Sharpener will mean bigger repair de- 
partment profits and more store trafic this 
fall and winter! Easily and accurately sharpens regular hollow ground hockey, specially deep ground figures, or 
flat ground, narrow blade skates. 


NOT ONLY A SKATE SHARPENER—the Mode! SLOM shown above may also be used as an all around 
Teol Grinder! A wire brush wheel, saw gumming wheel o cloth buffer may easily be substituted. A sickle cone 
may be used for sharpening mowing machine sections, using any Wissota Sickle Holder. 


The Wissota Skate Sharpener unit is mounted on a special board, complete with holder, two surface plates os 
which holder slides, 2 1/3 H. P. heavy duty moter (packed separately), three vitrified grinding wheels and twe 
V-belts for the two separately driven spindles. Three wheels as follows: 7 x 1% x % for flat grinding, Sx 1 x Ve 
for regular hollow grinding. 3 x 1 x % for deep contour hollow grinding. 


nee ee a * ORDER NOW FROM YOUR JOBBER 


SA6 Skate Holder, Only (Also sold seperctely) OR WRITE FOR DETAILS! 


WISsa TA secs: 
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For Fiat or Hollow Grinding! 














BiG FALL SALES 
BiG CHRISTMAS SALES 
YEAR "ROUND GIFT SALES 


There is something irresistible about a BIG 
polished brass bell! And this Bell is a beauty 
thet folks just won't be able to 
leave behind. 
Bells are individually packed, 
fully assembled with bracket at- 
tached in attractive display car- 
tons. Show it and you'll SELL it! 
Xmes Overwrap 
EVIN BROS. 
MANUFACTURING COMPANY 
East Hampton, Connecticut 


Sales Representatives: 
John H. Graham & Co. Inc. 
105 Ovene St., New York 8, N. Y. 

















With the most complete line of 
sprinklers and hose-accessories, 
ALLENCO answers requests for 
an all-in-1 merchandising package 
It's called the Cash-Cart Promo- 
tion, featuring the above all-pur- 
pose 2-square-foot display plus a 
complete promotional program 
(including local advertising in 
your town) with a $100 List as- 
sortment of best-sellers! It can 
boost your traffic, highlight your 
whole Summer Tool dept., cut 
handling costs and INCREASE 
SALES. Order “Allenco Cash-Cart 
Deal” from your jobber now or 
write, including his name, to 
W. D. Allen Mfg. Co., Chicago 6. 


Room 501. 
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TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 149. 


binations. Two jig saws and a 
sander - polisher - massager are of- 
fered in color: one jig saw is dec- 
orated in brown and beige, the 
other in blue and brown. The 
sander is decorated in cream yellow 
and black. Dremel Mfg. Co. 


For more data circle No. 69 on postcard, p. 149 


Clothesline Packaging 


Dual-pack polyethylene bags are 
now used to package 100-ft. hanks 


- 


of sizes 6, 7 and 8 Commander sash 
cord. Easily visible for display, 
cord is protected from dirt, dust 
and handling marks, packages may 
be cut apart for single hank sales. 
John H. Graham & Co., Ine. 


For more data circle No. 70 on postcard, p. 149 


Pruner Counter Display 
Presented in such a way that 
customers are invited to try the 
product, a new garden pruner is 
shown on a wooden counter display, 
10 in. wide, 13 in. high and 6 in. 
deep. Front of display holds two 
pruners with a list of features in 
adjoining copy. Tray in base of 
stand contains wooden dowels for 
a demonstration of pruners’ cutting 
ability. Another display available 
is an easel-back counter display 
which holds model 13S In-B-Tween 
pruner and offers free pair of Hoe- 
n-Home garden gloves with pur- 
chase of pruner. Window streamers, 
22x8 in., help promote pruner sales. 
Pruner Div., H. K. Porter, Inc. 


For more data circle Ne. Tl on postcard, p. 149 


(Resume reading on page 14) 
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quality fixtures priced to help 
you beat competition 


Lowest prices and highest quality 
are possible because we make every 
item in the line — from glass bending 
to metal fabrication and finishing. 


We pass these savings on to you 
and unconditionally guarantee all 
fixtures. (2 year ballast guarantee.) 


All orders promptly delivered. 


Site Saver offers most complete 
line of fluorescent and incandescent 
fixtures for home, commercial and 
industrial use. 


THE SITE SAVER LINE ’ 


1S YOUR PROFIT LINE 
WRITE FOR 
FREE 
CATALOG 


N WIRED AFL.IBEW LABEl 


Designers * Manufacturers 


INTERNATIONAL 
LIGHTING, Inc. 


6511 Easton Ave St. Lovis 14, Mo 


WHAT ELSE 
WAS LOST? 


When oa customer requests “Blank” 
brand floor wox, and the dealer 
cannot fill his needs, the customer 
will usually leave without making 
a purchase. 


Did that customer want any items 
besides his “Blank” brand wax? 
That question now remains un- 
answered. Selling known brands 
serves you and your customers 
best. 








SELL THE 


WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 
America’s Largest Seller 


' 
' 
’ 
' 
? 





SALES VOLUME UP...! 


efit ’ 


the skyrocketing 


“DO IT YOURSELF” 
MARKET 


Why let your customer buy SPRAYON paints and lacque rs 
else where’ ? Here’s the product that’s right at a price that's 
right—a ‘“‘natural’’ for the booming “‘Do It Yourself”’ market. 

SPRAYON in eye-catching, hand-size, aerosol can sells on 

“—*, to all your “do it yourself’ customers. Touchup and 

1 size paint jobs are made easy ...no mixing before, no 
ae after—no brush, no roller! SPRAYON lacque rs 
cover thoroughly, dry instantly — put oil-proof and 
water-proof coating on anything. Lacque rs come in Black, 
White and Aluminum. And there's a fall line of Champion 
SPRAYON Paints and Enamels, including: 


Wrought Iron (flat) Black, Chrome Aluminum, Gloss 
White, Meadow Green, Bright Red, Medium Gray, Royal 
Blue, lvory, Bright Gold, Copperplate, Yellow and Clear 


COLORFUL DISPLAY STAND AVAILABLE 


. a complete line 
of ready mixed paints 
assures perfect results 
for every painting need. 
Highest test lacquer 
thinners, rust proof prim- 
er (Inhibitor), clear gloss 
lacquers, lacquer sealer 
—gold, copper and col- 
ored bronze powders 
and aluminum paste in 
ALL grades. Shipments 
from stock from !/, pints 
to 55 gallon drums. 


A quality line at com- 
petitive prices for 
profitable, steady 
repeat sales. 


Write for color cards, literature and prices 


Warehouse Stocks in Boston, New York, Cleveland, Tampa, 
San Francisco and Los Angeles. 


Visit us at our modern new plant or at the 





National Retail Paint & Walipaper Convention in Cleveland | 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


2101-2121 N. Elston Ave., Dept. H, Chicago 14, If. 
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MR. DEALER: 


Tyler 


SPYRAL BLADE 


COUNTER 
DISPLAYS 


Scud 4or 


Cash in on the demand 
for this really HOT nationally 
Advertised item! 


TYLER SPYRAL 
COPING SAW BLADES 


in this attractive counter display 
sell fast, and spark up sales on 
your saw frames, They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial ...no chipping or tearing 

- leaves clean, smooth edge. 
Display contains 1 doz. packages 
of 12 blades each. Retails for 
75¢ pkg. 


AS ADVERTISED IN 
POPULAR MECHANICS 





~ Tage 
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TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames tool They fit any standard hacksaw frame. Each 
blade is formed from specially hardened steel to permit cutting 
metal os well as softer materials. Changes from fiat to Spyral 
blades take only seconds, Display contoins | Doz. cards of 3 
blades each to retail at 89c« per card. 


“SAWS UP OR DOWN, RIGHT OR LEFT... EVEN IN CIRCLES” 
ORDER NOW 
available at most 
HARDWARE JOBBERS 


Or Write 
Mig. Co., 1005 W. Arbor Vitae, ingleweed, Calif. 
Tyler 2 S16 Fifth Ave., Mew York 36, M. Y. 











SHELF - HARDWARE SPECIALTIES 


PACKAGED TO SELL 


Impulse- oe é mighty factor in stimu- 
lating fe ifs a 


reason why you ge Hn W specialties 
more attractively 


packaged than any 
comparable line! 
It's @ reason why 








L ottone 


from Hardware Age readers 





Stopping Bad Checks 


Editor’s Note—This letter was 
written to Hardware Age as a 
comment on the “Capsule Counsel” 
that appeared on page 113 of the 
Oct. 13 issue. Reader Petty’s sug- 
gestion for preventing bad check 


passing is well worth using. 
Dear Editor: 


I do not understand why a busi- 

ness man would cash a check for a 

stranger under any circumstances, 

dise ... but if they are inclined to do so 

aiuto altar oe then he should get the thumb print 
competition. Ask your jobber. of the check writer. 


in Canada: Geo. S. Hall Ce. HALL-WESSEL COMPANY AS puarnenses apts “f panne 
25 Grenville St., Toronto 1 919-931 No. Sth St. stamp pad available and it would 


Export: Mall & Reis, Inc. PHILADELPHIA 23, PA. . »4 P ;, 
165 Broséway, New York € be only a matter of a minute to use 


P, it in obtaining a thumb print, 
Worth asking for. pity: by NAME Gee tartar specaitie which should be put on the check 


20+ PAR of (meu 23 itself. | | | 
> No crook will submit to having 
his thumb print taken. 

I have seen honest people submit 
to the print gracefully and in good 
humor. I have also seen crooks 
turn as pale as ghosts when a 
thumb print is mentioned. 

Bad check passers most likely 
have a previous record and regard- 
less of license numbers, identifica- 
tion cards or anything else they 
may have, the thumb print is one 
thing a crook will not willingly 
give up. 

I do not understand why more 
hotels, business houses, etc., do 
not use this one sure way to stop 
a crook cold in his tracks. 

Sincerely, 
E. S. Petty 








for quality when you want it 
and strength 


Jiffy Brackets and 2x4s are all you need 


NO NAILS * NO BOLTS + NO SCREWS 
ALL-WELDED CONSTRUCTION. Use 
any 2x4s for legs and croas- 


bar... set up or knocked 
down instantly. 


4220 Woodlea Ave. 
Baltimore 6, Md. 


Television Sales Hit 

Record for 7 Months 
Retail sales of television receiv- 
ers established a new high during 
the first 7 months of 1955, accord- 
ing to Radio-Electronics-Television 

Manufacturers Association. 
GRAND HAVEN STAMPED PRODUCTS ‘aay The total of 3.7 million sets com- 
ante pared with 3.2 million a year ago. 


—order from your 
, or direct if 
be cannot supply you. 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. HA 
NEW YORK 13, NW. Y. 
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YALE HAS THE PRODUCTS AND 
THE POINT OF SALE DISPLAYS 


THAT SELL THEM FAST 


GM-3 Merchandiser 
with #2, 112.197 
deadiocks 


GM-2 Merchandiser 
with #36, 80, 042 
Nightlatches 


GC -1 Counter 
Merchand:ser 
features 3 #047 
Nightlatches 


FREE! SEND NOW! 


Write for valuable booklet. 

“The KEY To Selecting Auxiliary Locks” 
THE YALE & TOWNE MFG.CO.. 

Lock & Hardware Div.. White Plains, N. Y. 


YALE REG. U.S. PAT. OFF 
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introducing the NEW... 
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7 SELF-ADHESIVE 
ELECTRIC 
HEATING TAPE 





STOPS 
FROZEN 
PIPES 


Here's How Cold Weather can mean 


COLD CASH FOR YOU! 


Order this “Popularity Pack” now—a 
fast-selling assortment of WRAP-ON 
Electric Heating Tape combined with a 
profit-making selection of thermostats. 
Merchandise display is a complete sales 
department—FREE with your order! 


Get EXTRA PROFITS by 
selling WRAP-ON Fiber- 
glass Insulation for low 


DISPLAYS! 


to sell for you 


temperature jobs. 
natural tie-in sale to boost 
volume even higher. 


Its a 








@ Just wrap it on and 
plug it in! 


Low cost — “Do-it-yourself” 


Use on unprotected pipes, 
save repoirs 


Protect to 50° below 
zero with WRAP-ON 
Fiberglass Insulation 


@ Use thermostat for 
automatic operation 


You get the initial profit 
quicker and the repeat sale 
easier because WRAP-ON 
quality, utility and convenience 
means volume business. 


Beware of Imitations — WRAP-ON Gets the Call! 





Y . NEWSPAPER ADS 


You get a FREE ad with 
each assortment you buy. 
This ad will be run in your 
community with your name 
to make your store the fo- 
cal point of WRAP-ON’s 
national promotion. You 
make faster sales, more 
turnover, bigger profit 
through WRAP-ON’s ex- 
clusive FREE Advertising 
Program. Get the details 
from your jobber today! 


for every dealer 





STOP FROZEN PIPES! 


WRAP ON 


ELECTRIC HEATING TAPE 
Self Adhesive! Just Wrap & 
On ond Ping © in — © Sticke! 





jects water popes, of lenes, 
pumps Use thermonmat for 
aviomaix operation 


7) Lew Cost De-# fourself 
Prevent Costly Repair Bills 





NATIONALLY ADVERTISED 
TO PRE-SELL FOR YOU! 


Better Homes & Gardens—Farm 
Journal — Successful Farming — 
Popular Mechanics—Town Jour- 
nal— Popular Science — Electric- 
ity on the Farm — Rural New 
Yorker—American Agriculturist 


ORDER FROM 
YOUR JOBBER NOW! 





. Trouble free, tests for years 
- me Prciect to 90° below retro 
with wear-ow fiberglass in- 
sulanhon. No tool needed 








DEALER NAME 











If your jobber doesn't have 
this money-making deal — 
write for name of nearest one. 


WRAP-ON CO., MFRS., 354 W. Huron St., Chicego 10, Mm. 
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Brown-Camp Hardware Announces New 


New Johnson Hardware At Sioux Falls lowa 


Associate Program for lowa Dealers 


Introduction of an Asso- 
ciate Dealer Program by 
Brown-Camp Hardware Co., 
Des Moines, lowa, has been 
announced by Clarke Shaw, 
sales manager. Some 50 
stores are now participating 
in the program. 

The Associate program, 
Mr. Shaw explains, is a vol- 
untary association of inde- 
pendent dealers. By concen- 
trating their resources, the 
member stores will have 
many of the advantages of 
syndicate stores, while still 
remaining independent, he 
said. 

The Associate stores will 
have available various pro- 
motion aids and store mer- 
chandising assistance 
through Brown-Camp. 

The Associate Dealer pro- 
gram was introduced at a 
series of group meetings for 
dealers. The first was held 
Oct. 19 at Waterloo for 
dealers within 100 miles. 
Other meetings are planned 
for the future. 

Brown-Camp Hardware 
Co. is owned by Hibbard, 
Spencer Bartlett & Co., 
Evanston, Ill. The Brown- 
Camp program is independ- 





Housewares Club Meets 
Jan. 22 In Chicago 


The regular annual meet- 
ing of the National Federa- 
tion of Housewares Clubs 
will be held at the Palmer 
House, Chicago, Il., Jan. 22, 
during the National House- 
wares Manufacturers’ Ex- 
hibit. 

Topics for discussion will 
include sponsorship of a na- 
tional housewares month, a 
color-coordination program, 
computation of dues, and the 
regular annual Sunday eve- 
ning housewares forum. 

Officers will be elected and 
installed for 1956 at the 
meeting. 
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ent of the Hibbard 
program. 


dealer 





Schwartz Named Conron 
Merchandise Manager 


Carl W. Schwartz is the 
merchandise manager of 
Conron Inc., wholesale hard- 


CARL W. SCHWARTZ 


distributor, Danville, 
He has been tool and farm 
tool buyer since 1947. 


W. S. Donnan Hdwe Buys 
Perrow-Evans Corp. 


W. S. Donnan Hardware 
Co., Richmond, Va. hardware 
wholesaler, has acquired the 
stock of Perrow-Evans Hard- 
ware Corp., Lynchburg, Va. 

The 115-year old Donnan 
company will operate Per- 
row-Evans as a separate bus- 
iness entity. The acquisition 
is to provide better service 
to customers. 


Rourk Named Buyer At 
Baker & Hamilton Co. 


Baker & Hamilton Co., 
wholesale hardware dealers 
at San Francisco, Calif., has 
named Wilbur Rourk buyer 
of housewares replacing 
Grover Swanson, who is re- 
tiring due to illness. 

Mr. Rourk has been Mr. 
Swanson’s assistant. 


 & 
aa 
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The second branch of Johnson Hardware Co. opened in 
October at Sioux Falls, lowa, Park Ridge shopping center. 
The event was attended by 15,000 customers. 





Hatfield Joins Janney 
In Charge of Sales 


L. M. Hatfield will join 
Janney-Semple-Hill Co., Min- 
neapolis wholesalers, in the 
near future as an officer of 
the company in charge of 
sales, it has been announced 
by B. J. Case, Janney presi- 
dent. 

Mr. Hatfield has been as- 
sociated with Marshall-Wells 
Co., Duluth wholesalers, for 
17 years. His most recent re- 
sponsibility with Marshall- 
Wells has been as executive 
vice-president in charge of 
sales. 


Prior to joining Marshall- 
Wells, Mr. Hatfield 
sociated with Monte 
Ward. 


Was 


as- 


mery- 


N. Y. Wire Cloth Expands 


The New York Wire Cloth 
Co., York, Pa. has budgeted 
$350,000 to expand its wire- 
drawing plant. About 70 
percent of the money will go 
into new equipment. The 
balance will build a 15,000 
sq ft addition to the 55,000 
sq ft now in use. 

At completion, drawing 
plant production will exceed 
three million feet a day. 





Pamp Manufacturers Ass’n In 23rd Annual 
Meeting Aims To Boost Dealers 1956 Sales 


At the 23rd annual meet- 
ing, National Ass’n of Do- 
mestic and Farm Pump 
Mfgrs., in the Sherman 
Hotel, Chicago, recently, a 
million-plus sales program 
was offered for 1956, and 
new officers were elected. 
The officers are F. E. 
Myers II, vice-president of 
F. E. Myers & Bro. Co., 
Ashland, Ohio, president; 
D. L. McDonald, president of 
A. Y. MeDonald Mfg. Co., 


HARDWARE 


AGE, NOVEMBER 10, 


Dubuque, lowa, vice-presi- 
dent and chairman of execu- 
John 
P. Curtin, vice-president of 
George D. Roper Corp., 
Rockford, Ill., treasurer. 

H. S. Lauterbach, presi- 
dent, Sta-Rite Products, Inc., 
Delavan, Wis., and Louis 
Wozar, Dayton Pump & Mfg. 
Co., Dayton, Ohio, were 
elected directors. 

John Hosford was 
executive secretary. 


tive board of dire tors: 
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Lathe “‘How To Sell It’’ Clinic Points Way For 
Dealers To Sell More, Beat Rising Competition 


Philadelphia, Delaware County Meeting 


Philadelphia hardware dealers at their first meeting of the 
1955-1956 season heard reports on activities of the na- 
tional association with Leslie W. Jenness, secretary of 
Pennsylvania & Atlantic Seaboard Hardware Association, 


introducing speakers. 


Philadelphia Retail Hardware As- 


sociation and the new Delaware County Retail Hardware 
Association were joint sponsors of the meeting. Here are 
some Delaware County association members, left to right, 
Paul J. Devitt, Paul J. Devitt Inc., Springfield, association 
vice-president; Harry Spector, Harbea Hardware, Haver- 
town, secretary; Ray Shetzline, Pilgrim Hardware, Drexel 
Hill, ways and means committee chairman; Paul J. Gossin, 
Clifton Heights, Pa., Hardware, association member. 





DEALER BRIEFS: 





Nelson Hardware Goes Wholesale, Dealer 
Meetings At Cleveland; Florence, S. C. 


Roanoke, Va. — Nel son 
Hardware Co., pioneer Roa- 
noke firm will erect a 100,000 
sq ft warehouse, and trans- 
fer its business from retail 
to wholesale next summer. 
The business was founded 67 
years ago by A. M. Nelson. 


Falis, lowa — The 
second quick-service branch 
of Johnson Hardware Co. 
opened Oct. 17 at Park Ridge, 
the city’s first shopping cen- 
ter. Over 15,000 people at- 
tended the event. (See pic- 
ture on opposite page). 


Siour 


Cleveland, Ohio—A fall dis- 
trict meeting was held re- 
cently by the Ohio Hardware 
Association. The meeting 
was presided over by Edgar 


Luekens, Lakewood Hard- 
ware & Electric Co. Princi- 
pal speaker was Glen Mass- 
man, of Dayton, Ohio. 


Lincroft, N. J.—The Lin- 
croft Hardware Co.. owned 
by Nate Siegal, recently held 
a three-day opening cere- 
mony with special bargain 
goods featured. The store 
features electrical and 
freezer supplies, and a fix-it 
shop. 


Ely, Neb.—The McKenzie- 
Nall Hardware and Lumber 
Co. held grand opening cere- 
monies recently at its new 
quarters on Pioche highway. 
The store is designed for 


(Continued on page 187) 
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The Luthe Hardware Co., 
Des Moines, lowa, recently 
held a “How to Sell It” dem- 
onstration at Hotel Fort Des 
Moines. 

Purpose of 
was to give 


the meeting 
retail sales 





Hardware Distributor 
Moves to New Quarters 


Massachusetts Hardware 
Distributors, Inc., a dealer- 
owner wholesaler, has moved 
to new quarters at 11 Miller 
St., Somerville, Mass. The 
new location is four miles 
from downtown Boston. 

The new plant contains 
40,000 sq. ft. on two floors. 
There are two separate con- 
veyor systems, one for 
ceiving and one for shipping, 
and five shipping docks and 
a large trucking area. 

A railroad siding is in the 
rear of the building. 


re- 


Baird Is Mower Manager 
Pioneer Gen-E-Motor 
W. H. Baird has been 
named sales manager, power 
mower div., Pioneer Gen-E- 
Motor Corp., Chicago, Ill. 
He was sales manager, 


~ 


W. H. BAIRD 


Propulsion Engine Corp., 
subsidiary of Food Machin- 
ery and Chemical Corp. 


training to hardware dealers 
and employees. Seventeen 
manufacturers participated. 

Dealers were divided into 
small groups and were kept 
on a planned schedule so 
that everyone could receive 
maximum benefit from the 
activities. 

Especially prepared fac- 
tory representatives gave 30 
minutes intensive training to 
each group. 

The enthu- 
siastic about the amount of 
product-knowledge obtained 
on so many lines in one day. 
All points of retail selling 
were covered, including a 
question and answer period, 
No attempt was made to sell 
merchandise. 


dealers were 


dealers 


Lunch and dinner 
served. 
At 
5B. kL. 


manager, 


were 


the evening 


Scherer, 


meeting 
Luthe sales 
emphasized the 
need for dealers to get maxi- 
mum turnover by buying in 
practical from 
wholesalers who give quick, 
efficient service. 

The meeting’s highlight 
was an address by Bruce 
Burgess, Union Fork & Hoe 
(o., Columbus, Ohio, who 
outlined the importance,, 
present and future, of inde- 
pendent hardware dealers in 
the merchandising picture. 
He reviewed various inroads 
of competition over the last 
30 years, and told how the 
independent hardware dealer 
has withstood all of them and 
become stronger in the proc- 


ess. 


quantities 


He said that this was done 
by use of well-known, na- 
tionally branded merchan- 
dise, in which customers have 
confidence. It was his opin- 
ion that meetings such as 
this would keep the inde- 
pendent hardware industry 
ahead of its competition. 

See group photograph on 
Photo Angles page 193. 
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BOLENS PRODUCTS DIVISION §& 


BOLENS 
prisetiiae 


complete line of new 
_ 


Bolens 1956 line features SMART 
STYLING, STURDINESS, EASY AND 
SAFE OPERATION. 


6 ROTARY models include gasoline 
side trimmers SIDE DISCHARGE, 

twe power propelled, one 18” 
electric. 


Bolens Pewer-pre- 
pellied rotery mowers 
now availeble in 20” 
with 2 er 4-cycle 
engines. 


~< 


©. 


LEAF MULCHER, standard on all 


rotary gas push models at no 
extra cost. 


18 and 21 in. DELUXE REEL TYPE 
© monets, POWER PROPELLED. 


Competitively priced . . . a top valve 
buy for every home owner. Write 
for Bolens dealer franchise pian. 


Smeoth running, 
Beolens reel ‘zee 
power mowers. Two 
deluxe 18° 





13 Gerden 


6 Rotary 
Tillers Trectors 


6 Chein 
Sews 


Food Machinery and Chemical Corporation 
283-N Sovth Park Street, Port Washington, Wisconsin 


Send particulars on Bolens 1956 mower line. 


Nome 





Address 














News of the Trade 





lowa Retail Hardware Ass’n Has Over 1300 
Dealers, Employees At District Meetings 


The lowa Retail Hard- 
ware Ass’n had a _ record 
1300 dealers and their em- 
ployees at district meetings 
held last month throughout 
the state. The educational 
meetings had a “Sales-Spira- 
tion” theme. 

Ralph Carney, former vice- 
president and general sales 
manager, Coleman Lamp Co., 
Wichita, Kans., was a fea- 
tured speaker. 

Topics such as the future 
of fair trade, IRHA budget 
selling, competition to the 
hardware dealer, and ways 
to increase dealer profits 
were discussed. 

The meetings, held in nine 
lowa cities began with din- 
ner at 7 p.m. All dealers in 
the area, their staffs and 
families, were invited. 

Dealers were reminded 
that the 1956 Convention 
and Hardware Show will be 
held Feb 7-10 at Des Moines 
Veterans Memorial Hospital. 
It was announced that a free 
$25-value x-ray and diagnos- 
tic treatment have been 
added to IRHA group in- 
surance. 

Standard Tool Moves 
Clark To Home Office 

Standard Tool Co., Cleve- 
land, Ohio, has promoted 
Robert R. Clark to head- 


quarters district manager at 
Cleveiand. 





ROBERT R. CLARK 


He formerly represented 
Standard in western Texas, 
Arkansas, southern Kansas, 
New Mexico, and Oklahoma. 


Canter & Son To Move 


L. Canter & Son, Philadel- 
phia, Pa. hardware whole- 
saler, will move early in 1956 
to a block long structure at 
9th and Ontario Sts., Phila- 
delphia. The new 60,000 sq 
ft warehouse will consolidate 
nine present warehouses and 
a showroom. 


Lockset Moves Plant 


Lockset Sereening Co., 
Inc., formerly of Canton, 
Mass., has moved to 200 
Market St., Lowell, Mass., in 
a new building with 35,000 
sq ft of manufacturing and 
warehouse space. 











Slaymaker Lock Co., Lancaster, Pa., awarded a Hamilton 


wrist watch to “lucky buyer” 


Richard O. Joyce, Henkle & 


Joyce, Lincoln, Neb., who won its summer promotion on 
popularly-priced brass locks. At the drawing, left to right, 
are W. Heyward Smith, executive vice-president; S. R. Slay- 
maker, advertising manager; Fred A. Williams, vice-presi- 
dent and general sales manager; A. A. Colvin, Hamilton 


Watch Co.; and S. C. Slaymaker, president. 


HARDWARE 
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E. W. Fasig Wins Highest Paint Award 


Edgar W. Fasig, general superintendent, Lowe Brothers 
Paint Co., won the highest individual award in the paint 
industry at the annual four-day convention of Federation 
of Paint and Varnish Production Clubs recently at New York 
City. The George B. Heckel Award was given Mr. Fasig “In 
recognition for his contribution in technology and production 
for the paint industry."” More than 1000 members of the 


industry were present. 





Sapplee Biddle Steltz Annual Merchandise 
Fair To Honor President Wm. G. Steltz 


Supplee Biddle Steltz Co., 
Philadelphia, Pa., hardware 
wholesaler, will hold its 15th 
annual merchandise fair on 
Feb. 13 through 16. 

The theme will be “Some- 
thing Old, Something New” 
honoring Wm. Geo. Steltz, 
president, who celebrates his 
50th year with the firm in 
1956. 


Over 500 manufacturers 


will show hardware, house- 


' 


; 
’ 
: 











wares, sporting goods, and | 
toys in 100,000 sq ft of dis- | 


play area. 


A kick-off breakfast for | 


exhibiting manufacturers the 
first day begins the Fair. 
The 
conceived by Mr. Steltz in 
1934, one year after he as- 
sumed the presidency. 





DEALER BRIEFS: 





(Continued from page 185) 
one-stop shopping for lumber, 
builders hardware, and 
housewares. 


Spartanburg, S. C.—A dis- 
trict meeting of hardware 
dealers was held recently at 
the Spartanburg Gun Club. 
Jack Hall, manager of Hal 
Hardware, Spartanburg, was 
chairman of the meeting. 


Florence, S. C.— Charles 
Schofield of Schofield Hard- 
ware Co. was named chair- 
man of a district meeting of 
Pee Dee hardware dealers 
held recently at the Florence 
Elks Club. 


Amarillo, Texas—The Ray 
Watkins hardware store at 
1422 W. 15th St. has been 
purchased by A. K. Wilcox- 
son. The name is changed 
to Wilco Hardware Co. 
Plumbing and electrical sup- 
plies are featured. 


Bethel, Ohio—Hannah 


Hardware Co. 


three-day celebration. 
50x158 ft store 
sporting goods, 
and toys. 


Chicago, 
Fair hardware store moved 
to 4666 S. State St. on 
Oct. 15. 


Fair was originally | 


recently | 
opened its new store with a | 
The | 

features | 
appliances, | 


Jul—The Lincoln 


now it’s 
BOLENS 


SUPER MUSTANG 


i 
| 
i 
' 
' 


ROTARY sins: . ote 


e 
2 
' 


552 =e 


A STEP AHEAD IN ROTARY TILLERS, the vey) 
Bolens M-E Super Mustang has tw . 


one for deep tillage, the other f 


tor speed 
PUltivating as 
enclosed pulley and drive shaft modern styling 
. and a new improved clutch 
arrangement. It's the finest low-cost tiller 
buy and your greatest phe peri 


Write for detéil}. 


for eye appeal... 


Bolens BA series 


Rotary Tillers 
to 6 hp. 


Food Machinery and Chemical Cerporation 
283-N South Pork Street, Port Washington, Wisconsin 


Send me full details of Bolens M-E Rotary Tillers and the 4-Star Line. 


Nome__ 


EE 








City 
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m Coast Guard Approval 


means greater profits for you 


The label ““Coast Guard Approved’’ means a lot to 
your customers. 


Every now and then the U. S. Coast Guard changes 
specifications for the improved manufacture of a specific 
a. Effective October 1, they have done this with 

uoyant boat cushions. The new method and the only 
one henceforth approved by the Coast Guard is illus- 
trated and described below. In its usual spirit of co- 
operation with the Coast Guard, Tapatco offers these 
new cushions made to the highest specifications. You'll 
really step ahead of competition when you stock, dis- 
play and sell all Tapatco Coast Guard Approved 

arine Safety Products. See your jobber or write us. 


* 331 NEW APPROVED BOAT CUSHION 


Contains four Prime Jave Kapok sections each separotely and electronically 
woterproof-sealed in Vinyl! plastic. Gussets on sides ore made of cloth so air may 
circulate crovnd inserts for comfort and to prevent “ballooning”. Cover: un- 
bocked Viny! Taffeta. Packed 3 to o carton. 


CUTAWAY 
Vitw 
CUSHION 


| show. 





® 202 (CORK) AND # 204 
(BALSA) APPROVED VESTS 


For VU. S. Coast Guerd Approved 
weor on ony size ship, these Topatco 
vests ore ecty to put on. Mode of 
cork or belsc. Color Orange. 
Pocked 6 to a carton. 


*216 APPROVED 
MOTOR BOAT JACKET 


Coost Gwvoerd Approved, this new 
lepotco vest is going over big. Filled 
with prime Kapok, electro-sealed in 
Vinyl envelopes. Universal size with 
odjustable straps on both sides and 
in front. Colors: Orange, Bive or 
Dork Green. Pocked 6 to o carton. 
Child's Size: #217. 








Ta pat«o 


"Yoy can’t buy better... 
fo save your lite 


Write for new 
1956 literature. 





THE AMERICAN PAD & TEXTILE CO. 


ee 


Ace Hardware Adds 
14 New Member Stores 


Fourteen new stores were 
added to the Ace Hardware 
Corp. organization, it was 
announced by Richard Hesse, 
Ace president, at the whole- 
saler’s 3lst Fall Show at its 
Chicago headquarters Oct. 
16-18. Mr. Hesse said that 
a total of 49 new stores have 
joined the Ace group in 1955. 

In addition to the fishing 
tackle display, more than 100 


'manufacturers showed mer- 


lines at the Ace 
Ace dealers turned 
out 100 percent and 700 
people registered on Oct. 16, 


chandise 


| with 520 present for the Oct. 
| 17 business session. 


Mr. Hesse, in opening the 


New appointments, 





—_—_—News of the Trade—— 


Oct. 17 session, said that vol- 
ume is up, with most Ace 
stores running ahead of 1954 
in purchases. Predicting 
good business for the bal- 
ance of this year and “well 
into 1956,” Mr. Hesse re- 
ported that the firm’s whole- 
sale volume is 22 percent 
ahead of 1954. 

The need for point-of-sale 
merchandising in every suc- 
cessful sales campaign was 
stressed by James L. Prasch, 
Ace advertising manager. 


Laetsch Named Manager 


Gerald Z. Laetsch has been 
promoted to sales manager, 
Lauson Co., New Holstein, 
Wis. He has been acting 
sales manager. 


new territories, etc. 


MANUFACTURERS SALESMEN 


©. Ames Co. 


James H. Keenan is the 
new eastern district sales- 
man for household products 


JAMES H. KEENAN 


line of O. Ames 
kersburg, W. Va. 
He sold for American 
Thermos Bottle Co. 
O'Brien Paints 
O’Brien 


Co., Par- 


Corp., South 


_ Bend, Ind., has named Rob- 
| ert 


K. Tucker industrial 
sales manager. He directs 
the Indiana, Michigan, Ohio, 
and Illinois area. 

He was St. Louis district 
sales manager, Wyandotte 


|Chemicals Corp. 


Lowe Brothers 


Leonard F. 
been named 


Lange has 
inter-mountain 


HARDWARE 


division manager, Lowe 
Brothers Co., Dayton, Ohio. 
He was south central dis- 
trict representative. 

He directs sales in the 
Salt Lake City, Utah and 
Boise, Idaho, area. 


Inland Steel Products 


John M. McGraw is named 
sales representative, Milcor 
div., Inland Steel Products, 
Milwaukee, Wis. He covers 
eastern Kentucky and Ten- 
nessee. He was with Inter- 
national Business Machines 
Corp. 


Topp Industries 

Topp-Aire div., Topp In- 
dustries, Los Angeles, Calif., 
has named Harold C. Marsh 
sales promotion manager. 

He was in executive sales 
with National Ventilated 
Awning Co. at Dallas, Texas. 


Youngstown Kitchens 


Ted Berndt is manager of 
Youngstown § Kitchens’ 
newly-created sales rela- 
tions department at Warren, 
Ohio. He has been on the 
public relations staff since 
1950. 


Utica Drop Forge 
Utica Drop Forge & Tool 
Corp., Utica, N. Y., has pro- 
moted Edmund G. Munson, 
Jr., to advertising manager 
(Continued on page 190) 
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ast SRR te 204 


Make year ‘round sales 
with a fast-moving 

selection of Royal Electric 

products...stock up now! 


Selle Extra Fast... 


«s,@asy...pipe reaming 
with this self-feeding 


Pilaalwp 
Spiral... turns into the work 


smoothly, no chatter. Famous 


RitmtD> heat-treated cutting edges 


mean clean reaming, extra long 
HEAVY-DUTY EXTENSIONS service. Quick enlarging of conduit box 
The fast-selling line of UL-listed 


iid Mi ee te I outlets—and holes in sheet metal. 


power and machine tools, garden It pays you to stock and sell these 
equipment, appliances and 101 


other uses. Available in red or popular reamers— order today! 
black rubber-jacketed Types SJ 
and S cord, with Royal molded-on 


caps and connectors. Lengths from 
HOUSEHOLD APPLIANCE 10’ to 150’; wire sizes No. 18 to 
AND EXTENSION CORDS 
Safe, dependable, Ul-listed Royal 
Quality Cord Sets attractively pack- 


aged in colorful, self-service counter 





e 


“POWR-KORD” 


Wt 








for power 
display package designed to attract 


a and 
customers, stimulate sales. Ask for ‘ — 

Catalog No. 3-54 for complete 
details. 





WIRE ASSORTMENT 
MERCHANDISERS > 
‘ Popular assortments of Royal lamp, a -, I or 


flexible and portable cords on color- , ; 
ful, all-steel racks. Racks include > f LonGrip 


built-in rulers and wire cutters. A 





5 long straight flutes 
complete wire department in only 2 


ream clean, easy to control. 
feet of space. 


Write direct or ask your wholesaler ——— 


for complete catalog information | 


; i ’ 
ROYAL ELECTRIC COMPANY, in. | i l Lo | i 


PAWTUCKET * RHODE ISLAND | Work-Saver Pipe Toals 
CG 





WIRE © FLEXIBLE CORDS * CORD SETS * FUSES The Ridge Tool Company « Elyria, Ohio « U.S.A. 
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ALL YOUR CUSTOMERS ARE 
PROSPECTS FOR .. . 


METALLIC 
FINISHES 


Unexcelled for 
protecting and re- 


| entering 
| agency business. 





newing wood, metal and glass 
surfaces. Available in pale 
gold, rich gold, Roman gold, 
copper and silver. Packaged 
in standard sizes from 2 oz. 


to 55 gal. 


REDWOOD FINISHES 


Chromatone manufactures two types 
of Redwood finishes—Clear and Pig- 
mented. Chromatone Clear Redwood 
Finish is a resin free oil with a high 
penetrating action which produces a 
tough, long lasting, high gloss finish. 
The Pigmented Finish is manufac- 
tured to the same high specifications, 
and is recommended to provide uni- 





form color for varying shades of wood. 











News of the Trade 
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New appointments, new territories, etc. 





MANUFACTURERS’ SALESMEN 





(Continued from page 188) 
replacing Fred Hale, who is 
the advertising 


Mr. Munson has spent two 


years in sales analysis of 


the turbine parts and tool 


divisions. 


Cortiand Line Co. 


The Cortland Line Co., 
Cortland, N. Y., has pro- 
moted J. L. Chandler to sales 
manager, Line division. He 


J. L. CHANDLER 


was vice-president E. P. 
Hoyle’s assistant. 

Gordon F. Wood has been 
elected secretary and assis- 
tant treasurer. 


Mow-Master Mowers 


Propulsion Engine, sub- 


sidiary, Food Machinery and 


Alumatone 


ALUMINUM 
FINISHES 


Contain patented stabilizer U. S. No. 
2313088 which assures higher leafing | 
percentage, unsurpassed color bril- 
liance, unexcelled shelf life, greater 
coverage and durability, making sat- | 
ished customers—trepeat business. 


ASK ABOUT OUR BIG DEALER 


AND JOBBER DISCOUNTS 





ALUMATONE CORPORATION | 
1523 Gronde Vista, Los Angeles 23, California 
9270 Olive Street Ad.. St. Lowls 5, Missouri 





THE STANDARD OF QUALITY SINCE 1999 





Chemical Corp., South Mil- 
waukee, Wis., has named 
Kenneth J. Dahm district 
manager to direct distribu- 
tor sales in Colorado, Wyo- 
ming, Utah, Idaho, Montana, 
Arizona, New Mexico, and 
the Texas Panhandle. 


Warner Brake Co. 


Warner Electric Brake & 
Clutch Co., Beloit, Wis., has 
promoted Reginald Whitson 
to west coast regional mana- 
ger. He was a sales repre- 
sentative at Chicago. 

Mr. Whitson succeeds Ver- 
non D. Enwald, who will be- 
come midwestern regional 
manager. 


L.O.F. Glass Fibers 
William L. Whitcomb has 


| been named advertising man- 


HARDWARE 


ager, L.O.F. 
Co., Toledo, 
advertising 


Glass Fibers 
Ohio. He was 
manager, Glass 
Fibers, Inc., before the re- 
cent merger with Libbey- 
Owens-Ford Glass Co. 


Arvin Industries 


A be 
sales 


named 
furni- 


Rosengard is 
representative, 
ture and housewares div., 
Arvin Industries, Inc., Co- 
lumbus, Ind. He covers the 
Chicago area. 

He was with Salmanson & 
Co., New York. 


Perfection Industries 


Perfection Industries div., 
Hupp Corp., Cleveland, Ohio, 
has named T. J. Kasper as 
New York City and north- 
ern New Jersey sales repre- 
sentative. He has been on 
the New Jersey sales staff. 


Rubberset Co. 


Richard LaRoza has been 
named sales representative 
by the Rubberset Co., New- 
ark, N. J. 

His territory includes Kan- 


[ “od 


RICHARD LA ROSA 


sas, Missouri, Nebraska, and 
southern lowa. 


Dayton Rubber 


The Industrial OEM divi- 
sion, Dayton Rubber Co., 
Dayton, Ohio, has named a 
new sales representative, 
and district sales manager. 

John J. Haher is the dis- 
trict manager covering 

(Continued on page 192) 
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COPING SAWS 


Aop to your sales volume 


and your profits in 1955 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 





Se eee 


225 COPING SAW FRAME 
Excellent value — nickel plated. 
Fully adjustable. Complete with 
6'/2" blade. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions. 





255 COPING SAW FRAME 
Heavy duty. Master quality. Pol- 


ished 
able. 





#85 COPING SAW FRAME 

Heavy duty. Polished and buffed 
nickel finish. Hardwood mahogany 
finish handle, Fully adjustable, 
6%" pin end blade. Individyally 
packaged, 


Manufacturers of World-Famous Trojan Saw Blades and Frames 


nicke! finish. Fully adjust- 


Hardwood mahogariy finish 


handle. 6'/2"' 
blade. 


pin end 











ya 


a Natural" 
re extra holiday sales/ 


Every home can use one or more 
of these handy TRU-TEST products for con- 
venience in wrapping, sealing or mailing gifts. 
Useful the year ’round too. TRU-TEST pack- 
aging aids fully meet all postal regulations. 


New Home Mailing -Siee ee 

Kit makes package : 

preparation a breeze. 4. : 
Contains 50 ft. roll 

Kraft wrapping paper, Bantam roll of gummed sealing tape, supply of 
parcel post labels... all in handy cutter box. Retails 98 most areas. 


Big do-it-yourself 

kit with everything 

Soe needed for professional 

Some home packaging. 

rr 100 ft. roll of wrapping paper, gummed tape, new 

Bantam Tape Dispenser, parcel post labels. Retails at $3.98 most areas. 


Big 100 ft. roll of oa | 
Kraft Wrapping paper | ¢ t 
in a handy cutter "= Wrapping Paper 
box. A real house- 

hold convenience. Retails at only $1.39 in most areas, 


All-purpose gummed sealing tape in handy size 
“Bantam” rolls. Designed for home use. In variety of 
widths and colors. Retails at 25c in most areas. 


to use gummed tape in the home or small office. 
Accepts any size TRU-TEST Bantam rolls of tape. 
Retails $1.98 including roll of tape in most areas. 


Order now from your distributor or 
write us direct for complete informa- 


tion. Distributor inquiries invited on 
this new, high-profit line of exclu- 
sive specialties. 


TAPE INC. 


GREEN BAY, WISCONSIN 


Fey the| Parker | ne pg 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. 
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News of the Trade— 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


me eee ee 


(Continued from page 190) 


northern Ohio and the Great 
Lakes region. He was a 
sales engineer of an Akron 
rubber company. 

A. E. Meyer, formerly 
with commercial sales, Frig- 
idaire div., General Motors 
Corp., has southern Ohio and 
Indiana, western Pennsy!l- 
vania, and northern Ken- 
tucky. 


Olin Mathieson 


Winchester Western div., 
Olin Mathieson Chemical 
Corp., New Haven, Conn., 
has named Richard Shroyer 
to its central region sales 
staff. With Dayton, Ohio, 
offices, he covers southern 
Illinois and eastern Missouri. 

He was with his father. 
William A. Shroyer Sons, 
sporting goods distributors. 


NEWS OF 
MANUFACTURERS’ AGENTS 


UHU Products Corp. 


Irving S. Kemp Co., Chi- 
eago, Ill., will direct UHU 
Products Corp., of New 
York, sales in Michigan, In- 
diana, Kentucky, Illinois, 
Missouri, Minnesota, North 
and South Dakota, Ne- 
braska, Iowa, Kansas, and 
Mississippi. 


Development Products 


Development Products 
Corp., West Orange, N. J.., 
has named Victor G. Petrone 
Co. to cover California, Ore- 
gon, and Washington. 

The Texas, Oklahoma, Ar- 
kansas, and Louisiana area 
is covered by Nathan Levine. 


Agent Relocates 


William H. Lovatt, manu- 
facturers’ agent covering 
mid-western states. now has 
his office at 1416 W. Rascher 
St.. Chicago 40, Ill. His 
branch offices are at 198 
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John H. Graham Co. 


Robert Marten has been 
named to the sales staff of 
John H. Graham & Co., Inc., 
New York. 


He covers Minnesota, 


$e 
ROBERT MARTEN 


North and South Dakota, 
northern Wisconsin, and 
Winnipeg, Canada. 


Kent St., St. Paul 2, Minn.. 
and 421 N. Robinson St.., 
Oklahoma City, Okla. 


Harvell Corp. 


Harvell Mfg. Corp., New 
York, N. Y., has named 
Charles W. Sladek Associates 
as representatives in New 
York City and New Jersey. 


a 


Bernz Expansion 


Otto Bernz Co., 
Rochester, N. Y., has 
pleted the first of 
units of expansion with a 
single-story plant at Roch- 
ester. The unit, on a 30-acre 
site, contains 32,000 sq ft of 
space for manufacture. 


Institute Elects Phelps 


W. H. Phelps, president of 
Sensation Mower, Inc., Ral- 
ston, Neb., has been elected 
a member of the board of 
directors of the Lawn Mower 
Institute. 


Inc., 
com- 
several! 








Ziegler Sargent 


Ziegler Sargent, 73, New 
Haven, Conn., died suddenly 
at his home Oct. 12. He re- 
tired in 1951 as vice-presi- 
dent and treasurer of Sar- 
gent & Co., New Haven, 
founded by his grandfather, 
Joseph B. Sargent, in 1835. 
He received his Master of 
Arts degree at Yale at the 
age of 72. 


Edwin W. Clark 


Edwin W. Clark, 84, re- 
tired assistant general sales 
manager, Atkins Saw div., 
Borg-Warner Corp., died 
Oct. 12 at his home in New 
Haven, Conn. He was a life- 
time member of the Hard- 
ware Boosters. 


Stanley A. Haw 


Stanley A. Haw, president 
and sales manager, Haw 
Hardware Co., Ottumwa, 
Iowa, died suddenly on Oct. 
22 while en route by train 
to the Atlantic City conven- 
tion of the National Whole- 
sale Hardware Association. 

He was elected president 
of the firm in 1947. 


Henry F. Keil 


Henry F. Keil, 89, Rye, 
N. Y., died Oct. 6, at United 
Hospital in Portchester, N. 
Y. He was a retired presi- 
dent of Francis Keil & Son, 
a hardware concern in the 
Bronx, N. Y., and an in- 
ventor of locks and hard- 
ware accessories. 


William J. Guenther 


William Jacobs Guenther, 
58, vice-president and direc- 
tor, Guenther Hardware Co., 
Owensboro, Ky., died Oct. 16 
at Vanderbilt Hospital, 
Nashville, Tenn. He founded 
the Owensboro Plant & Seed 
Co. 


William J. Bauce 

William J. Bauce, 50. died 
at his home in Great Neck, 
L. L, on Oct. 12, following a 
heart attack. He was man- 


HARDWARE 


ager of John Oster, Jr., 
N. Y.. eastern distributor of 
John Oster Mfg. Co. 


Edward F. Buie 

Edward F. Buie, 60, Pa- 
cific coast sales manager, 
Clemson Bros., Inc., died Oct. 
3 at Los Angeles, Calif., 
after a brief illness. He was 
with Clemson for 35 years. 


John Tiebout 


John Tiebout, 63, 
dent and chairman 
board, W. & J. Tiebout, 
marine hardware distribu- 
tor, New York, died Oct. 10 
at United Hospital, Port- 
chester, N. Y. 


presi- 
of the 


Clayton W. Fulknier 


Clayton Wheeler Fulknier, 
69, died Oct. 5 at his home 
at Charleston, W. Va., after 
a long illness. He had oper- 
ated the Fulknier hardware 
store in Charleston for 35 
years. 


William F. Zarman 

William F. Zarman, 65, 
Middletown, N. Y., died there 
suddenly on Sept. 30. He 
was district sales manager, 
Pittsburgh, Pa., for Clemson 
Bros., Inc. 


Jesse L. Fetterman 


Jesse L. 


died 


Fetterman, 50, 
Oct. 19 at Seattle, 
Wash. He was the owner 
and operator of Fetterman 
Distributing Co. at Seattle. 


Lawrence E. Fincher 

Lawrence E. 
retired Waldo, Ark., hard- 
ware merchant, died Oct. 1 
at an El Dorado, Ark., hos- 
pital. 


Fincher, 76, 


Rudolph R. Thede 

Rudolph R. Thede, a sales- 
man for the Florida Hard- 
ware Co., died Oct. 17 at 
Jacksonville, Fla. 
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H A Photo Angles A report in pictures of events in the trade 


Hardware dealers and their 
employees attended a “How 
To Sell It’ clinic sponsored by 
the Luthe Hardware Co., Des 
Moines, lowa, recently. Edu- 
cational lectures by |7 manu- 
facturers were followed by a 
dinner. For details, see page 


185. 


a 
ma 
i John M. Goudy, manager, W. 
3 A. Killian Hardware Co., 
3 ; ) : : Philadelphia, Pa., accepts a 
ws - | $100 defense bond from T. P. 
James, Philadelphia district 
’ ‘th , sales manager, Proctor Elec- 
» ta . tric Co. The bond was one of 
—— : a the dealer awards in the re- 
cent “Holiday in Mexico’ con- 


Yate 3 
oe 
- 


test The vacation-winner s 
ballot was deposited at the 
Killian store, making 
winner. 


4 


Clemson Bros. recent sales meeting, largest since founding of the company, was held at the plant at Middletown, 
N. Y. Im attendance were 18 factory salesmen, 9 salesmen and officers of the Oldham-Rust Co., New York sales 
agency for Clemson, and members of O. 5. Tyson and Co., Inc., Clemson's marketing counsel. The 1956 line 
of mowers and hack-saw blades was shown. 
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CLEAN UP! 
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us 
Motorized 4 


Homemaster 


When ordering spring lawn and garden merchandise 
remember nothing beats a Parker lawn sweeper for fast, 
thorough, easy lawn and paved area cleanup. More impor- 
tant—spring sales are more spectacular every year. That’s 
why we suggest you order the complete line for your share 
of Parker lawn sweeper spring sales. 


Powered 
Electro Sweep 


Deluxe Springfield 


Pelican 


} Da St SV 852 LAWN SWEEPERS 


Parker Sweeper Company, 211 Bechile Avenue, Springfield, Obio 
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How To Train Your New Employees 


(Continued from page 88) 


how fast he catches on. If possible, training 
should be by departments, even if the new em- 
ployee only spends one or two days in each de- 
partment, to learn as much as possible about one 
area of the store before taking on more ter- 
ritory. 

This department-by-department method is fol- 
lowed at Palmettto Hardware & Supply Co., in 
Columbia, 8. C. This is a three-store operation 
and new employees are started at the main store 
under the guidance of Cecil Riley, store man- 
ager. 

Mr. Riley is one of the firm’s origina! em- 
ployees and is familiar with company policy. He 
has a knack for handling new personnel. 

Mr. Riley starts a new man in the paint depart- 
ment. He thinks this is a difficult department 
and a good testing place to break in. He spends 
all his spare time with the new employee, explain- 
ing the different types of paint and all the re- 
lated merchandise in the department. 

The new employee learns by doing, in check- 
ing paint stocks on display, bringing up stock 
from reserves and price-marking merchandise. 
Actual handling of merchandise helps the new- 
comer to get acquainted with stocks, their loca- 
tions and prices. 

The usual time in this department is 60 days. 
If possible, more time is taken in paint. How- 
ever, the training is geared to the needs of the 
man, and the necessity of moving on to other 
departments for completion of the training pro- 
gram, then to an assigned post in a store. 





Points Way To Store Basement Depts. 


To direct extra traffic into the store's basement depart- 
ments, Westphal's, Manitowoc, Wis., owned by Mrs. 
Herbert Westphal, has this sign hanging above the en- 
trance to the basement. It is made of cardboard, has 
pink colored flesh area and white fingernails and white 
shirt cuff. Sign is three ft high and six ft long. It hangs 
from ceiling on chains and has a spotlight on it. 
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COUNSELOR 


Bath Scales 


+ ee 
my 






ARE PRICED, STYLED AND MERCHANDISED 


TO SELL...SELL... S804 


FREE FLOOR MERCHANDISER 
TO SPUR SCALE SALES... 


COMES WITH PROFIT-MAKING SCALE 


DEAL It's brand new and free to you! Yes .:. 
here is Counselor's latest merchandising aid 
to help you step ap volume and make more profit. 
Specially designed to put displayed scales at 
the correct eye level, the merchandiser shows 
two Counselor Scales to full advantage 

stocks others in a neat, orderly arrangement. 
And... talk about profit per square foot! On 
the initial deal you make $21.20* net in a 
little over one square foot of floor space. The 
free merchandiser—of steel rod construction 
with black finish—measures 14x14” and is 


MERCHANDISER just 38” high. It comes to you with special 
AND SCALE DEAL deal D-8, consisting of 8 fast-moving Counse- 
SHIPPED lor Scales ... the complete “package” is ready 


for immediate display; no assembly is re- 
FREIGHT PREPAID quired. Now is the time to cash in! Feature 
Counselor ... the scales that se// and se// 


and sell’ 











COUNSELOR (até 


FEATURED SCALE IN BIGGEST EVER 
ADVERTISING CAMPAIGN ... 
TO REACH AND PRE-SELL OVER 
90,000,000 READERS 


The bath scale that completely 
outdates all others in its price 
class! Easier to read... accurate 

. sleek-looking, the Capri is 
destined to be a best seller dur- 
ing the profuable gift-buying 
season just ahead. Your cus- 
tomers will be pre-sold on it 
through a consistent advertis- 
ing Campaign starting in 


a 
~ | 
a 





FINEST October . . . they'll ask for it by 
GIFT-VALUE name because Counselor is 
recognized for giving more 

AT $795 value at a reasonable price. Put 
Counselor Capri in your want- 

Far West $8.45 book ... or, better still, order 


from your jobber today! 





*Far West, $22.60 net. 





COUNSELOR 





pe, cals 


THE BREARLEY COMPANY @© ROCKFORD, ILLINOIS 
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The Hit of the 
Hardware Show 


es 


“MOW-CYCLE. 24 


the lawn tractor you ride 





Here she is—MOW CYCLE 24—leader in the 
world’s leading line of lawn tractors! Still setting the 
pace after out-selling all others last season. A smash 
hit again, with smart new auto style grille and other 
important improvements. Powered by reliable Clinton 
3 hp engine, easy-to-pull recoil starter. Twin 12” 
rotary blades cut full 24” swath in finest grass or 
toughest weeds. Mows twice 
as fast as a rider can walk. 


Streamlined, compact, practical. 
All moving parts completely 
shielded. Excellent traction with 
3-point suspension, 4-wheel sta- 
bility. Easily maneuvered, safe- 
ly driven even across 30-dewree 
slopes. 
Total list 


$289.50 


Tractor, complete 
with mowing equipment. 


Estate trailer 
odds 35” to 
cutting swath 


$175.00 


Musgrave Manufacturing Co., Dept. A, Springfield, O. 


Please send complete trade information on the MOW CYCLE 
line of lawn tractors 


Name 
Address 


City - ‘ Zone State 


COMPLETE LAWN CARE WITHOUT WALKING. 


be of -& -& oh 
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Subcommittee Warns Of 
Credit Curbs’ Reaction 


(Continued from page 14) 


which this tightening of home 
credit can and might set off,” Rep. 
Albert Rains (D., Ala.), told a 
meeting of the National Associa- 
tion of Home Builders. 

“When home building is cur- 
tailed,” he said, “it necessarily 
follows that the furniture indus- 
try, the textile industry, the in- 
numerable gadget industries and 
the vast industry of electrical ap- 
pliancés are also curtailed.” 


10 Year Home Forecast: 
$600 Billion Market 


In the next 10 years the econ- 
omy will pour some $600 billion 
into building materials, and con- 
struction labor and services. In the 
neighborhood of 12 to 13 million 
new housing units wlil be built. 


These predictions were made at 
the annual fall meeting of the Pro- 
ducers’ Council, Inc., New York, a 
national organization of building 
materials manufacturers. 

It is estimated that $450 billion 
would be spent on new construction, 
and $150 billion on repair and 
maintenance. 


Toastmaster Fair Trade 
Enforcement Unchanged 
William E. O’Brien, vice-presi- 
dent, Toastmaster Products div., 
McGraw Electric Co., Elgin, Ill, has 
issued a policy statement in regard 
to certain fair trade discontinu- 
ance in the state of Michigan. 
“Toastmaster’s policy has been 
to execute contracts under fair 
trade laws in all states where such 
contracts are legal, and nothing has 
occurred to date to cause us to 
change. Fair trade laws have al- 
ready been tested before the su- 
preme courts of most of the princi- 
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pal states, including New York, 
California, and Illinois. In each 
case these laws, including the non- 
signer clause, have been upheld,” 
he said. 


Hamilton Files 3rd Fair 
Trade Suit at Baltimore 


Hamilton Mfg. Co., Columbus, 
Ind., has filed its third fair trade 
suit in Baltimore, Md. 

Suit was filed in U. S. District 
Court, District of Maryland, 
against R. Mars, the Contract Co., 
112 W. Lombard St., Baltimore, re- 
questing an injunction to restrain 
defendant from selling, offering 
for sale, or advertising Cosco 
products. 


September Construction 
Up 9 Percent, Sets Record 


Outlays for new construction 
in September crossed the $4 bil- 
lion mark for the first time in his- 
tory to round out the nation’s 
busiest 3 months. 

Value of new construction 
topped the figure for September 
of last year by 9 percent the Com- 
merce and Labor Departments re- 
port. 

September was the fourth con~ 
secutive month in which construc- 
tion spending rose to new monthly 
highs. 

Allowing for seasonal factors, 
new construction activity reached 
a yearly rate of $41.8 billion, 
against actual outlays of $37.5 
billion last year. 


Cory Raises Prices On 
Stainless Steel Items 


Cory Corp., Chicago, IIL, has 
raised prices on Cory and Nicro 
stainless steel items in the coffee 
maker line, effective Oct. 15. 

Stainless steel brewers, bowls, 
filters, and one stove model are af- 
fected in the increase. 





Nation's Jobless Lower; 
Sept. Werkers at Peak 


The nation’s jobless ranks de- 
clined to 2.1 million in September, 
while employment totals for the 
same month rose to 64.7 million, 
a record for September, report 
the Commerce and Labor Depart- 
ments. 


The unemployment total, lowest 
in almost 2 years, showed a drop 
of 88,000 from August. 

Although the employment figure 
was 750,000 below the all-time 
high reached in August, it stood 
2.5 million ahead of the year-ago 
level, the agencies report. 


Sears’ Sept. Sales Up 
13 Percent; Year Up 12.6 


Sears, Roebuck & Co. reports its 
September sales amounted to $299 
million, a 13 percent gain over 
the volume of $264 million for the 
same month of last year. 


For the eight months ended 
Sept. 30, sales of the nation’s 
largest mail order house reached 
$2,165 million for a 12.6 percent 
upswing over last year’s $1,923 
million. 


G.E. Raises Some TV 
Suggested Retails $10 


General Electric Co., Syracuse, 
N. Y., has raised the suggested list 
prices of five television models $10. 

All affected sets fall in the low- 
price end “Pacer” group. Increases 
will apply to the same sets equipped 
for UHF reception. 


Department Store Sales 
Increase 6 Percent 


The Federal Reserve Board says 
that department store sales for 
the week ended Oct. 8 increased 
6 percent over the same week of 
last year. 

A breakdown of district sales 
follows: 


4 Weeks Jan. 1 
Ended Ended to 
Oct. 2 Oct. §&. Oct. 
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AMALING <>65%5 


NewProduct (40% % | Maeicae 
For ‘alec 
Saves articles | Repeat Sales 


that couldn't . : Stock and Sell ¥ 

be fixed : 

before STAR 
FLEX-O-FIX | i 


The AMAZING | e 
WORKABLE RUBBER ‘ 


that SELLS ON SIGHT msventemnain. 


ness to new heights by 


1001 USES—Flex-O-Fix selling your customers 
the STAR line dal el lal 
patches rubber boots, wad- | that 


: | st id + i} 
ers, rubbers, raincoats. outsold them al 








over the vears. has 








Mends tents, tarpaulins, cov- 
ers, grain sacks, convertible 
car tops. Seals air and water 
leaks around glass or frame. 








Splices belts. Plugs holes 
and caulks joints in boats. 


Waterproofs boots and shoes. Here's the Frame Line Your Customers Will Demand 


Priced right for the hardware trade, the new STAR No. 10 
Keeps mats and on from and No. 15 frames fit either 10-inch or 12-inch blades, yet are 
skidding. Nationally adver- built around a solid, one-piece steel backbone, the most rigid 
‘ , construction ever devised. New under-the-handle lever-lock 
tised, proven outstanding makes blade changing easy and automatically puts correct 


: , tension on every blade. Colorful molded Tenite handles a al 
sales results. Retails 75¢ a ppe 


to eye and hand! 
tube. Packed 12, 2'/2-0z. tubes 


in display carton. 











STAR “'Flex-Pak’’® Blade Assortment 

Hardware dealers are cashing in on hacksaw 

blades sales with this display because it 

enables you to carry a stock of STAR 

) “Molyfiex”® blades, helps you to trade up 
lghyY es your customers to “‘Molyflex” at four times 

y HL G4 ) the dollar profit for you! Contains 80 
' pram _ ; unbreakable Special Flexible and 20 
PYROIL 


Shaw 


MULTIPURPOSE LUBRICANT — “Moly6ex”" High Speed biedes. 


A superb quality, graphited, polarized aS STAR Seasiay revive 
on eee 19% , 


'éts 


eM Oe 
SULTiPURPOss i lubricant which clings to metal. 
nmerea | Protects against rust and corrosion. | Cw a 
mNG on | Gives polished finish. Wipes on and moa ss Wilh 
: protects against damaging finger 

= | eisso.ves ; marks and moisture. Use it to pro- 

4 See MSY 6] tect saws, drills, tools, cutlery from 
SS rusting in your store. Retails 30¢ a ™ : pce FO 
PYROIL "P” can. Packed 12, 3-oz. cans in display | : , | STAR Special Flexible Assort. No. 45 


Carton, This fast-selling, all-pur assortment 


| — 4 holds STAR Special Flexible blades. 
PENETRATING Oil Lab tests prove it loosens stuck nuts and bolts se ' Attractive 2-color display card. 
3 times easier. Dissolves rust and corrosion, eliminates squeaks. | . STAR “Molyfiex”’® Assortment No. 166 
Contains super-lubricating graphite—AND—it's polarized to cling | ' 1G “RectyGen” blades fet yeu trade ue to 
to metal. Works on any metal. Won't harm delicate mechanisms. | , 


four times the profit plus higher cus- 
Non-inflammable, safe to use. Retails 30¢ a can. tomer satisfaction. Contains 10 blades— 
Packea 12, 3-oz. cans in display carton. 10° assorted 18- and 24-tooth, ® sees 


PYROIL COMPANY, INC. | Sold Only Through Recognized Distributors 
Dept. HA-115, La Crosse, Wis., U. S$. A. 


CLEMSON BROS., Inc. 
EGF PONG Middletown, N. Y., U.S.A. 


; | Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
‘ . ’ 7% ’ ; 
HOGS FARTS SNS tev . Wood Cutting Bond Sew Biades ond Clemson Lewn Mowers 
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McGILL’S 
“CANT MISS” 


FOUR- 
WAY TRIGGER 
ACTION 

@ BRIGHT, 2-COLOR 
PRINTING 

@ CLEAR, SELECTED 
woop 

® EASY, DEPEND- 
ABLE ACTION 
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There is a Puritan toilet seat to 
match every customer 
preference... for 
beauty, durability, san- 
itary design. Complete 
range of colors.Writeto- 
day for full information. 
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Hibbards Offers Dealers 
Two Holiday Mail Pieces 


Two Christmas mailers for 
dealers are available from Hib- 
bard, Spencer, Bartlett & Co., 
Evanston, Ill., hardware whole- 
saler. 

“Gifts For Everyone” is a 24- 
page, 2-color, rotogravure printed 


gift guide with items that can 
be found in all departments of a 
hardware store, from housewares 
to tools. 

The book is laid out so related 
lines and items are grouped to 
make it easier for families to make 
selections from the book. 

“Gifts For Everyone” carries 
the national dealers’ association 
holiday program slogan of the 
family gift center. 


Also available is a combination 
toy and gift book. This is a 40- 
page mailing piece with 20 pages 
on toys from the “Toy Parade.” 
The other 20 pages are from the 
“Gifts For Everyone” mailing 
piece. 

The combination book enables 
dealers to promote toys and gifts 
and keep mailing expenses at a 
minimum, the company explains. 

Hibbards also makes available 
to dealers a 500 piece Christmas 
display kit promoting the store as 
a family gift center. The kit con- 
tains banners, streamers, mats, 
talking cards and a 400 piece toy 
display kit. 

“Gifts For Everyone” book is 
distributed in the east by Bron- 
son & Townsend Co., of New 
Haven, Conn. 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 











Fall Circular Includes 
Lay-Away, Display Aids 

E. Rabinowe and Co., Inc., 465 
Saw Mill River Road, Yonkers, 
N. Y., offers a booklet for consumer 
mailing with the theme, “Fall 
Sweepstakes Sale.” Christmas mer- 
chandise is included. 

Over 100 items are shown, plus 
a cold-weather suggestion section, 
and lay-away section. Also in the 
package are dealer aids such as a 
master plan for conducting sales; 
pricing cards, and various display 
pieces. 


American Hardware 
Offers Christmas Book 
American Hardware Supply Co., 
Pittsburgh, Pa., has issued a 24- 
page color catalog featuring 16 
pages of toys, and 8 pages of gifts. 
The catalog gives dealers an op- 


P y - 4. 


[fiz 


+6 RITTER’S HARDWARE STORE 


25 WEST MAIN STREET 
Phone: 3121 
portunity to offer customers a 
broad selection of toys and gifts 
for all age brackets. 


Appliances, Furniture 
Show 10 Percent Gain 


Retail appliance and furniture 
sales in the first 8 months of this 
year spurted 10.3 percent ahead of 
1954, reports the Commerce Dept. 

For the 1955 period, these sales 
totaled $6.255 billion, against $5.668 
billion a year ago. 
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Here's the best White Tape rule valve 
ever offered. Die cast case, heavily 
chrome plated. No. 8O6W Made in 6 
ft., 8 ft., and 10 ft., lengths. 


A real buy in 50 and 100 ft. White 
Tapes in beautiful and durable leath- 
erette cases. No. SO6WL - 50 ft. No. 
STOWL - 100 ft. 


No. 718 Utility Knife. Fine quality, 
rugged, five extra blades in handle 
—a fast repeat seller at 75c. 


Walsco Chain Door Guard 
with welded steel links. Each 
on display card. No. 203 
brass or bright chromate 
finish. 


WALSCO 
PADLOCKS 

Every size for every 
purpose. These low 
priced locks are most 
popular in carded as- 
sortments. 
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ADJUSTABLE 
TUBULAR 
HACK SAW 
FRAME 
No.325 


All Chrome Plated with 
Handle and Blade 
Finished in Gold .. . 


A Perfectly Balanced 
ra Work Tool for 
Auster Mechanics and Craftsmen 


® Unbreakable butcher boy handle has special, firm 
“safety-grip” design for added protection 

® Permanent thumb rest on tubular frame for easier, 
balanced cutting ... prevents greasy hands from 
slipping 
Tubular-frame construction is lightweight, yet ex- 
ceptionally sturdy for heavy duty work 


Frame is furnished with Great Neck’s standard 10” 
gold finished tungsten blade . . . individually boxed 
and arena ee for profitable year round 
eo « - » Retails for $2.98 


—2— eee ee ee ee ee oe ee ae ee ae oe oe ee ee ee oe ae ae ee ee ee ee ee oe 


Standard Tungsten 
and high speed Mo- 
lybdenum hand hack 
saw blade displays — 
available for easy, self- 
service selling. 


Hack saw frames with 
butcher boy and pis- 
tol-grip handles avail- 
able in a full price 
range. 





® Order from your jobber 


Write for Complete Catalog 
of Tools and Kits for Everyone 


Great Ne 2Ck 


SAW MANUFACTURER: 
MINEOLA. NEW YORK 





—_—— 


KEEP AN EYE ON 


ll: 


FOR NEW 
IDEAS TO 
HELP YOUR 
SALES s PROFITS 


<AYDE> MANUFACTURING CO., SOUTHBRIDGE, MASS., U. 5. A. 
HOME REPAIR TOOLS SINCE 1875 





the easy way to 


meet the calls for 


SPRINGS 


This handy metal drawer contains 
128 springs — the 40 most popular 
sizes in coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 
in convenient two- and four-drawer 
cabinets. 


Order from Your Jobber or Write Us. 


Also Weatherstrips 
Cleen-out Augers 


909 Pole Sockets 


ARDNER WIRE CO. 


Cicere Ave., Chicago 50, il. 








| trical 
| Chicago meeting. 


Dealers to Profit By 
improvement Campaign 


Dealers interested in improving | 


their building materials volume 
can tie-in with a national home 
improvement campaign 


Under Chamber of Commerce 
sponsorship, the organization has 
adopted a slogan, “ ’56.. . the 
year to fix,” and developed a seal 
which will be used in the adver- 
tising of cooperating manufac- 
turers. 

The program has a $100,000 pro- 
motional budget underwritten by 
building materials and home 
equipment manufacturers, and 
certain publications. 

For further information, write 
Operation Home Improvement, 10 
Rocefeller Plaza, New York 20, 
N. Y. 


Record Sales Reported 
By Ekco for 3rd Quarter 


Sales and net earnings of Ekco 


| Products Co., Chicago, Ill., for the 
_ third quarter and nine months end- | 
| ed Sept. 30 established new records. 


The quarterly sales reached $17.8 


called | 
“Operation Home Improvement.” | 


f 
) 
¢ 


million against $15 million in 1954. | 


Dishwasher Campaign 
Shows 50 Percent Gain 


The 1955 campaign to promote | 


of approximately 50 percent. 
Nine manufacturers reported 
the increase for the first seven 
months of 1955 to the household 
sink units section, National Elec- 
Mfrs. Ass’n, at a recent 


August G.I. Loans Top 
55,000; 4 Million Total 


The Veterans Administration 


has approved more than 55,000 GI 
_home loans in August, bringing 
| to over 4 million the number ap- 
| proved since the program started 
in 1944. 


The total principal amount of 
the approved loans came to $30,- 
273 million. 


| sales of automatic electric dish- | 


'washers has shown an increase | 


| 
| 
| 








Full “EVER-HANDY” screw 
displays mean... FULL 
PROFITS. Reorder today! 


THE EAGLE LOCK CO. 


Subsidiary of Bowser, Inc. 








: TERRYVILLE, CONNECTICUT 


+ 


——— 











“ECONOMY ” 


25 ft. only $2.69 
Transparent Virgin Vinyi—in a rich green eye- 
catching color 
Reattachable Couplings — the only low-priced hose 
with this important feature 


5-Year Guarantee — an outstanding sales point 
in this price range. 











Here's your traffic-builder in garden supplies. 
Ask your Supplex jobber for full details. 
Feature Supplex in 1956. For complete line 

and big 1956 promotion see pages 24-25. 





SUPPLEX CORPORATION. 
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ROGERS GLUE ALWAY 
SPE PEL L $ nN 


PROFIT ¥ 


Glueky’s “Scrabble” 








spells good 





advice for you ..« « 
FOR PROFIT— 
ROGERS LIQUID 
GLUE—BEST! 


: 


' 
| 


NATIONALLY ADVERTISED! | 


Rogers “the best liquid fish glue” has more | 
points of superiority—it's always clear— | 
uniform — odorless — has gorilla grip — will | 
not discolor woods—is easier to paint, var- 

nish or stain—is stronger—nationally ad- | 
vertised and nationally preferred by home | 
craftsmen and by industry. | 
Be sure you have plenty of Rogers Glue 

on hand to provide the right answer for 
customer satisfaction . . . and to score 
higher profits. 

Order Rogers Glue from your jobber, 
today, or if he is unable to supply you, 
write us immediately. 


eS, ROGERS 


oh ibs. and over Shearing ISINGLASS & GLUE CO. 
rength per Square Inc 
GLOUCESTER, MASS. 
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yp Sales and Profits 


in Tinware with 
nationally advertised 


MOULI LINE 


KING SIZE 
SALAD MAKER 
CHOPS - SHREDS - GRATES 





& 


SLICES - 


Non-slip rubber 
tipped fold-ewoy legs 
. won't scrat 


save space. 
RETAILS $498 


ladividselly peckaged le 
multi-cvler diepiay cartoa 


MOU L'! 


MANUFACTURING CORPORATION 
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| No. 10-48—Extends 48” to 78” 
| No. 10-72’’— Extends 72” to 108” 


ZZ ‘Wists 


CLOSET 
RODS 


AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


No. 10-18"— Extends 18” to 30” 
No. 10-30”— Extends 30” to 48” 


RUST-PROO 
THROUGHOUT 


avy y-puTY 
maDE OF eae sTEet 


coip Rot 


CeDIVIDUALLY PACKED IN 


CORRUGATED CONTAINERS 


Quality designed and beau- 
tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 


ast 
ouTsivt werk 
sé pia ame 
" 


NICKEL 
PLATED 
FINISH 


4 ed ene walt to the other . 
thing wilt come between us 
@ Rockwood Close! Rodi" 


. 
0 
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ROCK WOOD 


MAN CTURING 
ROCK W PENNA. 
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COMFORT LINE’S 
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SNACK BAR svooL 
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ANOTHER COMFORT nes iS 74 
Listed are some of the 
leading stores that bought on 
first sight! Here is a “Big 
Ticket’ item—a natural to 
sell 2, 3, or more' Brass wire 
back. Oxidized black finish 
on heavy tubular steel. New 
> yellow or gray padded 
S-W-1-V-E-L plastic seat. 

$19" 


"slightly higher in zone 2 
Other fine Comfort Products 


> RAT 


write Dept. HA-2 for detols High Choir Step Stool T.V Tebles 
(Or, sample order shipped) $14.95 $12.95 $7.95 vp 


_— i 


1735 West Diversey Parkway, Chicago 14, Mincis 





Also, Model = tye all 
chrome, $11.9 


MODEL NO. 
g4we 


Ordered by these fine stores: 
Marshall Field © Dayton Co 








Wider Fields 
For Wire 


When Brooks wire replaces cast- 
ings, stampings, etc., it does an 
equivalent or better job at a 
lower price. Why not call on 
our century of experience in this 
field? There may be a real sav- 
ing om one or more of your 
components. No obligation, of 
course. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS  HOGKS 





| cise taxes, in 
| agency and consignment arrange- 
| ments. 





ARMSTRONG BROS. 


Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this steck simplifies pipe threading 
clese te walle, in ceormers and wherever oper- 
ating room is restricted. With adjustable dics 
(eut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
ef Special Vanadiam Teo! Steel, have “backed- 
of” teeth, correct cutting angle, ample chip 

clearance correct threat 
angle. They start and cut casily, 
held their sharpness and “pin” 
ef pipe witheat jamming or 


Pe: es 


| ARMSTRONG BROS. TOOL CO. 


“The Tee! Helder Peepic”™ 


5214 W ARMSTRONG AVENUE + CHICAGO 30. HLL. 











G. E. Simplifies Small 
Lamp Marketing, Pricing 


General Electric’s miniature lamp 
department, Cleveland, Ohio, has a 
simplified method for marketing its 
products. Affected are automotive, 
flashlight, aviation, marine, indica- 
tor, and other miniature lights. 

Chief feature of the plan is out- 
right sale of lamps to distributors 
at net prices including federal ex- 
lieu of previous 


This marketing setup sets one 
pricing structure and distributor 
franchise for automotive, marine, 
and aircraft lamps, and another 
for flashlight and other miniature 
lamps, because of differing market- 
ing situations. 

Simplified schedules of suggested 
resale prices for wholesalers and 
dealers are included. 


Second Quarter Income 
Rises Three Percent 


The U. S. Dept. of Commerce re- 
ports that national income was at 
a seasonally adjusted annual rate 
of $321 billion in the second quar- 
ter of 1955, up $9 billion, or 3 per- 
cent, from the first quarter. 

The $321 billion rate represents 
a new high, well above the 1953 
peak of $308 billion recorded in the 
second quarter of that year. 





HARDWARE HUMOR 
By Hardware Age 


“Stars, hearts, diamonds, 
squares—haven't you got 


any shaped like cookies?" 


STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
: RIGHT OFF THE SHELF 


© Set lees oo ard ee Ee 
® Class 8 AN Drilled Fillister Heads. 
Prompt deliweries on email quentities. 

Write for camnplete desurigtiee catalog 

STAam STAINLESS SCREW CO. 
Gump Telephone: Little Falls 42300 

Gomme 640 Union Bivd., Paterson 2, N. J. 

"a New York ‘phone: Wisconsin 7-904! 








AIR-LOC 


Amazing New Liquid 

$-W-E-+4-L-S Wood 
Penetrates wood fibre— 
makes them e-x-p-a-a-¢ 
pormanently. 

Quickest and easiest way 


A Fast-Selling Impulse item 
Write for Free Sempies and 
Literature 


CHAIR-LOC CO. 
Lokehur st 3, nN. J. 




















CHROME 
BRASS PIPES 


V/," to 4° sizes 


BRASS TUBING 


Wf", 14", 13%", 117" ©.D. 
PITTSBURGH NIPPLE WORKS, inc. 
1455 Spring Garden Ave., Pittsburgh 12, . 
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Bewildered?? 


oe e Chem read. .--« 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 
out the nation. 














EDUCATIONAL TOYS 
and HOBBY KITS 


for boys and girls from 1 to 16 and ap 
Woodburning Sets, Tool Chests, Boat Bulider 
Sets, Toy Lawnmowers, Metal and Wooden High 
Chairs sop-Up Chairs, troning Boards, Pull 
Toys, Push Toys, Pre-School Toys, Sand 

ing Sets, Work Benches, Toy Cast-lron Cook- 
stoves and occessories. 


SEND FOR FREE CATALOG 
AMERICAN TOY & FURNITURE CO., INC. 


6130 North Clerk St., Chicege 26, iil. 
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NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO - SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Sellf- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12¥2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 
within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
Proved” by thousands of retail merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 


Mirs. write for special extra low prices. 


ADD SALES COMPANY 


625 York Street 





Manitowoc, Wisconsin 











FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 





and other Stanho products 
Bulk or Packaged 


HORSE SHOE NAILS 
, =< Waitt fer SescaiPriots 








pt 


Nimproved CORNER CLAMP] 


MODEL M-200 


CORRECTS | 
MITERED CUTS 


RETAILS FOR $1.79 | 


Another corner clamp innova- 

tion by Gunver! Permits user | 

to correct small errors in 

improperly cut 45° mitered 

joints. Also holds two different 

sizes of stock at once. For 

gluing, dowelling—welding. 

Big 2” capacity. Packed twelve clamps to a carton. Sell ‘em in 
poirs for extra profits! For picture frames, screens, furniture, etc. 


Miter DOWELLING JIG 


ODEL B-212 
yh PROVEN BEST SELLER! 


! RETAILS AT $3.98 
| Declers report excellent sales ond 
) turnover on this unique jig. For the 
| craftsmen who wants perfectly 
| dowelled miter joints on picture 
| frames, screens, furniture, etc. 

Takes stock up to 144" wide. Use 
| with any %-inch manual or elec- 
_ tric drill or drill press. 

ORDER "EM FROM YOUR 

WHOLESALER TODAY ...OR 


~ ¥ 


= 





ce OOO AO AO nn 





ae 


THE GUNVER MANUFACTURING CO. miancoesten, Cone f\ 
LSE 


AAA REPT s Sh 
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STORAGE BY THE KEG-FULL 
IN ONLY 2 THE SPACE! 


CUTS SERVICING TIME 
BY AS MUCH AS 75% 


COMBINES STORAGE WITH 
POINT-OF-SALE DISPLAY 


PROVIDES MORE 
AISLE SPACE, 
BETTER VISIBILITY 


PREVENTS WASTE 


58’ dia., 
66°’ high 


Fast-moving bulk items, such as nails, bolts, rivets, and 
pipe fittings, are easy to get to when these revolving steel 
bins are used. 


Heavy-Duty compartments hold keg quantities 
—total up to 50 kegs! All items stored below eye-level. 
Sections rotate independently in either direction. 


The FRICK-GALLAGHER MFG. CO. 


102 S. MICHIGAN AVE. WELLSTON, OHIO 
Specialists in Storage Planning and Manutacturing of Storage Equipment 
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Promotions 


Manufacturers’ New Merchandising Plans 


Black & Decker Uses 
Network TV Spot Series 


Black & Decker Mfg. Co., Tow- 
son, Md., will use television for 
Christmas promotion as a part of 
its largest advertising program. 

Coast-to-coast spots on “Today,” 
“Home,” and “Tonight” featuring 
Fixkit and Drill’n Saw Kits will be 
used. 

In addition, Life, Better Homes 
& Gardens, and Reader's Digest 
magazines will be used. 


Revere Fall Promotion 
To Help Dealers Sell 


Revere Copper and Brass Inc., 
Rome, N. Y . offers a novel fall mer- 
chandising campaign in national 
magazines. 

The program includes four-color 
ads, a dealer merchandising kit, 
and a promotion of the new minia- 





ture Revere kitchenware line. The 
slogan is “Revere Ware for mom... 
daughter, too.” 

Advertising promoting the 
mother-and-daughter matched cook- 
ware will appear in McCall's, Better 
Homes & Gardens, and Progressive 
Farmer. 


Lionel Uses Biggest 
Christmas Promotion 


Lionel Corp., New York, N. Y., 
will use the largest newspaper, 
magazine, and television coverage 
in its history for the coming Christ- 
mas season. 

Live television commercials, dis- 
play kits, and brochures will be 
used. Advertisements featuring new 
push-button accessories and newly- 
designed cars will be in the Satur- 
day Evening Post, Collier’s, Look, 
Farm Journal, Mechanix  Iilus- 





trated, Popular Mechanics, Popular 
Science, Model Railroader, Railroad 
Model Craftsman, Model Trains, 
Parent’s, Family Circle and Boys’ 
Life. 


TV Backs Toastmaster 
Advertising Program 


Toastmaster Products div., Mc- 
Graw Electric Co., Elgin, Ill, will 
use the “Famous Film Festival” 
network television show to back its 
fall advertising program. 

In the heaviest advertising sched- 
ule ever used by Toastmaster, the 
program supplements 10 national 
consumer magazines, newspapers, 
and trade publications. 


Supplex Offers Dealers 
5 Pct in Advertising 


Supplex Corp., Div. American 
Hard Rubber Co., Garwoed, N. J., 
offers advertising support in 1956 
worth almost 5 percent of dealer 
cost prices on all sprinklers, spray 
soakers, and garden hoses except 
the “Economy.” 

The offer is an advertising-dollar 








Use with owner's 
crock or other 
container or with 
Gem Dandy 
Duraglas jar— 
sold separately: 


3-gal jar $3.95 
5-gal jar 34.95 


Retail 


GEM DANDY ELECTRIC CHURN 


A profitable, fast moving item to retail at $23.95 


Illustrated is the new Deluxe-Redmond Special Gem Dandy Elec- 
tric Churn with powerful new improved motor (18 months’ war- 
ranty), switch in cord. New Aluminum Motor Base—Jar Cover 
lined with Vinyl. Fits any container, is detachable. Aluminum shaft. 
Adjustable dasher and agitator. Slow speed motor mixes most any- 
thing. Nationally advertised since 1937. Order today from your 
distributor. Standard-Redmond Special retails for $19.95 (without 
jar). 4-QT. Deluxe Jr. complete with jar $19.95. Big profit margin. 


ALABAMA MFG. CO. Dept. 251. Birmingham 3, Alebamea 
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Brand new market for BEFORE YOU MODERNIZE 
CLASS  — GET ALL THE FACTS ABOUT 


SHOWER STALLS Streater 
Complete with Fi Z é. X ™ ORAMA 


precast terrazzo STORE FIXTURES 


wih ali marker *DAQ |p 
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Our best reorder number in years.  [ 
Requires only 3°x3’ corner—j} [= 
true answer to the second bath |) 
roblem. Heavy duty aluminum }f | 
tegral construction; beautiful 
chromyte finish throughout. 



















Potent epplied for 







STOCK SIZE 





























\ 
TUB ENCLOSURES 
gives i 
$ 50 youa ‘ ay: a 
markup r ij 
Every exclusive quality feature Available through your Retail ' oO 
for which GSD is famous .. . in : 
Manufactured by a stock size to fit recessed tubs. Hardware Associations. Write 
: today for complete information. 
Glare SHOWER DOOR CO., inc. . west 7 
105 W. Wacker Drive - Chicago | STREATER INDUSTRIES, INC. 





v acturers of 
Standard and Custom: 


@ GLASS WALLS 
@ SHOWER DOORS . 
@ MEDICINE CHESTS 273“, 


FLEX - ORAMA SPRING PARK, MINNESOTA 


® STREATER’S INC. OF NEW YORK 
CHATHAM, NEW YORK: 


\ New! Resorler BOATS / j 


NOW AVAILABLE TO DISTRIBUTORS AND JOBBERS 
—WiITH YOUR OWN BRAND NAME, IF DESIRED 











A COMPLETE LINE of Heavy Duty, Quality 
Aluminum Boats—12 Great Models—9 Ft. to 16 Ft. 


You will be proud to handle the fine Resorter line of quality 
boats—made by one of the world’s leading boat manu- 
facturers. There’s a size and type for every outboard need 
—and for use with motors from 3 hp to 30 hp. They pro- 
vide all the advantages of aluminum construction— plus 

’ outstanding comfort, stability, durability, and perform- 
ance. In construction, material, design, and over-all value, 
Resorter Boats are hard to beat. 


If your distribution is the type that calls for boats with 
your own brand name—here is the answer! 
Fully-protected regional territories are open for qualified 
distributors and jobbers. 

Write for Full Details 
RESORT BOAT COMPANY 


(A Division of Southwest Manufacturing Co.) 


1400 BOND, LITTLE ROCK, ARKANSAS 





. BEAUTY 





STAM™MIN A ° PERFORW™MANCE 
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packed in each carton of 1956 Sup- 
plex merchandise. This is paid in 
cash to dealers using newspaper 
advertising. 


September Is Steel 
Kitchen Cabinet Month 


Dealers will participate in ob- 
serving steel kitchen cabinet month 
in September next year. The time 
was chosen by the Steel Kitchen 
Cabinet Mfgrs. Ass'n. 

More than 20,000 display mate- 
rials packages, special 8-page news- 
paper sections in 114 key papers, 
and 19,000 press kits will be used 
in the promotion. 


Dryer Promotion Is 
EEI's First Program 


The 1956 coordinated electric 
clothes dryer promotion is an- 
nounced by the residential promo- 
tion committee of Edison Electric 
Institute, New York, N. Y. 

A plan for action distributed to 
utility executives shows promo- 
tional materials available to help 
them organize local campaigns to 





sell electric dryers during the Jan- 
uary, February, and March period. 

“No trick, drying’s slick! with a 
modern electric clothes dryer” is 
the theme. 

Materia!s available from EEI are 
a dealer display kit, bill stuffers, 
and stick-on reminders. 


AMF Puts Wheel Goods 
Promotion Ads in Life 


American Machine & Foundry 
Co., New York, will use color adver- 
tising in Life magazine to promote 
wheel goods Christmas toys. 

Three new items plus regular 
AMF wheel goods will appear in the 
Nov. 14 issue. 


Everedy Offers New 
Housewares Catalog 


Everedy Co., Baltimore, Md., 
offers dealers its 35th anniversary 
catalog listing more than 50 prod- 
ucts in 28 pages. 

The book is divided into six prod- 
uct sections. A seventh section cov- 
ers gift packaging, and merchan- 
dising and advertising aids. 





Oster Home Appliances 
Get Heavy Advertising 


Oster Mfg. Co., Milwaukee, Wis., 
has expanded home appliance ad- 
vertising for the 1955-56 season. 

Included in the program are the 
Dave Garroway “Today” television 
show, Magazine and newspaper cov- 
erage, dealer listings, and display 
materials. 

Tie-in benefits include 
an imprinted regional illustrated 
Osterizer booklet, which will be 
offered to television viewers this 
season, dealer listings in the West- 
ern Union operator 25 service, and 
cooperative advertising. 


dealer 


Gas Appliance, Equipment 
Sales Head for Record 


Gas appliance and equipment 
sales in 1955 will top the previous 
high mark of 1950, says Thomas 
T. Arden, president of Gas Appli- 
ance Manufacturers Association. 
And sales in 1956, he adds, should 
exceed the volume for this year. 

Mr. Arden estimates 1955 sales 











Glass Towel Bars. 





They are made in a wide range of 


KIMBLE GLASS BARS 


A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


You carry a quality line 
with a quantity demand 
when you stock Kimble 


sizes and styles to fill every customer's 
need. They are designed to give the 
maximum of consumer value but 
priced to stimulate sales and give you 


high profit margin. 


AN (I) PRODUCT 


Don't delay, place your order today 
with your wholesaler or write for one 
nearest you. Address Kimble Glass 
Company, subsidiary of Owens- 


Illinois, Toledo 1, Ohio. 


Owens-ILLINoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 
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IT’S EASY TO SELL THE BEST! 


25 FEET LONG 
50 FEET LONG 
100 FEET LONG 


Your job is easier when yow sell the Carlson STAR CHIEF 
line. Your customers get seven exclusive features that make 
this the oufstanding line in steel measuring tapes. Seven 
practical features thot moke this fine, quality tool work 
easier, last longer. Check the features below and know why 
STAR CHIEF by Corlson is destined to be your best seller. 


* 7 EXCLUSIVE FEATURES 


% Stud markings every 16 inch 
center full length of tope. 


ments, with convenient nail hole 
of zero end. 

% Anti-backlash and non-jamming 
winding mechanism. 

*% ‘‘Toke-aport’’ cose, designed 
for easy cleaning ond tape re- 
placement. 


% Douwble-edge graduations full 
length of %&” wide white tape. 

*% Jet black markings on o snow- 
white background for easy 
reading. 

%e Tempered tool steel end hook 
for positive hook-on measure- 


% Saquere bose standup case is 
strong and durable. 





\ hak }] 


PATENTS PENDING NR 


& Sullivan. Juc. 























LOOK TO..: 
PROFITS 
























* a 
ROTARY 
EDGER and TRIMMER 


Newest in the market, Geyer’s Rotary 
Edger and Trimmer hos the features 
to make it a best seller... 

e SURE GRIP TIRE TREAD 
SELF-SHARPENING BLADE 
EXCLUSIVE SPRING TENSION 
MULTIPLE USES 
GUARANTEED DURABILITY 
COLORFUL FINISH 


‘ Mode! GE5 
$3.95 retay! 






























® Nationa! advertising 
ond selling acids ore 
offered to ossure you 
of extra profits with 
Geyer tools. 
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HILLBILLY HICKORY HANDLES!! 


Cracking even the toughest market for tool handles is 
child's play if you stock HILLBILLY hickory handles... 
the shock absorbing, double-tough, Tennessee hickory 
handle that delivers guaranteed sutisfaction to all your 


customers for the tiniest of prices! 
WRITE TODAY FOR COMPLETE PRICE LIST 


HOLTHOUSE « HARTUP. iwc. 


WAYNESBORO, TENNESSEE 


makers of world-famous Hill Hickory Handles 






















WOW! 
THE FIRST 


ALL-IN-ONE 
woooD 
TOOL 













use PLANE * SCRAPER 
y. SANDER 


A FAST MOVING 
HIGH PROFIT ITEM 




















Revolutionary ALL-IN-ONE Wood Tool 


A product of more than 18 months of careful research by one of the 
leading product research firms, SMOOTHY is the most efficient and 
useful home tool ever devised. it is designed to take the plgce of 
many tools now common such as sanders, planes, scrapers, etc 
SMOOTHY Diades are made of the finest high speed steel and are 
scientifically set in Monsanto’s high impact styrene. The tool is 
unconditionally guaranteed if used as directed. The home craftsman 
will find it much eariser to remove paint, smooth wood, smooth 
plaster, and do many other jobs once he discovers SMOOTHY! 


NOW OFFERED TO JOBBERS i, 


FOR THE FIRST TIME! 
$1 List 





For information contact 


PLAN AHEAD 
FOR XMAS! 


1405 MAIN STREET 
DES MOINES, IOWA 
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of ranges, water heaters and gas 
central heating units at 6.5 mil- 
lion. 

He attributes the sales gain to 
these basic factors: vast expan- 
sion of the natural gas pipe line 
network; recognition that use of 
gas appliances constitutes a step 
toward home automation, and use 
of gas by industries in addition to 
the home building field. 


Credit Executive Warns 
Price Decisions Ahead 


“usiness faces important deci- 
sions of pricing policy in months 
ahead. 

Unless increases seem in line to 
the consumer, a mild buyer’s strike 
could follow, said H. H. Heimann, 
executive vice-president, National 
Ass’n of Credit Men, New York. 

Assuming that products are sold 
at fair profit, when production 
costs increase it is only natural 
that merchandise, products, or ser- 
vices must be priced higher, he 
said, but if price increases are con- 
sidered excessive, they could “cre- 
ate a mild buyer’s strike.” 


Majority of Homes to Be 
Air Conditioned by 1965 


Air conditioning will be installed 
in 60 percent of the American 
homes by 1965, and sales of re- 
frigerators and automatic washers 
will reach one million units an- 
nually, predicts Roger M. Kyes, 
vice-president, General Motors 
Corp. 

“In the next decade,” he said, 
“we can make the appliance indus- 
try as important a factor in the 
economy as the automobile in- 
dustry.” 


G.E. Forecasts 80 Percent 
New Appliances by 1965 
A General Electric Co. execu- 
tive forecasts that products not 
yet on the market will account for 
80 percent of the output of the 





$1 billion will grow 75 percent in 
the next 5 years. In 15 years, he 
adds, it will increase to more than 
$3 billion annually. 


Domestic Water System 
Shipments Up 6 Percent 


Factory shipments of domestic 
water systems were 83,992 units in 
August, valued at $8 million, the 
Department of Commerce reports, 
a 6 percent gain over July ship- 
ments. Deep-well systems accounted 
for 45 percent of the units shipped 
in August, shallow-well systems 47 
percent, submersible units 8 per- 
cent. 


Electric Water Heaters 
Top 800 Thousand Yearly 


Electric water heaters have been 


company’s small appliance divi- 
sion in 10 years. 

Willard H. Sahloff, vice-presi- 
dent and general manager of the 
GE division, noted this influence 
of new products in predicting the 
electric housewares industry now 
running at an annual volume of 


selling at an average rate of 822,- 
000 units since 1949. Demand is 
paced by rural and farm needs, 
where 90 percent of the homes are 
electrified. 

Third quarter indications are 
that 1955 sales will again top the 
800,000 mark. 











GUD 1 OE Display Rack FREE 


WITH YOUR CHOICE OF THE FOLLOWING: 








DEAL No. 1 DEAL No. 2 
2 doz. 6-oz. Assorted 4 doz. 6-oz. Colors 
and and 
2 doz. 12-oz. Assorted 2 doz. 12-0z. Colors 


(Dealer makes own choice of colors 
(EACH SIZE ASSORTMENT INCLUDES) . . « packed 12 dispensers, one color, 

per carton.) 

2 Crystal-Clear 2 Bright Gold 

2 Bright Alum. (Silver) 2 Regal Blue Crystal-Clear 

3 Touch-Up White 2 Cherry Red Bright Alum. (Silver) 

2 Glossy Black | Chrome Yellow Touch-Up White 

2 Fiat Black | Baby Bive Glossy Black 

| Machine Grey | Baby Pink Fiat Block 

| Light Grey | Hunter Green Machine Grey 

| Dove Grey | Bright Copper 


Light Grey 
Retail Value. . . .$64.60* 


Dove Grey 
Dealer Cost, only 38.76 


Retail Value 
Dealer Cost, only 52.56 
Dealer Profit. . .$25.84 
Remember RACK FREE 


Bright Gold 
Chrome Yellow 
Rega! Blue 
Baby Blue 
Hunter Green 
Cherry Red 
Baby Pink 
Bright Copper 


Dealer Profit. . . .$35.04 
Remember RACK FREE 


Act Now ... ORDER TODAY FROM YOUR JOBBER 
THIS OUTSTANDING OFFER EXPIRES NOVEMBER 30th 
Stock — Display — Sell KRYLON 


America's Fastest Selling Spray Enamels 
the “brand with demand"—<coast to coast 


KRYLON, Inc. 




















NORRISTOWN, PA. 
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BETTER STORE 
FIXTURES 





INTERCHANGEABLE—ADJUSTABLE 
‘“PEG-PANEL” BACKS 
Write for catalog No. NH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 




















DO YOU WANT T0- 


Sell or buy a store 


Represent new accounts 
Hire experienced hardware personnel 


Dispose of surplus stock—distress in- 
ventory—job lot merchandise 


@ Get sales representation for your line 


®@ Get a job in the hardware field 


THEN— 
Tell It To The Trade in The 
Classified Advertising Pages 
Of HARDWARE AGE 


Classified Ad Dept. 


HARDWARE AGE 


Chestnut at 56th St., Philadelphia 39, Pa. 











saw 
and 

grinding & 

MANDRELS , = 





Chicago mandrels 
in their red, white 
d bi rt 
make an eye cotch. Leading Hardware Dealers 


ing display that Everywhere . . YES! Leading Dealers 
sells more for you. all over the country are increasing 
sales of mandrels, pulleys, belts and 
motors by featuring the No. 70 dis- 
play. Every home workshop, farm 
and factory is a prospective cus- 
tomer. Ask your jobber or write to. . 


MFG'D BY 
DIE CASTING MFG. CO. 


2510-14 WEST MONROE STRETT 
CHICAGO 12 ItLLINO?TS 


contractor 
or “do it 
yourself”... 


Fits Every Type of Caulking Gun 
Hole-in-top for metal nozzle guns, 
or insert the preg nozzie ( 


Cartridge Will Not Break or Dent 


Calbar Cartridge is resilient... 
will not break, dent or Durst 
Eliminates costly sporage 


Filled With Nation's Quality Caulk 
More than 35 years have gone into 
the perfection of super-elastic Containers & Guas also 


Calbar Caulk. ALL colors! aveilable. Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


2612-26 N. Martha St. - Philadelphia 25, Pa. 
Over 35 Yeors os the Nation's Leoding Caulk Line 


Spouvted Cartridges, Bulk 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives en etc. 


Set solid, maximum 50 words.. 
Each additional word.. 


eS 
Positions Wanted 
goed Rote) set solid, maximum 
each additional word 


A 
low Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or specicl borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Somples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted Representatives Wanted 


Accounts Wanted 





| 





MANUFACTURERS AGENT WANTED 


West Coast manufacturer of high quality competitively 
priced bathroom eccessories, wants aggressive manu- 
fecturers representative now calling on the builders 
supply trade in the Iliinels, Indiana. Wisconsin and 
Michigan area. State lines now handling and territory 
covered. Other areas open 


Address Gox (041, care of HARDWARE AGE 
Chestaut & S6th Sts., Philadelphia 30, Pa. 








PAINT BRUSH SALESMEN 


Prominent paint brush manufacturer has open 
territories for successful «ales producer. Pre- 
fer men now calling on paint, hardware, lumber 
dealers and industrials. Protected territories. 
Established business. Will also consider side 
line man or manufacturers’ agent. 
Address Geox 615, care eof HARDWARE AGE 
Chestaut & 56th Sts.. Philadeiphia 36, Pa. 














REPRESENTATIVES WANTED 


Manufacturer of nationally advertised Garden Items, 
Housewares and Wrought Iron Items, Wants Individual 
representatives for western and southwestern states. 
Write, stating lines now handied and territory trav- 
eled. Cammission basis. 


Address Box 805, care of HARDWARE AGE 
Chestnut & S6th Sts.. Philadeiphia 36. Pa. 











MANUFACTURER'S 
WANTED now calling on hardware stores, chain 


REPRESENTATIVE 
stores, 
opring 
te it 


and door manuwtacturers to sell our Safety 
for combination storm and screen doors 
used instead of the unsightly check chain 
now being used on most combination doors. 
at same or lower than chain figures. Address: 
Box 803, care Hagspware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


E ASTERN OHIO. 30 year old exclusive dis- 
tributor tor world’s largest manufacturer of Key 
Blanks has divided state of Ohio for more inten- 
sive coverage. Needs se en ope aggressive rep- 
resentative covering wholesale and retail hardware 
outlets. Protected Territory, established accounts. 
Complete line of nightlatches, padlocks, cabinet 
hardware, locksets, door closers, cabinet locks, 
locksmith supplies, lawnmower repair parts, key 
machines and key blanks. Commission basis. If 
handling other lines, otherwise salary, commission 
and traveling expenses. State line now handled, 
trade and territory covered, experience and refer- 
ences. Address: Box 1045, care of 
Ace, Chestnut and 56th Sts., ee 39, Pa 


ee 


~~ --_. 





REPRESENT CHEK POCKET SOIL TEST. 
ER Kit. Seven color folder with Chek Soil Test 
Paper booklet and patented Chek Tool. Tests soil 
in half minute. Attractive counter display. Inex- 
pensive, gocs like hotcakes. Carry with your other 
arden lines. Liberal commission and discounts, 
hek Associates, Box 325, Danbury, Connecticut. 








REPRESENTATIVES WANTED: 
TUNITY FOR SEVERAL 
sion Representatives in the states of Indiana, 
Ohio, Virginia, Louisiana and Mississippi, where 
we have accounts of long standing. We manu- 
facture plumbing brass goods both cast and tubu- 
lar, competitively priced, to be sold through 
plumbing and heating channels. State actual ter- 
ritory covered actively, references and 
specific details. Address: Box 1109, care of 
Haspware Acer, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


OPPOR.- 


established Commis- 





REPRESENTATIVES WANTED FOR AT- 
TRACTIVELY PRICED complete handle 
Send for full details at once. Address: Box 1021, 
care of Haapwane Acr, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





| and Southern state territories 





MANUFACTURERS 


in the hardware, 
tive helds. 
sales and 


A major change in our 


promotion program has created open 


territories for experienced men with know-how in | 


these fields. 
Box 1100, 
56th Sts.. 


Tell us about yourself. Address: 
care of Harpware AGE, 
Ys seman cee 39, Pa. 


A RE AL 
SIVE 


OP PORTU NITY FOR AGGRES.- 
manufacturers representatives in Central 
Heavily advertised, 


| popular priced garden item sold under money back 


| men. 


Priced | 





|; ence 


| Hagpwarr AGE, 
| phia 


| handles 
| Manufacturing 


HARDWARE | 


| GOODS 


oth | 
“; | WANTED. 


| Reflecting Scotchlite House Number and Letters— | WEST VIRGINIA. Manufacturers’ 
| ing 
line. | 


| open for 
| placement plumbing 


Monthly commissions will 
Also invite inquiries for retail 
Trade and territory covered, 
first letter. Confidential. Box 433, 


guarantee. 
$1,000.00. 


exceed 

sales- 
lines handled, 
Marion, VUhio. 


WELL-KNOWN 
LEADING HAND 


MANUF ACTU RER 
tool line desires top-notch 
representation in the states of Florida, Georgia, 
Alabama, Tennessee, and North and South Caro- 
lina. We prefer an experienced salesman who 
will work for us full time on a draw against com- 
mission basis. Outstanding opportunity for an 
aggressive, hard-hitting salesman. Give experi- 
and references with first letter. Our men 
of this ad Address: Box 1105, care of 
Chestnut & 56th Sts., Philadel- 


OF 


know 


39, Pa 





SELL TOP LINE 


OF WEED cutters and too! 
Protected territories. Write today—lLad 
Co., 800 Forty-Fourth Ave. N 
Nashville 9, Tenn. 





HOUSEWARES, CHINA, GLASS, GIFT 
salesmen wanted by old distributor to 
hardware, variety, and other independent dealers 
Protected territories open are: Illinois, Indiana, 
lowa-Nebraska, Kansas-Missouri, Texas, New 
York-Pennsylvania, California, Oregon-Washing- 
ton, Utah-Idaho. Write fully with references for 
interview. C. E. Wheelock & Co., Peoria, Illinois. 





EXCLUSIVE PROTECTED TERRITORIES 
nationally distributed unique water re- 
specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers "nique demonstration sells 
8 out of 10 on first call. Address: Box 620, care 
Harpware Ace, Chestnut & 56th Sts., Philadel- 


| phia 39, Pa. 








COMMISSION REPRESENTATIVES 
full or side line. Call on Hardware, 
Department, Home and Garden Stores, 


Yards, and Chain Stores—selling our line of Flash 


also our new and exclusive line of Lume a Lite 
Mail Box Letter and Number line. Good commis- 
sions. Write for details. Several territories open. 
In reply, state lines now being handled. Write for 
full details. Midwest Plastics Mig. Co., 208 
Bates Avenue, St. Paul 6, Minn. 


REPRESENTATIVE | 
WANTED who calls on wholesalers and jobbers | 
building materials and automo- | 
expanding | 


Chestnut & 


| tive chains, 


nationally 
| staple 
| Box 

| $6th Sts., 


Lumber | 


| turer. 


ATTENTION 
MANUFACTURERS 


Long established sales organiza- 
tion, excellent reputation, credit 
standing and sales record seeks 
one additional line having good 
volume potential. Commission or 
distributor. Exclusive basis only. 
Complete coverage all resale 
outlets, hardware, mill supply, 
chains, electrical, etc. Territory 
New York, New Jersey, Connec- 
ticut, and Eastern Pennsylvania. 
Our present factories know of 


this “AD” 


Address Box (066, care eof HARDWARE AGE 
Chestaut & S6éth Sts., Philadeiphia 39, Pa. 














MANUFACTURER’S REPRESENTATIVE 
COVERING HARDWARE and building supply 
trade in State of Georgia for 12 years, desires 
good competitively priced lines of builders hard- 
ware items, such as: key in knob locks, mortise 
locks. butt hinges and shelf hardware. Profitable 
volume assured Address: Box 1008, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





ATTENTION MANUFACTURERS: 
flight coverage to housewares, 
hardware distributors, drug, variety and automo- 
rack jobbers, department stores, pre 
and leading mail order firms 10 

Ill., Wise., Mich., Indiana, Ohio, 
North & South Dakota—representing 
known firm since 1923. Interested in 

for the above trade only. Address: 
care of Harnpware Ace, Chestnut & 
Philadelphia 39, Pa. 


Top 
garden supply and 


mium trade 
men covering 


Ky., Minn., 


line 
631. 





OHIO, WESTERN PENNSYLVANIA, 
Agency sell- 
hardware - housewares jobbers, Department 
stores, chains, and major automotive chains seeks 
one additional strong line from a major manufac- 
Address: Box 1040, care of Harzpwane 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Classified Opportunities Section 





Accounts Wanted 





Help Wanted 


Business Opportunities 











MANUFACTURERS REPRESENTATIVES 


Now calling on hardware distributors Wanted for new 
Quality line of water cans from old established 
Manufacturer. Protected territories open with ex- 
cellent sales potential. Write giving full details, 
territory, how often covered, lines now carried. 


ACTON MANUFACTURING CO., INC. 
605 South Summit, Arkansas City, Kansas 











REPRESENTATIVES 


Covering al) classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 














MANUFACTURERS 
OFFERS 
York-New 
twenty-five 


REPRESENTATIVE 
COVERAGE in Metropolitan New 
Jersey for additional line. More than 
years acquaintance with and selling 
to buyers of Hardware, Tools, Housewares, etc. 
Address: Box 1033, care of Harpware Ace, Chest- 
nut & S6th Sts., Philadelphia 39, Pa 





MANUFACTURERS AGENTS WANTED 
TO SELL nationally advertised line of heavy 
tools covering entire East and entire East Coast 
states or any part thereof. Must have established 
contacts with hardware jobbers, 
and other outlets. Excellent reputation in trade. 
When replying, state experience, territory covered 
and other accounts. Address: Box 1034, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 


phia 39, Pa 





WANTED LINES SPORTING GOODS 
AND Hardware Specialties. Jobber coverage in 
Illinois, Wisconsin, Minnesota, Ohio, Michigan 
Indiana and Kentucky by an experienced Repre 
sentative. Address: Box 1104, care Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





SUPERIOR REPRESENTATION OFFERED 
MANUFACTURER of line with volume potential 
by progressive, established manufacturers agent. 
Top flight coverage of wholesale hardware, electri- 
cal, catalog, garden jobbers; supply houses; dept. 
etc.: in Metropolitan N. Y.-N. J. 

For further details of sales operation and 

Address: Box 1115, 
hestnut & 56th Sts., 


stores: 

carried 
services 
Ace, ( Pa. 


Philadelphia 39, 





Help Wanted 


HELP WANTED 
ASSISANT SALES MANAGER 


Excellent opportunity afforded with chance for ad- 
vancement tc man experienced in builders hardware 
field. We are Eastern manufacturers of a full line 
of door hardware and locksets and need capable 
sales executive for our expanding organization. State 
past experience. All replies confidential. 
Address Geox 1047, care of HARDWARE AGE 
Chestaut & S6th Sts., Philadelphia 3. Pa. 

















MANAGER FOR 
STORE North Central 
Seat—4000 populatr 
man and experienced 
tion—may buy part 
and qualifications 
Harpware AGE, 
phia 39, Pa 


RETAIL HARDWARE 
Kansas location—County 
a—must be good promotion 
in complete retail store opera- 
nterest if 
‘ idress: Box 


As Lif 06, 
Chestnut & 


$6th Sts., 


care of 
Philadel- 


WANTED EXPERIENCED SALESMEN 
CALLING OWN the better class Hardware Trade, 
Mill Supply Houses, Electrical Supply Houses, 
etc., to sell our line of Imported Wood Screws, 
stove bolts, sheet metal screws, twist drills, build- 
ers’ hardware and other items. Liberal commis. 
sions. Give full particulars about your present 
activities. Address: Box 1112, care of Hampware 


Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


mill supply houses | 


Samples | 

P | ware trade in Chicago area for the past 25 years, 
| have sold 
care of HaRDWARE | expert 


desired—give age | 








| Chestnut & 


Rox 
| 56th Sts., 


= a 39, 


| 3 
PAINT, 


scaler in Manhattan. 


| Chestnut & 


’ 





WE ARE LOOKING TOWARDS 1956 
ARE YOU? 


Here is your opportunity to “HITCH YOUR 
WAGON” to a selling organization that has 
been successful for 27 years with chains, 
jobbers and department stores. 


We are open for two lines. Permanent show 
room in the heart of the Market at 200 
Fifth Avenue, N, Y. C. 


SAM WEISMAN Sales Organization 


200 5th Avenue, New York 10, N. Y. 














WAN TED BUILDERS’ HARDWARE CON. 
TRACT MAN. Midwest Location. Please state 
age, MS and salary wanted. First letter. 
Address: Box 1114, care of Harpware Acz, 
56th Sts., Phila delphia 39, Pa. 


MAN TO ASSIST PU RC HASING 
Wholesale Hardware New York. 
preterred. A_ willing, 

capable of supervising. 

Write resume, salary 

1101, care of Harpware 

Philadelphia 39, Pa. 


Y OU NG 
Department. 
Experienced 
worker, 


Excellent oppor- 
tunity 


desired. Address: 
Ace, Chestnut & 





Positions Wanted 





HARDWARE 
permanent 
outlet in 


MAN WISHES TO MAKE a 
connection with a retail or whiloesale 
the state of Florida, on or after the 
Ist of January, 1956. Presently managing a retail 
store connected with a lumber business dealing 
in builders hardware, tools, paint and sundries, 
power tools, key making, and lock supplies, etc. 
| have twenty years’ retailing experience and store 
operation. I am 46 years old, married, and a re 
sponsible person. Address: Box 1108, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
Pa. 
7 HAVE ‘BEEN CALLING ON THE hard- 
Dealers 
m the 


as well as Wholesalers, am an 
Chemical Field and in the Specialty 
Field, would like to represent some manufacturer 
of good standing preferably on a drawing account 
basis against commission, have also ca! Hed on the 
Plumbing and Automotive trades. Address: Box 
1102, care of Haroware Ace, Chestnut & Sé6th 
Sts., Philadelphia 39, Pa 


RS’ EXPERIENCE PLU MBING, 
H ARDWARE supplies. Age 40. Giv- 
own business. Desires challenging, re- 
e position with manufacturer or whole- 
Newark, Elizabeth area. Pre- 
fer inside work. Will do some traveling. Con- 
scientious, hard working. Good Character. Mar- 
ried. Address: Box 1107, care of Hanpware Ace, 
56th Sts., Philadelphia 39, Pa 


ing up 
hy! 


ST™ rT) Ss! 





Business Opportunities 





FOR SALE 
AND 
fast 


population 


ESTABLISHED 
HEATING Store 


HARDWARE 
in Decatur, Illinois. A 
growing area with Industry RO .000 city 
1954 gross sale $75,000 Beautiful 
rick building 3,000 square feet floor space. Park- 
building equ pment and stock 

Henry Stone, 1114 E. Johns 
lilinois 


A’*° ea Price nr 
W rite 


$48,001 
Decatur, 


Ave... 


AL [FORNIA New modern Hardware Store 
at less than 40¢€ om the $. This store 

a profit for over 33 years and made 
independent. (wner 


n retired then had to 
bach Health failed 


Must sacrifice. Price 
A. J. Lillibridge, 441 4th Street, San 
ternardino, California 


1s fOw 
awe 7 
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ambitious | 


i « ated in 


| prese nt 
| main 


| Avenue, ‘ 


annually and nm be worked up to $90.0 nM) oF 





Old established retail hardware store in thriving 
CENTRAL FLORIDA town, serving 50,000 population. 
1954 gross $154,000. Inventory approximately 
$40,000, complete hardware, houseware, fool, 
paint and sport, goed lines. Good lease on building 
in 100° business section. Owner selling because 
of ill health. Terms available. Ransford A. Potter, 
Box 641, Leesburg, Florida. 














FOR SALE — HANDLE PLANT 


Growing, profitable business with 1956 sales $100.- 
000 minimum. Located in mid-south. Excellent tim- 
ber area. Present management will stay. $40,000. 


Address Geox ({'13, care of HARDWARE AGE 
Chestaut & Séth Sts., Philadelphia 38, Pa. 











Hardware and Mill Supplies 


Midtown Manhattan 5'2 
Gross over $100,000. 
$25,000 will handle. 


H. C. BLANK, Afforney 
50 Court St. B’kiya, N. Y. Me. 5-0020 


day Store. 
Good Markup. 











BARGAIN 


s0iIng Hardwore & Paint Store. 
rable Location. Ample Parking 
mplete ory. Mo 


0 000-$60 000 


Low Rent 

Lorge & 
jern Equipment & Fix- 
Terms to responsibie 


inven 


rchaser 
Write: Max McCalla, 1109 N.E. 
Ft. Lauderdale, Fic. 


ist St. 











——— 


“INFORMATION 


1 HAVE CONFIDENTIAL 


| ON several well established and profitably operated 


hardware stores, hardware and appliance, etc., lo 
the middle west which can be purchased 
at very reasonable prices For imftormation write 
William I. Maresh, Suite 702, 100 West Monroe 


Street, Chicago , Iihnois 


PROPANE SBOT- 
customers, completely 
500 ft., plus ware- 
house, 2 trucks, 
0,000 month, steadily imcreasing, 
Akron, Uhio, parking; with 
ompany, Brokers, 1836 Euclid 
15, Ohio 


HARDWARE-SUPPLY, 
r_LED GAS Service, 700 


ved. block bri k building, 
6-Troom 


equip 
ho 1a rh re : one 
enies $1 
bust section. 


Apple ‘ 


leveliand 


rss 


property 


ee 


SALE-—60’ hardware part 
ed 20 ot adjacent to store 
mmunity, now grossing $70,000 00 
$100,- 
hand $35,000.00. Will sell 
Terms Detroit, Michigan. Ad 
| care of Hagpware Ace, Chest 
Philadelphia 19. Pa 


FOR 


basement and ter 


store 
In growing 


00 0 It 
tor $/ 
iress « 10 


nut & > 


entory on 


Sf «a 


BARGAIN. GOOD HARDWARE, PAINT, 
PLUMBING and Building Supp!y Store in small 
central Florida t (excellent fishing), modern 
CB store building on large lot, also warehouses 
and lumber shed. Illness necessitates sacrificing 
Everything for $50,000.00; requires $30,000.00 

beds Box 1111, 1 Hasmpware Ace, 
ladeiphia 39, Pa 


Phi 


wn 


rae 


& 6th 


care 


=fa 


a 


Hlardw in North 
new building, new fix- 
tures, new merchar months old ( hriat 
mas Merchandise in stock. In town of 5,000 dotmg 
$60,000.00 Will sell at inventory. Will 
for cost, and fixtures at cost. Could 
without too much effort. Address: Box 
110. care of Haspwaee Ace, Chestnut & 56th 
Sts.. Philadelphia 39, Pa 


FOR SALI Agency 


wees ate rr) ii sia The is. . 


ire Store. 
elt-service, 


dise ; 


business 
sell building 


touble 


211 

















@ Finest Money Con buy 
WHITE FOR BALETOX 


e Metal 
Products 


188-192 MATSON AVENUE 
WILKES-BARRE + PA 





| Aluminum 








E DEALERS FROM 
COAST TO COAST 


depend upon the complete Wiicox- 
Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 
part of every hardware dealer's 
stock in trade. They’re all fully 
described in the W-C Hardware 


Catalog “N’’—+sent free on request. 


WILCOX-CRITTENDEN 


Division North & Judd Manufacturing Co. 
77 SOUTH MAIN STREET, MIDDLETOWN, CONN. 


aset* 





| Bennett 











on Pages 283, 284, 285, 286 
of July 21 issue 


HARDWARE AGE DIRECTORY 


FAULTLESS CASTER CORPORATION, Evensville, ind 


>, WALLGRIPS 


SELF-SELLING 
“BLISTER CARDS" 


The easy way to fasten fx- 
tures to hollow walls. De- 
signed for Mr. and Mra 
Do-It-Yourselfer. Diameter 
%”~—3/16"°—\%" short and 
leng sisea. 


Breach Offices in Principal Cities 


= 


142 Liberty St., Hew York 6, 4. Y. 
Division of Stor Expensicn Bolt Compeny 


| Bolens Products 














Index to Advertisers 





A 


Acme Metal Products 
Acme Quality Paints, 


| Add Sales Co. 


Ajox Hardware Mfg. 
Alabama Mfg. Co. ihe 
Allen Mfg. Co., W. D.. 
Alumatone Corp. 
industries, inc. 


American Chain & Cable 
American Chain Div. 


American Crayon Co. 
American Grease Stick Co 


American Hardware Corp. 
Corbin Cabinet Lock Div. 


American Pad & Textile Co 

American Thermos Bottle Co., The 

American Toy & Furniture Co., 
> ce aes 


Ardmore Products Co. 
Aristo-Mat Co. ' 
Armstrong Bros. Too! Co. 

Atlas Screw & Specialty Co..... 
Atias Tack Corp. 

Ayres Co., Charlies 


Bassick Co., The 

Beaver Drill & Tool Co. 
lrelond, inc. 
Better Homes & Gardens 
Bevin Bros. Mfg. Co. 
Black & Decker Mfg. Co 
Div. 
Boonton Molding Co. 
Brearley Co., The 
Briddell, Inc., Charles D. 
Brink & Cotton Mfg. Co., 
Brooks & Sons, Inc., M. S. 


| Buch Mfg. Co. 


Cc 


Caliber Paint & Varnish Co 
Cal-Dak Co., Inc., The 
Campbell Chain Co. 
Carison & Sullivan, inc. 
Century Products, Inc. 
Chair-Loc Co. 


Champion Bronze Powder & Paint 
Co. “3 is 


Chempion DeArment Too! Co 

Champion Lamp Works 

Chevrolet Motor Div. 

Chicago Die Casting Mfg. Co 

Chicago Roller Skate Co.. 

Cincinnati Ventilating Co., The 

Clark Co., The J. R. 

Clemson 6ros., Inc. 

Cleveland Twist 

Coburn Products Div. . . 41 

Colorizer Associates 

Columbia Malleable Castings 
(agp eos < 

Columbien Rope Co. 26 

Comfort Lines, inc. ons 201 

Congress Drives Division 

Corbin Cabinet Lock Div. 73 

Corning Glass Works 

Coughian Co.. G. N 


D 


Dayton Pump & Mfg. Co 7 
Delta Power Tool Div.... 127 
CEs Me ec cee 178 
Disston & Sons, inc., Henry.. 6s 
Dixon Crucible Co., Joseph _— 


HARDWARE 


| Gensco Too! 


oe | Hercutes 
Drili Co .. UT; 


....82-83 | 


Domes of Silence 214 


DuPont DeNemouwrs Co., Inc., E. |. 
Organic Chem. Dept. 


Polychemicals Dept. Plastic.. 137 
Polychemicals Dept. Tynex-Nylon 84 


Eagle Lock Co. 
Edmont Mfg. Co. 
Edwords Co., Inc. 
Empire Brushes, Inc. 
Evans Rule Co 


F 


F & N Lawn Mower Co. 
Fairchild industries 
Faultiess Caster Corp. 
Fortune Laboratories, 
Frick-Gallagher 

Fuller Tool Co.. 


G 


Wire Co. 
General Hardware Mfg. Co.... 
General Metalware Co. 


General Motors Corp. 
Chevrolet Motor Div. 


Div. : 

Geuder, Paeschke & Frey Co..... 57 
Geyer Mfg. Co. vacate 
Gibson Good Tools, Inc. 

Giass Door 


Graham Co., John H. 
Bevin Bros. Div. 


Goldbiett Tool Co 


Goodyeor Tire & Rubber Co., Inc. 
Mechanica! Goods Div. 


Goulds Pumps, Inc. 
Grand Hoven Stamped Prod. Co. 


Gordner 


a 


| Great Neck Saw Mfg., Inc 


Greenlee Too! Co. 
Gries Reproducer 
Griffin Mfg. Co. 
Gunver Mfg. Co., 


Corp. 


= 


Hall-Wesse! Co 
Heller & Co. W. C. 
Hemp & Co., Inc. panttines 
Chemical Co.., eas 
Hindley Mfg. Co. ; 

Hodell Chain Co. Div. 
Holthouse & Hartup, inc. 
Huenefeld Co., The......... 
Hyde Mfg. Co. 


Hydroponic Chem. Co.. 


Internationa! 
Internationa! 


Lighting Co. The. 180 
Salt Co., Inc....... 2B 


J 


Jacobs Mig. Co., The 
Jenkins Bros. . Se dala 160 
Jones & Loughlin Steel Corp... 4 
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Index to 


Advertisers 





ee a ee ent 
Kester Solder Co. 
Keuffel & Esser Co. 
Kimble Glass Div. 
Krylon, inc 


L 


Londers, Frary & Clark 
(Universa!) 
Lewn Boy Div 
& Mfg. Co. Ld 

Linzer & Sons, Inc., Dovid 
Lockwood Hordwore Mfg. Co.... 


Outboard Marine 


M 


Mali Too! Co. be 
Marshalltown Trowel Co. 

Martin Stamping & Stove Co... 
Master Lock Co peeeaaetie 
Master Metal Products, inc. 
McGill Metal Products Co 
Melnor Metal Products Co.., _ 
Metalcraft Mfg. Corp..... 
Miller & Co. R. E 
Motor Wheel Corp. (Reo Div.).. 
Mouli Mfg. Corp. 

Musgrave Mfg. Co. 


N 


National Mfg. Co ; 
National Metco! Products Co 
Notional Screw & Mfg. Co. 


oO 


Outboord Marine & Mfg. Co. 
Lown Boy Div 

Owens Illinois Giass Co 
Kimble Gloss Div 

Oxwal!l Tool Co. Ltd. 


Porker Mfg. Co 

Parker Sweeper Co 
Petersen Mig. Co 
Pittsburgh Nipple Works, 


Pittsburgh Plate Glass Co 
Brush Div 


Paint Div 

Pennvernon Div 
Popular Mechanics 
Pratt & Lambert, inc 
Proto Tools 
Pyroi! Co 


Inc 


Tools 
Reo Div.. Motor 
Republic Stee! 
Resort Boct Co 
Ridge Tool Co., The 

Ridson Mig. Co. Russell Div., 
John M 


Whee! 
Corp 


Corp.. 


Rocco Products, inc. 
Rocket Devices Corp 
Rockford Paint Mig. Co 
Rockwell! Mfg. Co 
Rockwood Mfg. Co 


Rogers isingiass & Glue Co 


. 38-39 
. 2% 


. 166 
19 
212 
158-159 
12 
201 y 


Royal Electric Co. 
Rubberset Co., The 
/ Russel Chain Div. 


Ss 


Salli Mountain Co. 

Scovill Mfg. Co. + 
Sheron Bolt & Screw Co. 
Sheffield Bronze Paint Corp..... 
Siebert Co., O. W. 
Simonds Saw & Steel Co 
Simplicity Mfg. Co. 

Skil Corp. 

Smith-Gates Corp. 

Smith & Sons, Inc., 

South Bend Toy Mfg. Co. .. 
Southern Screw Co. 


Speedway Mfg. Co. 
Power Too! Co.) .. 


Spectro-Matic Associates 
Standard Horse Nail 
Standard Products Co., The.... 
Standerd Too! Co. 
Stanley Works, The .. 
Ster Expansion Bolt Co. 
Ster Stainless Screw Co. 
Streater industries, inc. 
Sunbeam Corp. 
Supplex Corp. 
Swing-A-Way Mfg. Co. 
Sylvania Electric Products, 


(Div. 


. 1 


126 Tepe, inc. 


| Temco, inc 
'Thor Power 
| Mfg. Co.) 
| Toolkraft, inc 

True Temper Corp. 
| Turnbuckles, inc. 


21 tyler Mfg. Co. 


206 
66 
U 


| Union Steel Chest Corp. 
| Union Stee! Products Co. 7 
United States Plywood Corp. .... 


United States Steel Corp. 
American Steel & Wire Div 
Roofing & Siding Div 


191 
! 


vy 
Vaughen & Bushnell Mfg. Co..... 


w 


Washburn Co. The 

Waterbury Lock & Specialty Co.., 
The amntihal ie 

Woter Master Co. 

Weller Electric Corp. 


Wen Products. 
36 Werner Co.., 


215 Inc. 


Iinc., R. D. 
Western Lock Mfg. Co... 
Wilcou-Crittenden & Co., 
Wissotae Mfg. Co ia 
Wood Shovel & Tool Co. The 
Wooster Rubber Co. The 
Wreap-On Mfg. Co 


inc... 
189 


201 Yale & Towne Mig. Co 
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.. 158-159 
Corp...... 203 


53 


—_ 
peeenes 60-6! 


. .24-25-176-200 


43 
48 


WATCH this water system! 


It’s going places... and 
you Can get your extra prof- 
its by ordering today from 
your Goulds distributor. 
Watch the other depend- 
able Gould pumps .. . the 
complete profit-line. You 
get more with Goulds! 
Dept. HA-115 


Goulds Pumps inc. 
Senece Falls, N.Y, 





GOULDS Balanced-Flow JET 
for Shallow Wells 





GOULDS Water Systems 





GIBSON 


su GRIPPER CLIPS 


Keep Things in Place 


Bright nickel finish °* Need no adjusting 
No jutting points * Retail for 10¢ im East 
Double spring for greater holding power 
Large size grips %" to 1144” diameter 

Small size grips %" to 4%” diameter 


GIBSON GOOD TOOLS, INC. SIDNEY 3, N. Y. 











B& CC” CLAMPS 
MOVE FAST! 


. . « priced low for quick profits. 
Put this B & C Metal "C" Clamp Display 


on your counter—watch the interest— 
watch the sales. 





Your Jobber has the Details 
SEE HIM TODAY! 











rue BRINK & COTTON merc 
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DEALERS! make 5Q)% PROFIT 
; > 
— with NEW cover DRILL BITS 


THE NEW 
MARKET OF 15,000,000 
% INCH DRILL USERS WITH 
NEW, IMPROVED 


Retail OWLY 
$245 each 
3 tor $7.00 
ATTENTION 


All WITH ONE BiT! 


ACTUAL BEAVER 
sold only thru 
authorized iC bers. 
Order this profitabie item 


Monvutectured by BEAVER DRILL 
TRAFFIC WAY 


} Se iele) | 
KANSAS CITY 


co 
MISSOURI! 




















@(MARSHALLTOWN) BS 
~~ / 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


Q lity for 30 Y 
mM AST ER z= E ne ae 
anette anette T SELLING, LLY ADVERI SED 


KITCHEN CAN CANISTER SET hy ene ya ea 


3314% profit. Attractively 


borate, is , odorless and SAFE. Dineiees — ly | in water for use 
fg Z UW) 3 l-oz. mekes 6 gallons liquid plant { 
rea elle as tette Retails ke ee 


, ~ 7 tes. $4. <i , 
BREAD BOX WASTE BASKET 3-07 A co = fee ised oetepng 
All Chrome ... Chrome and Enamel .. . Ail Enamel Also packed in 10-Ib., sb. 50-1b. and 100-Ib. drums 


lf your jobber cannot supply you, order direct. 
MASTER METAL PRODUCTS, INC.., Buffalo 5, N.Y. HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 



































Comte) <i -wiesimWhen You Sell The Best! VEtriry 
€ aM SELL SMITH-GATES i eee 


ities ———— sell with confidence as well as profit. dvertisi 
ELECTRIC Toughest and best. Can be abused and still Adve _—— 


used to prevent freeze-up of water pipes, and 
pumps, roof valleys, eaves, house gutters. 
. Keeps water running even at —50°. Easy to FREE 


use. Shockproof, fireproof, waterproof. a 


> ae 4 Line-O-Heat dealers are given a full range Dealer Aids 


of dealer aids in addition to national ad- 


4 $7.95 and die-cut easel display pieces like this 


: & ; : 12 ff. $3.95 ASK YOUR JOBBER OR WRITE... 


20 ff $4.45 
face SMITH-GATES<~- 


60M. $9.45 DEPT. K-66 PLAINVILLE, CONN. 


34. $2.45 vertising: leaflets, mats, window streamers 








REGULAR — One 
set in a box. 
2 boxes ina 


Furneture Rest — Pintle Type 


mys Ra Nite or} - 3 , 
; = % id at : : 
| | : Si 80", , 
RUBBER CUSHIONED OS aa/ hata 
One set on a 3- 4 Tubular Gide 
rr te 5 
%* : ~ . 








— table Rubber 
Cushion Gide Bakelite Furnmture Rest 


Adjustable Tubul 
Monopo:nt Gide Bakelite Caster Cup ROBERT E. MILLER & CO., INC. Tack rath T "Sorng Type 
35 PEARL ST., NEW YORK 4, N. Y. 
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924 — The mest popvler Gloss 
Cutter ever manufactured. Used 
by millions for general purpose 
glass cutting 


923 — Identical with 024 except 
has ball handle. 5°° long. Easy 
finger-reach handle. Super-honed, 
long lasting wheel 


06 — Designed for cutting gloss 
along template or paper petterns 
Smell 5/32°° wheel mokes too! 
maneuverable for precise cutting 


08 — Equipped with a special 
wheel developed for cutting 
extra-hard glass such as vitrolite, 
corrora etc 


"All Red Devil Glass Cutters are now in the 
new packaging except the No. 7 which ore 
pocked 12 to a box and the carbide wheel 


cutters which ore sold in individual 


plastic 


tubes with meta! cops 


Rod Devils 


New Glass Cutter ackaging’ 


MEANS BIGGER SALES— 
HIGHER PROFITS— 
LESS WORK FOR YOU 


PACKAGING & DISPLAY 


All Red Devil Glass Cutters are now 
pac in this unique new white, 
blue and red box which can be easily 
made into a beautiful, sales stimulat- 
ing display. Designed for counter, win- 
dow or shelf display. 


REVOLUTIONARY NEW 
INDIVIDUAL PACKAGING 


An idea completely new in Glass Cutter merchandising. Each Red 
Devil Glass Cutter is individually packaged in a cardboard box—specially 
designed to hold and display the cutter and to protect the wheel. The com- 
plete unit is sealed in a colorful moisture- weather- and dirt-proof trans- 
parent outer wrapper which displays and sells and protects the unit. Cutters 
can be identified through window or from catalog number stamped on end 
of package. 
Here’s how this packaging benefits you: 


@ INCREASED SALES—Prestige of packaging gives Red Devil Cutters extra 
sales appeal—colorful display and packaging multiply impulse sales. 

e NO DAMAGED CUTTERS—No biunt or dull wheels—no rust—no chipping 
or nicking. 

e EASIER “BINNING”—Protective display wrap is perfect for selling Glass 
Cutters from a bin—protects cutters ‘rom rough handling, moisture and dirt. 
@ REDUCED PILFERAGE—Bright, large package and “crinkly” cellophane 
discourage “palming.” 


A Red Devil COMBINATION that can't be rivaled, Red Devil Glass Cutters—the 
world’s best—with super-honed, Chapmanized, bearing mounted wheels and easy-to- 
hold shape. And the newest in scientific sales-making packaging that protects the 
Glass Cutter and its wheel from damage, dirt and rust, and which both displays and 
sells the cutters. Red Devil’s new “Fight Unfair Competition” 
you an extra 8% profit—40°% or more on this line 
aggressive promotion at the local level. 
Products of 


pricing policy gives 
to better fight price cutters with 








=~ THIS HOTTER HEATER LINE 


... Will really “‘Warm-Up Your Sales!” 








BOSS has revolutionized 


_— o> 
room heater design with these ; } 
modern-as-tomorrow models. 

Finished in three beautiful fur- : ) 
| 
j je 


niture-style shades, they're 
equipped with KING-SIZE 
Burners to give more comfort 
to your customers... more 
sales for you. 


Kerosene 
RANGES - HEATERS 


First in beauty, style and performance, BOSS Ranges and 
Heaters are America’s fastest selling line of beautiful 
kerosene appliances. 


From sparkling porcelain enamel glass-door table top 
Ranges to smaller Cook Stoves, a bright new line of 
feature-laden BOSS cooking appliances will bring you 
more customers—more profits. 








BOSS is the No. 1 choice because of its tremendous con- 
sumer demand. wide selection of burners and models 


and beautiful styling. 


eS ~ yy, Be sure of Sales... 
wa | Positive Profits with BOSS— 


the one complete line in 





kerosene cooking and 
heating appliances 


ya) a ; THE HUENEFELD CO. 
ce bets CINCINNATI 25, OHIO 





